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Experienced Executive 
Becomes Southern 
Pine President 


Puitip A. BLoomer, of Fisher, La., who at the an- 
nual convention of the Southern Pine Association. of 
which report begins on this page, was elected its presi- 
dent, has been connected with the lumber industry for 
about forty years. Mr. Bloomer was born on a farm 
near Fremont, Neb., July 26, 1876, and was graduated 
from Fremont College with the degree of bachelor of 
science in 1895. He taught sciences in the Fremont 
High School for four years, and in 1900 entered the 
employ of William Krotter Co., at Stuart, Neb., which 
firm operated a line of retail lumber yards and grain 
elevators. 


In 1905, Mr. Bloomer began his employment with 
the Louisiana Longleaf Lumber Co., serving through 
various departments and learning the woods, manu- 
facturing and sales branches. For about two years he 
was a traveling salesman, mostly in Texas, and in 1914 
he was appointed treasurer and general manager, the 
position he holds today. 


He is director of the Louisiana Sawmill Co., and of 
White-Grandin Lumber Co., and vice president of Ex- 
change Sawmills Sales Co., of Kansas City. 


The new president of the SPA has a reputation as 
one of the most efficient lumber manufacturers in the 
entire industry and is recognized as possessing executive 
ability of a high order. He has served on numerous 
important Southern Pine Association committees for 
years, including the executive, conservation and grad- 
ing committees, and was chairman of the moisture con- 
tent committee throughout the period the association 
was ascertaining and establishing the proper moisture 
content limitations for southern pine lumber, and down 
to the present time. He has contributed much toward 
the development of high standards within the southern 
pine industry. 


For many years he has served on the board of direc- 


New Or.eAns, La., March 23.—Better lumber for 
less money, produced by mechanized plants and log- 
ging operations at resultant lower labor costs, is the 
answer of the industry to the competition of substi- 
tutes that has brought into use many new types of 
houses, declared President W. T. Neal, in opening the 
twenty-fourth annual meeting of the Southern Pine 
Association here this morning. The organization was 
portrayed as representing a greater proportion of the 
industry’s output than ever before, and the species 
as ranking first in world production. 

Mr. Neal touched briefly on 1938 conditions, with 
southern pine selling at $23.17 per thousand feet 
against $28.45 in 1937. He referred to 1938 exports 
as the lowest in forty years. He found the oppor- 
tunity for perpetual operations, because of prolific 
growth of pine timber, something to be thankful 


tors of the SPA from Louisiana, and has held a promi- 
nent place in the councils of the lumber industry in 
dealing with legislative, economic, manufacturing and 
other problems affecting it. 


for. Touching briefly on the past few years’ expe- 
rience “when we awakened every morning to find some 
new restrictions, proposed or imposed, under which 
we must operate our business,” Mr. Neal went on 
to say: 

“The complications of the National Recovery Act 
and its administration forced us to neglect our busi- 
ness, and from that time forward very few of us have 
had opportunity to plan in a way that would produce 
better conditions for everybody. As a result of the 
type of thinking done by the American people, and 
because of other factors, business generally was beset. 
by interference from Government bureaus on every 
hand, new and unbearable taxes, ill-conceived or badly 
administered labor laws, and a common antipathy to 
anything that represented the interests of business. 

(Continued on Page 62) 
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LEASE consider this Winton record: 53 years of satisfying service 

to exacting lumber buyers! The year-after-year patronage of our 
customers, in ever-growing volume, is positive proof that Winton 
high standards of quality are satisfactory to lumber users, and that 
Winton’s helpful co-operation and service meet the needs of buyers. 
All the mills of Wimton are modern in equipment. All the workers 
are proficient. All manufacturing is on up-to-date precision ma- 
chines. There’s real satisfaction, and good profit, too, in depending 
on Winton for your softwood needs. We will greatly appreciate your 


inquiries and orders. They will have our prompt and careful atten- 
tion. 


G 0 0 D L U M B E Be F ] R OV E e a e E 4 a S WHITE PINE MILLS: Winton Lumber Co., Gibbs, 
Ee FUR UVER 52 YEARS Idaho. 


WINTON LUMBER SALES CO. iSicetarmemtenteets 


Somers, Montana.—Crater Lake Box & Lumber Co., 
Klamath District, Oregon.—Craig Mountain Lum- 
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Saving The Surface Does Not A short and sweet line 
Always Save All! 


— stripped for action! 
Rot & Termites Threaten Wood 


That’s the well-known Texaco “Short Line.” Lim- 











Fiber Beneath the Surface Finish ited to popular, constantly called for, in-demand 
e items. And, since we keep the bulk of your stock 
is —_ for you, you enjoy a quick turnover on a lower 
PAR -TOXxX | Definite Insur- inventory, resulting in higher profits. Write or 
ance Against Such Damage call our nearest office today for all the facts. 
Your customers may not understand the vital bebe , - . KAS comp A NY 
importance of these facts. It’s up to you to ee em os 


. . . DISTRICT OFFICES: 
explain them—and to protect their interests Atlanta, Ga, Minneapolis, Minn. 
u 0, N. I. . a 
by selling them millwork that is scientifically ag ol ee 
treated to ward off Rot and Termite damage. carey nal i one 


Ask your mill to apply PAR-TOX treatment 
to your next order. 
Liberal samples and data on methods 


of application will be sent to mills on 
request. 


WATER REPELLENT 


qualities may be added to PAR-TOX 
solution if desired. 


saz ee | TEXACO ===" ROOFINGS 
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Train the Juniors Now for Their 
Future Responsibilities 


ECENTLY the editor's eye was 
caught by an item in a Chicago 
newspaper to the effect that a sur- 

vey of male students at DePaul Uni- 
versity, this city, showed that 80 percent 
of the boys whose fathers own their busi- 
nesses were planning to “team up” with 
their dads upon graduation. On the other 
hand, only 8 percent of those whose 
fathers are employed in businesses not 
their own intended to follow in their 
steps, as to occupation. a 

Of no great significance in itself, the 
item served to touch off a train ot 
thought, because it happened that the 
editor had just been reading a personal 
letter from an old-time friend in the lum- 
ber business which incidentally brought 
up the father-and-son angle of business 
management. In his own organization, 
certain changes had been made---at his 
initiative—with a view to bringing some 
of the younger men to the front, giving 
them more responsibility, and thus train- 
ing them for the duties which in the 
course of events they will eventually have 
to assume. From his letter we quote this 
pertinent paragraph : 

“It is surprising what problems are 
sometimes created in lumber and other 
organizations by the pride and the te- 
nacity of age. Very few of us are will- 
ing to let go when we should ; and when 
a man has made a fine record in the man- 
agement of the business his associates are 
loath to lose the benefit of his ability and 
experience. But I am pretty strong for 
the young fellows, and in my old age I 
am, in addition, lazy enough to pass the 
burdens on to them, believing they can do 
at least as well as I did when I was in 
the thirties.” 

The writer of the letter referred to 
goes on to. say, with commendable phi- 
losophy: “If being changed from presi- 
dent to chairman of the board is a pro- 
motion, then I was promoted. I don't 
particularly like the old-age ‘on-the-shelf’ 
implication of such promotion, but I find 
there is not much use fighting the old age 
problem. . . . The changes were all vol- 
untary so far as I am concerned, and 
.were made at my suggestion.” 


There seems to be no good argument ° 


for withholding from the sons or other 
younger men in an organization a grad- 
ually increasing exercise of responsibility 
for duties and decisions for which they 
are being trained. The advantage of thus 
delegating some degree of authority 
while the father is still active, and can 
give the younger man valuable help and 
advice, is apparent. 

The problem may be simplified by con- 
sidering it from three angles: First, the 
highest good of the business itself; then 
that of the junior executive, and, finally 


that of the senior executive. The inter- 
est of the business itself is placed first— 
inasmuch as the welfare of the other two 
factors depends upon that. Next in im- 
portance is the welfare of the son, be- 
cause of prospective longer span of his 
useful activity. Last comes consideration 
of the senior member, who in the long 
view will best serve the interest of the 
business by training and equipping a 
competent understudy, or successor, who 
will be fully able to “carry on” when ad- 
vancing years make it imperative for: the 
senior to loosen, or relinquish, his hold 
upon the helm. 

While the army and navy, as well as 
the railroads, and certain other great cor- 
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porations, have fixed ages for retirement, 
individual businesses have no such dead- 
line, so in the smaller enterprises that 
numerically constitute the majority, the 
question is one of fitness for the job 
rather than of years. However, after 
middle age the average executive should 
begin to slow down and gradually pass 
along to his son, or other junior asso- 
ciates, an increasing share of responsibil- 
ity in the conduct of the business. Let the 
younger man make some of the decisions, 
at first with regard to relatively unimpor- 
tant matters, gradually increasing the 
load of responsibility until he is fully able 
to handle the senior’s job for a more or 
less protracted span. When he can do 
this, the job of training may be said to be 
completed, and the old gentleman may, if 
he wish, book passage for that long con- 
templated vacation cruise, or indulge in 
whatever recreation his fancy may sug- 
gest, for a period of well earned leisure. 


Hardwood Industry Takes Another 
Advance Step In Marketing 


HIS ISSUE of the AMERICAN 
LUMBERMAN records an event that 
may mark the beginning of a new 

era in merchandising in the hardwood in- 
dustry and which also may be a real start 
for that industry in a recovery from the 
loss of some important markets through 
the development of new and entirely dif- 
ferent fields for the distribution of hard- 
woods. This is a story on pages 48-49, 
recording the shipment of the first solid 
carload of character marked hardwood 
paneling. Since the industry was set to 
thinking two or three years ago by John 
McClure, secretary of the National 
Hardwood Lumber Association, through 
his suggestion of the possibility of devel- 
oping a new and profitable market for 
the common grades of hardwoods, and 
in connection therewith coining a name 
that has caught the fancy of producer, 
distributor and consumer alike—‘‘char- 
acter-marked” hardwoods—studies have 
been made under the direction of Appa- 
lachian Hardwood Manufacturers (Inc.), 
Southern Hardwood Producers (Inc.), 
and by individual manufacturers to find 
out to what extent this proposal was 
practical and could be made profitable. 
Research agencies of the Government 
have collaborated, architects have become 
interested, field engineers have studied 
the problem from every angle; standards 
have been carefully worked out and have 
been given official approval, and finally, 
it has remained for a member of Appa- 
lachian Hardwood Manufacturers to pro- 
duce, and of National Hardwood Lumber 
Association to buy, the first solid carload 
of this new product, which will be dis- 
tributed through retail yards and which 
promises to grow rapidly in popularity. 


While this is the first solid carload 


shipment, it is not the first purchase of - 


this material. Producers of both South- 
ern and Appalachian hardwoods have 
been making individual studies and ex- 
periments and have produced and _ sold 
numerous installations of character- 
marked hardwood paneling. The com- 
bined efforts of the hardwood industry, 
individual and collective, are bringing 
forth fruit, and it is not unreasonable to 
expect that this will open up a new and 
fertile market for a product the market- 
ing of which is giving manufacturers 
grave concern. 

This particular shipment marks also 
the development of another important 
change in merchandising. In a notable 
address last year before the National 
Hardwood Lumber Association, Harry 
Kendall, vice president Weyerhaeuser 
Sales Co., said that if producers of lum- 
ber were going to meet their responsibili- 
ties and to hold their markets they would 
have to go beyond the mere figuring of 
production and distribution costs and be- 
gin to figure on what the cost will be in 
the wall or installed in the completed job. 
His idea was that the ultimate consumer 
is not interested in the cost per thousand 
feet to produce lumber, or what it cost 
the dealer to handle that lumber in his 
vard, but he is definitely interested in 
knowing what the installation will cost 
complete, ‘as compared with its cost when 
comprised of any other materials. This 
idea was in the minds of the producers 
of this first carload shipment of charac- 
ter-marked hardwood paneling, as indi- 
cated by F. Noel Pearce, sales manager 
of Cherry River Boom & Lumber Co., 
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who said in a statement to the AMERICAN 
LUMBERMAN: 

‘We have based all of our prices for 
this new product on square foot wall cov- 
erage. We have found that the ultimate 
consumer is no longer interested in how 
much waste material he has to pay for 
when buying lumber. The only thing 
that interests him is, how much does it 
cost to cover a given area.” Mr. Pearce 
says he also found through architects, 
contractors and builders that other wall 
coverings being offered to the public are 
all priced in that way, thus eliminating 
guesswork as to what these coverings 
will cost in the wall. 

That his company has not gone into 
this matter in any half-hearted way may 
be noted from the further statement by 
Mr. Pearce that it has established a spe- 
cial service department not only to the 
wholesale and retail lumber yards, but 
for individual attention to inquiries from 
architects, builders, contractors and the 
public. He said: “In cases of major in- 
stallations where it is necessary to work 
from blue-prints calling for special speci- 
fications, our service department will 
work out all details and such orders will 
then be sent to the distributing yard for 
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delivery and billing of the material.” 

The AMERICAN LUMBERMAN feels that 
not for many years has it published a 
story of greater interest to or fraught 
with more possibilities for the hardwood 
industry—indeed, the industry at large— 
than the story in this issue of the first 
carload shipment of character-marked 
hardwood paneling and the research and 
merchandising policy of which it is a de- 
velopment 

The development of this character- 
marked hardwood paneling accentuates a 
situation that is being recognized and 
studied by many hardwood producers— 
that there must be greater refinement of 
the product at the mill than has been the 
general custom of the industry. Many 
producers, naturally, are averse to de- 
parting from old established manufactur- 
ing methods, but they realize that this 
may be necessary and the near future 
probably will see a more general installa- 
tion of dry kilns and planing mill and 
woodworking machinery in the hardwood 
industry. Significant of this trend is an 
inquiry made of this editor just a few 
days ago by a large hardwood distributor 
for names of hardwood producers in the 
South who are equipped for more com- 
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plete refining of their products. He has 
found his trade demanding this and, nat- 
urally, he is looking for reliable sources 
of supply. 

In this connection, also, a story appear- 
ing on page 78 of this issue, concerning 
the manufacture of solid hardwood panel- 
ing for interior walls by the Bradley 
Lumber Co. of Arkansas, is of marked 
interest and significance. 

These, indeed, are interesting times for 
the lumber industry and producers, sales 
managers, distributors and leaders of pro- 
motional activities all are realizing that 
while wages, hours, taxes, governmental 
interference etc., all are tremendous prob- 
lems they also are under the necessity of 
more intensively studying markets and 
the wishes and needs of the public if the 
industry is to keep up with the march of 
progress and continue to acceptably and 
profitably fulfill its mission of service. 





BETWEEN 60 and 75 different indi- 


viduals have a finger, or more than one, 


in the creation of the average new home 


these days, the Home Building and 
Home Owning committee of the United 
States Building and Loan League re- 
ports, following a recent survey. 


How Special Models Help Sell Homes 





Outstanding among the ex- 
hibits at the Builders’ Show 
held in Bay City, Mich., in the 
last week of February, was 
that of the Lewis Manufactur- 
ing Co., of that city, which 
concern conducts a retail lum- 
ber business, and gives “Com- 
plete Home Builders’ Serv- 
ice.” The exhibit featured 
four of the Lewis company’s 
house designs, and four ga- 
rages, all built to scale by the 
AMERICAN  LUMBERMAN 
Model Service. That is to 
say, the Lewis company sent 
in a set of four house eleva- 
tions and floor plans, from 
which were then constructed, 
through the AMERICAN LuM- 
BERMAN’S special facilities for 
such work, models to exact 
scale of % inch to the foot, 
and carrying out the color 
scheme as shown in the Lewis 
company’s catalog. Also with 
the houses were reproduced 
four garages, as shown in the 
accompanying photograph of 
the complete exhibit as_in- 
stalled at the Bay City show. 

Regarding these models, T. 
P. Dixon, president of the 
Lewis Manufacturing Co., 
wrote the AMERICAN LuM- 
BERMAN under date of March 
11 as follows: 


“We were very well 


pleased with the miniature 
houses and the garage models 
which you furnished us, and 
think they are as attractive as 
anything in that line we have 
ever seen. We featured them 


in our booth at the Bay City 
Builders’ Show, where they 
were viewed by between fif- 
teen and eighteen thousand 
persons, and attracted a great 
deal of interest. We had a 
photograph taken of these 
models in the booth, and will 
be glad to forward a print to 
you as soon as_ available.” 
(This photo was_ received, 
and is reproduced above.) 


Home models at Bay City (Mich.} Builders’ Show 


The modeis were set up at 
the show, on a platform, with 
appropriate landscaping, cre- 
ating a very pleasing ensem- 
ble, and occasioning—as 
stated in Mr. Dixon’s letter— 





a great deal of favorable com- 
ment. 

A later letter (March 23) 
from Mr. Dixon added this 
comment : 

“Although only three weeks 
have elapsed since the show 
ended we have already closed 
contracts with five prospects, 
developed during the show, 
and have a great many others 
in process of follow-up.” 


Supplying miniature mod- 
els or replicas of this charac- 
ter, built from actual plans, 
accurately to scale, is a new 
service which the AMERICAN 
LUMBERMAN has_ equipped 
itself to render to dealers 
wishing to show their pros- 
pects, and the public gener- 
ally, just what the houses they 
are offering look like. 

Needless to say, such vis- 
ualization is a great aid in 
“package selling” of homes. 
Numerous inquiries received 
indicate that it has struck a 
responsive chord, and_ fills 
what has long been recog- 
nized as a real need. 

It is to be understood, how- 
ever, that this is not a stock, 
or mass production, proposi- 
tion. Each model has to be 
built individually to order. It 
is desirable to allow thirty 
days for execution of orders, 
although in case of special 
need the models have been 
built and shipped in as short 
a time as one week from re- 
ceipt of the order. 


Any other information de- 
sired regarding this new 
model building service will be 
promptly furnished upon re- 
quest addressed to the AMER- 
ICAN LuMBERMAN, 431 South 
Dearborn Street, Chicago. 
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This close-up of 
a window open- 
ing shows how 
pre-cut framing 
fits without any 
further work at 
building site. 
Note also the 
high-grade Doug- 
las fir studding 
being used for 
the Hostetter Es- 
tate development 





A few years ago, a nondescript Mexican sat on a box at Tia Juana. 
Near him was a crude sign reading: “Mexican hairless pups for sale.” 
Up walked an irate American, who began upbraiding the Mexican as a 
fraud and a cheat. He said: “Last year I bought one of those pups from 
you, and now he has grown to be as shaggy and large as a Newfound- 
land.” “Where do you live,” asked the Mexican. “Los Angeles,” said the 
stranger. “Ah!” exclaimed the Mexican. “Everting in Los Angeles, she 
grow so beeg.” 


The Land that Builds and Sets Home Styles 


“Coo-Coo Land” they called it in Lire. Los Angeles, the answer to a 
lumberman’s prayer. Los Angeles, the city where home building has been 





Side view of Hostetter Estate Apartments, Los Angeles, show- 
ing framing—all pre-cut, bundled and marked by retailer 





staging a marathon that has already run for twenty-five years without a 
break and only a few set-backs—where building permits in a depression 
year come faster than a boom year’s in other sections of the country. 

Los Angeles more surely sets the styles for American homes, than 
Paris does for women’s clothes. It is probably twenty years ahead of the 
rest of the world in the manufacture of building specialties such as 
Superior fireplaces with their controlled air-circulation, Buckle-Proof 
lath, overhead garage doors three cars wide that are opened with the 
little finger, Duplex sash balances, and West Coast Screen Co.’s novelty 
doors. 

In Los Angeles, even European capital rushes in to compete with FHA 
in building homes. One regular monthly payment gives the home owner 
freedom from the worries of taxes, insurance, interest and amortization. 


Retailer Pre-Cuts Framing on Big Scale 


And now, pre-cut house framing with the retailer doing the cutting. 
Fabricating No. 3 into pre-cut framing, as advocated by the West Coast 
Lumbermen’s Association, is perhaps a suitable method for single-unit 
building. 

However, as indicated before, Los Angelenos like to do things on a big 
scale, and an example is the present development of “Wyvernwood” ren- 
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Yard’s Pre-Cutting 


1) With Power Saw Speeds 


Frame Construction 


tal homes, the D. Hostetter Estate within a park in the near east side of 
the city, close to a large industrial center. 


Immense Residence Project Is Expedited 


This is being developed as a residence park, covering 72 acres and in- 
cluding one large and several smaller playfields, which will be superin- 
tended by a play director. There will be 143 units of four to twelve 
apartments, each, totalling 1102. Estimated population of the tract is 
3,500 people. In addition to the 143 apartment houses, there is an ad- 
ministration building and garages enough to accommodate the residents of 
this park. 

The apartments will rent from $25 to $60 a month. Each contains one 
to three bedrooms, and all have dining rooms. Construction started Jan. 
10, and will be completed Nov. 18, according to Harry Brittain—and he 
ought to know, because he is a new kind of officer on the job, known as 
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the “expediter.” It is his job to see that the schedule is maintained, and 
the schedule calls for an average of one completed building a day. 

The initial order for lumber for the entire job was 8,000,000 feet and 
there will be 10,000 squares of red cedar shingles on the roofs. 


Pre-Cut Units Laid Out on Templates 


All the framing lumber is being pre-cut at the plant of the Consolidated 
Lumber Co., at Wilmington, marked and assembled and delivered to the 
job for line construction. This pre-cutting is being done at the rate of 
60,000 feet a day. All pieces for one opening are bundled together, and 
marked for the building and the opening. Sheathing and subfloor ma- 
terial go four pieces to the bundle, and are trimmed at 45 degree angle 
for laying diagonally. This trimming is done after bundling with a power 
saw set at the proper angle. All the units are laid out on templates at 





Framework of typical apartment in 

project at Wyvernwood, Los An- 

geles, calling for construction of 143 
units at rate of one a day 
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3,000 kegs of nails for the framing operations alone. For grading, and 


landscape purposes, 287,000 yards of dirt is being brought in. 
All apartment houses are two stories high, all exterior sidewalls are 





Each bundle of this pre-cut framing contains all pieces for 
one opening, window or door, including those only 5 inches 
long, and the wedges; it is for the Hostetter Estate 


s 





stucco, and all roofs are red cedar shingles. All construction is high 
grade and up to FHA specifications. Lumber and other materials are 
high quality, and a glance at accompanying views will show good con- 
struction. 
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1 in- the mill. Everything in the framing is cut to length except the plates. 
erin- Porch units, exterior trim and window frames are all painted; at least 
relve get a priming coat at the mill as assembled. 
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ad- Country's Largest FHA Project Takes Big Quantities 
ts of In Los Angeles they tell you that of course this is the largest FHA 
project in the country. Here are a few of the quantity figures: 186 gar- 
) one age buildings (two to ten cars to each), 282,000 pieces of 2x4-inch, 8-foot, 
Sa 270,000 feet of insulation material, 17,000 windows, 12,000 doors, 90,000 
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Button lath, made by the U. S. Gypsum Co., is being used 
for the garages on the Hostetter Estate 





square yards of hardwood flooring, 15,000 square yards of linoleum, 
25,000 cubic yards of concrete, half a million square yards of plastering, 








Makes Salesmen Out of Truck Drivers 





In the belief that the truck driver is 
potentially the lumber dealer’s best sales- 
man the Oregon Lumber Co., Denver, 
Colo., is carrying on an unusual educa- 
tional program designed to teach these 
men how to make extra sales, and how 
to build good-will and public confidence 
by keeping their trucks clean, and show- 
ing an exceptional degree of courtesy to 
other motorists. 

The company holds periodic sales 
meetings in which outside speakers are 
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of business is often able to make more 
of an impression on the men than is a 
company speaker. 

Another thing that contributes to ef- 
fectiveness of these special sales meetings 
is the fact that they are held in a large 
downtown hotel. The company provides 
a first-class dinner, which is followed by 
the talks by outside speakers and by open 
discussions covering merchandising prob- 
lems. The dinners themselves go a, long 
way toward creating good-will between 






complete house jobs, along with a great 
many smaller ones. On every delivery, 
he makes it a point to investigate the 
possibilities for extra sales, and to make 
suitable suggestions. If he delivers a 
cabinet he’ll usually come back with a 
second order for paint for it. If he de- 
livers doors he'll bring in an extra order 
for paint or hardware. Other drivers 
are now beginning to follow suit. 


While the men are paid on a straight 
salary basis and are not given any special 


many individual customers, and bring out 
all the things he can do to capitalize on 


, and used to impress the importance of these employer and employees, and between the commissions or bonuses for making these 
points. Experience showed that a sales employees themselves. sales, the company does provide them 
t and expert or automotive safety man from Within a few weeks after the first with a valuable inducement—recognition 
some large organization in another line meeting, one truck driver had sold two before their fellow-employees. When a 
me driver has done a good job the manage- 
- ment gives him credit for it in the next 

— meeting. 
ne of = Ae» in, Talks presented before the meetings 
, and ; rr are not confined to actual selling. They 
ma- Ps ee point out the fact that the truck driver 
angle ee = * represents the company’s most direct con- 
tage —— a tact with the public and with a great 








Note that the driver's cab suggests exterior of a small home 


that contact. 


For instance, there is the matter of 
truck maintenance. It is pointed out that 
the comnanv’s attractive trucks (each 
has a miniature house built over the cab) 
are veritable rolling billboards. and that if 
nronerlv maintained thev have a decided 
advertising value. In this same connec- 
tion, it is shown that the drivers have a 
definite obligation to be courteous and 
careful. A conspicuous truck, it is pointed 


(Continued on Page 81) 











Paneling is delivered in cartons, as befits a quality 
product 


A milestone in the development of standard- 
ized Appalachian hardwood solid paneling was 
reached the latter part of March with the 
delivery of the first carload ever produced for 
the consuming trade. It was an_ historical 
event which will be written into the biography 
of the lumbering industry. Those who attended 
the annual convention of the National Hard- 
wood Lumber Association in Chicago last Sep- 
tember will recall the address by Don Campbell, 
president of the National Retail Lumber Dealers 
Association, in which he expressed the desire 
of retailers generally to sell more hardwood 
products provided they were so standardized 
as to be correctly marketed by dealers who 
may not be specialists in hardwood. This car 
of paneling, manufactured by Cherry River 
Boom & Lumber Co. at its Richwood, W. Va. 
plant, was shipped to Cincinnati for distribution 
to retailers of this territory from the warehouse 
of Mowbray & Robinson Lumber Co. 


Panels Are Character-Marked 


The initial shipment was manufactured ot 
character-marked Appalachian white oak and 
yellow poplar, the latter of a grade suitable 
for paint or enamel finish. It was made under 





A glimpse of paneling iri warehouse. Shown in 
the picture are (left to right): H. E. Everley 
manager, Trade Extension Department, Appa- 
lachian Hardwood Manufacturers, Inc.; Joseph J. 
Linehan, president, National Hardwood Lumber 
Association, and L. C. Bonner, Appalachian Hard- 
wood Manufacturers, Inc., field representative 





supervision and in accordance with designs de- 
veloped by the Appalachian Hardwood Manu- 
facturers, Inc. These designs have been incor- 
porated by the National Bureau of Standards 
of the U. S. Department of Commerce in Trade 
Standard 2635, recently submitted to the indus- 
try as the official code to govern the production 
of solid hardwood- paneling. 

In regard to the latest step taken by the 
hardwood industry, F. Noel Pearce, sales man- 
ager of the Cherry River Boom & Lumber Co., 
Philadelphia, said to a representative of the 
AMERICAN LUMBERMAN: “We believe that coin- 
cidental with the shipment of the first carload 
of Appalachian paneling, the industry has 
reached a new era and no longer can it be 
classed as ‘unprogressive.’ This first car con- 
sisted of character-marked white oak and poplar 
and the shipment included all the members 
necessary for the average installation, namely: 
base, shoe, cap, insert moulding and wall panel- 
ing, window and door trim. All of these 
members were manufactured according to the 
standard specifications recently approved by the 
Bureau of Standards. 


Special Service Office Opened 


“Because we believe that this new product will 
be one which will materially increase the use of 
hardwoods generally, we have established a 
hardwood paneling division which will act as 
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Hardwood Paneling Now 
Available to Retail Trade 


Product Packaged for Protection... Boards 
Manufactured in Random Widths and 
Lengths...Use of Many Woods Planned 


a special service department not only to the 
wholesale and retail lumber yards but will also 
give individual attention to inquiries from archi- 
tects, builders, contractors and the public.” 

Although the first carload contained only 
white oak and yellow poplar the list of woods 
will be expanded with other species suitable for 
paneling as production develops. Builders will 
be able to select material best suited to the 
finish they prefer. 

Two types of panel boards, vertical and hori- 
zontal, offer builders further latitude in choice 
of material. Both types can be used separately 
or in combination with each other, producing 
in either case an effect that is harmonious 
throughout. Further variety is provided by the 





inclusion of insert mouldings which can be used 
with panel boards of both types. The vertical 
paneling is made in widths of from 4-8 inches, 
and in lengths of 2%, 6 and 8 feet. The shortest 
length is intended for vertical wainscoting, the 
intermediate for use above a wainscot, and the 
longest for floor-to-ceiling-height installations. 
Vertical paneling is tongued at one end to fit 
a grooved base. Horizontal paneling is eight 
inches wide and of random lengths varying 
from four to fourteen feet, of rises of six inches. 
This is intended for wainscoting, three boards, 
plus a base and chair rail assembly, producing 
the proper height. The horizontal may be used 
beneath plaster or wood paneling above, pro- 
ducing in the latter case the popular combina- 
tion of vertical and horizontal. 

“Tn cases of major installations,” writes Mr. 
Pearce, “where it is necessary to work from 
blueprints calling for special specifications, our 
service department will work out all details and 
such orders will then be sent to the distributing 
yard for delivery and billing. 


Priced Per Square Foot 


“We have based all of our prices for this 
new product on square foot wall coverage. 
This was done because we found after inter- 
viewing a number of architects, contractors and 
builders that the substitute wall coverings, which 
are at present being offered the general public, 
are all so priced. We have also found that the 
ultimate consumer is no longer interested in how 
much waste material he has to pay for when 
buying lumber. The only thing that interests 
him is, How much does it cost to cover a given 
area? We should like to emphasize the fact 
that the paneling is available in lengths suitable 
for various wall heights, which lengths in 


most instances makes it possible to install with- 
out waste. 

“The installations which have already been 
made from our stock have been very satis- 
factory and created much favorable comment. 
Generally speaking, the many architects, con- 
tractors and builders whom we have interviewed 
are decidedly interested in this new product and 
seem to feel that it fills a long felt want, in that 
quality hardwood paneling can now be obtained 
at reasonable cost.” 


Cartons Protect Shipped Paneling 


The paneling is packaged in strong cartons 
which protect it from the time it leaves the 
mill until delivery on the job. This will be 
especially appreciated by the consumer, who 
will know that his paneled walls will be undam- 
aged and perfect. The cartons were specially 
made in pre-determined sizes, and each will 
contain just enough material for some particular 
purpose. In devising the packaging system, a 


special effort was made to avoid bundling or 
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the necessity of handling individual pieces. 

In addition to the protection afforded, the 
packaging method makes it easy to order ma- 
terial needed for an installation. Random width 
vertical paneling in lengths of 6 and 8 feet is 
packaged five pieces to a carton, one piece each 
of 4, 5, 6, 7, and 8 inches, totaling a unit to 
cover 30 lineal inches of wall space. The short- 
est length of vertical is packaged three pieces 
each of the five widths, a carton containing 
enough material to cover 90 inches of wall 





Unloading the car. The cartons indicate the 
method of packaging for protecting the paneling 
in transit, storage and delivery 





space. As the paneling can be ordered in units, 
computation of the number of individual pieces 
required will be unnecessary. 

As a part of its program to promote use of 
standardized paneling, the Appalachian Hard- 
wood Manufacturers, Inc., has begun distribu- 
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tion of two attractive pieces of literature fea- 
turing the new material. One describes and 
illustrates the various types of paneling 
available, giving in addition pertinent informa- 
tion regarding its use. The other one is 
designed for general distribution and is intended 
merely to call attention to the beauty and charm 
of interiors made of standardized Appalachian 
hardwood paneling. 


Buys 200 Million Feet 


SEATTLE, WASH., April 1.—Purchase of 200,- 
000,000 feet of Ponderosa pine stumpage by the 
Klickitat Pine Box Co., from the Eastern & 
Western Lumber Co., of Portland, is announced 
at Goldendale, Wash. The timber lies in a 
solid block in Klickitat County adjacent to Gol- 
dendale, and logging will start immediately. 
The Klickitat Pine Box Co. is owned by the 
Lewis-Bean Co., of Seattle, box shook manu- 
facturer. A logging company has been incor- 
porated, of which Ted Wilkins will be man- 
ager. 








Small, Special Purpose 
House Is Shown 


BALTIMORE, Mp., April 3.—A_ prefabricated 
one-story frame house of two rooms, consist- 
ing of. fourteen sections or units, of California 
redwood weatherboarding, insulation board 
sheathing, edge-grain cedar shingles for the 
roof, plywood interior walls and yellow pine 
flooring, which can be erected on concrete block 
piers in one and a half to two hours at a cost 
of $785 within twenty-five miles of Baltimore, 
is the contribution of John H. Geis & Co. 
(Inc.), lumber, sash and door and building ma- 
terial dealer in Brooklyn, a section of South 
Baltimore, to the Baltimore Home Show, which 
closed Saturday, March 25, after a “run” of 
one week. J. Hammond Geis, president of the 
corporation, feels that in making this contribu- 
tion he has solved the cost problem, by design- 
ing a home which may be readily erected, taken 
apart and reassembled elsewhere if desired, or 
which may be disposed of with hardly any loss 
or depreciation. 

This house could serve the purposes of shore 
homes and hunting lodges. It also lends itself 
readily for the housing of servants. This pre- 
fabricated dwelling has inside walls, insuring 
comfort in winter and coolness in summer, be- 
cause they form, with the outer sheathing, an 
air space that is temperature resisting. It has 
joists, studs and rafters of Douglas fir, two 
coats of paint, galvanized nails for weather- 
boarding and roof, is shuttered, and can be 
heated with two oil lamps. The units are bolted 








A close-up view of small, 

low-cost house which cre- 

ated interest at recent 
Baltimore Home Show 





together and can be taken apart with ease. A 
saving of $148.50 may be effected if interior 
painting, plywood except for dividing partitions, 
exterior painting and insulation, are omitted, 
and %-inch weatherboarding is used. Extra 
windows are supplied for $7.20 and extra, doors 
for $13.40 each. Should occasion arise where 
it would be deemed desirable to resell, or change 
the building site, within one year of purchase, 
the company pledges itself to remove the house 
to the new location and reassemble it on new 
pier foundation for $37. The project can be 
financed for 25 percent down, balance in twelve 
monthly payments, with interest at 1 percent. 
This prefabricated home is not made in @ big 
central plant for shipment throughout the 
United States, but has been designed by and is 


General view of Baltimore Home Show, with prefabricated house in center 





entirely the product of John H. Geis & Co. 
(Inc.). It is fully guaranteed to be up to 
specifications; but is not intended to take the 
place of homes generally. What Mr. Geis hopes 
to do is to make it a means of stimulating other 
more elaborate building, and thus utilize it as a 
feeder for the lumber industry. He estimates 
that many persons, attracted by the prefabri- 
cated house, will be moved to inquire about 
other types of home construction. 

The only other exhibit at the Home Show 
connected with the lumber trade is that of 
George Helfrich & Sons (Inc.), of which Bruce 
Helfrich is the head. A sample doorway ex- 
cited admiration, and the display also included 
cabinets. cupboards and breakfast room furni- 
ture. One of the features of the Helfrich ex- 
hibit was an arrangement of a series of house 
plans of very attractive design, intended to show 
how a home can be most invitingly equipped 
with the latest furnishings in the woodworking 
line. 





California Company Starts 
Spring Mill Production 


Dev_eker, CALIF., April 1.—The mill of the 
Feather River Lumber Co., here, opened March 
20, and for the time being will operate on one 
shift, according to Harold G. Laws, manager. 
It is expected that a night shift will be added 
later. More than three million feet of logs 
were decked by the company last fall in prep- 
aration for this spring’s opening and it is ex- 
pected that this will permit the mill to operate 
without interruption until the woods crews can 
begin their work. 
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Methods That Reduce Risk of Credit Losses 


Careful inspection of the operating 
methods of companies making loans for 
contractor customers is one of the most 
essential precautionary measures to be 
taken in avoiding credit losses, according 
to J. E. Conine, secretary-treasurer and 
sales manager for the Oregon Lumber 
Co., Denver, in an interview with Lucius 
S. Flint, news writer. 

Like a good many other lumber com- 
panies all over the country the Oregon 
formerly had the unhappy experience of 
having to discount bills where contractors 
ran over the amounts of their loans. But 


not any more. Through consultation 
with officials of the one loan company 
which was responsible for difficulties 
along this line, the Oregon has com- 
pletely eradicated undue discount losses 
from this source. 

“We've reached the conclusion that a 
lumberman can’t afford to be very keen 
about doing business with contractors 
who get their loans from unbusinesslike 
loan companies,” says Mr. Conine. “The 
fact that a loan sufficient to cover neces- 
sary costs has been made doesn’t assure 
the supply man of a full collection. Unless 








Timely Tip for Dealers 


Kids ride “bikes” for fun and to develop their growing muscles, but 
these grown-up boys ride to save time and to enable them to handle their 
jobs more efficiently. We don’t know how many other lumber yards have 
taken up the idea, but in the Patten-Blinn Lumber Co. yard at Wilmington, 
Calif. (where this photograph was taken by a news correspondent of the 
AMERICAN LUMBERMAN), the foreman, millmen and others are all equipped 
with bicycles, which have proved valuable time savers in getting about the 








yard. Everyone who has ever dodged a kid on a wheel knows that a rider 
can go several times as fast as a person on foot. In a large lumber yard— 
especially where some of the stock is stacked out of doors, on more or less 
widely separated sites—this use of the bicycle speeds service. It is esti- 
mated that in the Patten-Blinn yard the men each save approximately 
one and a half hours daily by use of “bikes.” And if they get a little fun 
out of the rides—as these boys seem to be doing—so much the better. 
All work and no play makes Jack a dull boy, and a little pleasure mixed 
in a day’s routine helps dispel monotony, and makes for efficiency. Per- 
haps some day lumbermen will lay out golf courses in their yards, and 
get their exercise that way while at the same keeping an eye on what the 
boys are doing, instead of knocking off early for a round at the Country 
Club. Such lumber yard courses certainly would provide plenty of hazards 
and traps, without building any artificial ones! 








the loan company properly supervises the 
job and knows that supply bills are paid 
regularly, the lumberman or anyone else 
who has extended credit stands an excel- 
lent chance of having to discount to get 
his money.” 

After two or three deals in which costs 
ran over the loan and he was forced to 
discount from three to five percent, Mr. 
Conine took the matter up with the one 
offending loan company and laid the 
cards on the table. He explained that 
any condition which meant discounting 
in this way took most of the profit out of 
the business and that unless provisions 
were made to avoid such contingencies in 
the future his company simply couldn’t 
take a very strong interest in selling ma- 
terial to contractors who obtained their 
loans from this firm. 

In answer to statements by officials of 
the offending loan company that they 
couldn’t understand what the difficulty 
was, Mr. Conine outlined a cure. He 
pointed out that full plans and specifica- 
tions should be required from the con- 
tractor before the loan was made, so that 
unexpected extras wouldn’t be coming 
up. Also that supervision of the job all 
during the course of construction was ab- 
solutely essential. 

He suggested that where there was. any 
possible question about a contractor tak- 
ing care of all bills immediately the 
money should be paid directly to the sup- 
ply men instead of to him. He outlined 
the system of one other very successful 
loan company under which the contractor 
is required to turn into the loan company 
a monthly list of supply bills for it to 
pay direct, nothing but the amount neces- 
sary for labor being turned over to him. 

The loan company apparently took up 
the suggestion for there have been no 
further requests to discount bills. 

“My observation has been that most 
loan companies do operate on a thorough- 
ly business-like basis and make it a point 
to see that supply men are paid promptly 
and in full,” says Mr. Conine. “However, 
the few concerns which don’t observe 
these rules of operation bear watching for 
a few such losses on large jobs can absorb 
a lot of profit. 

“We've kept our credit losses down to 
almost nothing by watching just such 
problems as this. Over a period of 30 
years our loss has amounted to less than 
six-tenths of one percent. The answer is 
simply this—we don’t take undue chances. 
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We check the credit rating of every cus- 
tomer before we even solicit his business, 
and if it isn’t better than average we make 
certain that we’re properly secured or we 
don’t go after the business. 

“We've always maintained that a sale 
isn’t a sale until the money has been col- 
lected. We keep that fact in mind before 
we accept an order rather than afterward. 
We feel that merchandise is worth a lot 
more in the yard than it is in a risky 
account.” 





"Island" Display of Spring Paints 
Moves the Goods 


Featuring screen and porch floor paints 
—two popular items having special sea- 
sonal appeal just now when the spring 
“clean-up, paint-up” urge is in the air— 
paint sales have been increased to a new 
peak at the North Denver Lumber Co., 
Denver, Colo., since the merchandise was 
taken off shelves and placed on open dis- 
play islands of the type shown in the pic- 
ture. 

Built along the lines of the gondola 
fixtures now being used so extensively in 
the grocery business, these display stands 
have a variety of advantages over the old- 
type wall fixtures. They get the mer- 
chandise down to eye-level height. They 





"Island" display of paints in store of North 

Denver Lumber Co. Note, also, the array 

of brushes and builders’ hardware on top 
of the “island” 


permit traffic circulation between the dis- 
plays, thereby enabling the customer 
more or less to serve himself, and at the 
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same time encouraging extra sales 
through visual suggestion. They pro- 
vide valuable fixture-top space for dis- 
play of related items, such as brushes, 
door and cabinet hardware. They con- 
serve valuable space and make it possible 
to use the walls for attractive showings 
of wall treatments rather than of un- 
sightly shelving. 

There are two of these fixtures in the 
Denver firm’s retail sales room, each 
running parallel to the front of the build- 
ing. They are among the first things the 
customer sees on his way to office or 
yard. The streamlined curve of the fix- 
ture ends not only gives an attractive 
appearance but also encourages the cus- 
tomer to walk around, and between, the 
displays. 





Dealer and Decorator Co- 
operate in Modernizing Home 


Recently the Indiana Lumber & Manu- 
facturing Co., South Bend, Ind., A. F. 
Reasor, president, co-operated with the 
Greening Studio, interior decorator, same 
city, in modernizing an old home, which 
was accomplished with very satisfactory 
results, and the home was opened for 
public inspection. The event was ex- 
tensively publicized through the Sunday 


Dealers Know Where to Look for Good Ideas 


The AMERICAN LUMBERMAN is always 
pleased, when, as frequently happens, a 
dealer tells us that he is making prac- 
tical use of some plan or suggestion origi- 
nating in these columns. It is our spe- 
cial aim to supply workable ideas. That 
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Above — Front of congratulatory folder 

sent to parents of new babies. Below— 

Inside page of folder, suggesting remodel- 
ing or planning a new home 
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Planning a new home 


Charlottesville Lumber Co. 











is why many dealers tell us that the 
“Timely Tip” appearing in each issue is 
alone often worth more than the cost of 
a year’s subscription. But valuable ideas 
are not all found under that particular 
head. For instance, here’s one which 
originated on the front page of our New 
Year’s issue, featuring a child busily en- 
gaged in “building.” That beautiful 
child character-study, with its legend, 
“Now Let’s Build—!” brought commen- 
datory letters from many readers, several 
of whom asked for permission to repro- 
duce the picture. Among these was W. 
A. Barksdale, of the Charlottesville 
Lumber Co., Charlottesville, Va., who 
wrote as follows under date of March 15, 
enclosing two beautifully executed fold- 
ers, which are reproduced herewith in re- 
duced size: 

“Enclosed find two sample folders, 
which are the outgrowth of an idea that 
we are trying to develop. You will note 
that we took the liberty of copying from 
your recent front page the picture of a 
child building with blocks, which we 
would like to have your permission to 
use. 

“We also would like to have an ex- 
pression of opinion from you, as to what 
you think of our idea of sending out 
these congratulatory messages to the par- 
ents of new babies in the community, and 
then following up a year later with birth- 
day greetings.” 

The opinion asked for is easily given. 
We think the idea is “swell”—especially 


as it is exactly in line with what we have 
been advising for years; namely, build- 
ing good will and future business by cul- 
tivating the youngsters and their parents. 
Other dealers working along similar lines 
are invited to relate their experiences. 
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Above — Front page of birthday folder 

featuring picture copied from American 

Lumberman. Below—lInside page of birth- 

day folder, again suggesting building or 
remodeling 








Birthday Greetings 
“ONE YEAR OLD" 
Incidentally now 1s the time for mother and 


dad to make plans for building or remodeling 


that home in which you will grow. 


Charlottesville Lumber Co. 
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(March 19) issue of the South Bend 
Tribune, and according to statement by 
Mr. Reasor, who assisted in the reception 
line, the attendance of substantial people 
of the city was very gratifying, with about 
300 persons going through the house. A 
number of excellent leads for future busi- 
ness were obtained by Mr. Reasor, and 
Clarence R. Greening of the studio, and 
the various firms and mechanics that co- 
operated with advertisements in the issue 
felt that they received good value for 
their money. The whole proposition was 
handled in an uptodate manner and credit 
is due to Mr. Reasor and Mr. Greening 
for making it such a success. 





Modern Lumber Office in Heart 
of a City 
The Jackson Lumber Co., Jackson, 


Miss., has a modern office in the heart of 
the business district. A large arched 





Attractive front of Jackson (Miss.) yard 


gateway gives access to the lumber yard 
in the rear. E. O’Brien, president, said 
that it carried all kinds of building ma- 
terial, including fabricated roofing, plas- 
ter and cement, paint, and builders’ 
hardware. “We keep a list of competent 
painters and plasterers,” said Mr. 
O’Brien, “and can usually supply the 
name of one located in the neighborhood 
of a patron who wants any work done. 

“Another means of publicity often 
overlooked by dealers, and which we 
have found extremely valuable, is that of 
having signs on material we furnish. 
Roofing, cement, brick, tiling etc., when 
delivered to the place where it is to be 
used, frequently stands there for several 
days ; and neat cards thereon showing our 
name, address and telephone number in- 
form all the people of the neighborhood 
that we are in position to furnish them 
with any or all of these materials.” 





EFFECTIVE in calling attention to a 
class of goods sometimes troublesome is 
the large step-stand display of the 
Swartz Lumber & Sales Co., Wichita, 
Kan., in a front position, near the door 
of the sales room. Presenting the mer- 
chandise on two sides, this stand is sup- 
plied with odd cans of paints and with 
tools. A large sign at the top of the 
stand tells customers that these are 
“Close-out bargains.” 
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Lumber Company Helps Safe- 
guard School Children 


Tacoma, Wasu., April 1.—The Cava- 
naugh Lumber Co. of this city and Bre- 
merton, co-operating with the Tacoma 
and Bremerton public safety depart- 
ments, is installing traffic safety aids here 
and in Bremerton, designed to reduce 
motor vehicle accidents, particularly 
among school children. A yellow traffic 
safety monument made of wood has been 
installed at 9th and Broadway, in the heart 
of Tacoma’s downtown business district. 
At its top is a flag that will be kept fly- 
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ing every day except when a traffic fa- 
tality occurs inside the city. On the day 
the monument was installed it carried the 
legend, “50 days without a fatal acci- 
dent.” This number is changed each 
day the city maintains a perfect safety 
score. The monument, which is four- 
sided, also bears on each side the inscrip- 
tion, “Let’s keep the flag flying,” and 
“Cavanaugh Lumber Co.” 

_ For use both here and in Bremerton, 
Cecil Cavanaugh, president of the Cava- 
naugh Lumber Co., has donated life-sized 
“silent traffic patrolmen,” of plywood, to 
assist in directing traffic in the vicinity 


How to Sell Brooder Houses 


To sell brooder houses successfully the 
dealer should consider them as _ stock 
items to be displayed prominently as fin- 
ished products at the right time, and not 
as structures for which, like houses and 
barns, he has plans from which to build 
as buyers are secured. This is the view- 
point of H. E. Smith of the West 
Side Lumber Co., Independence, Iowa. 
Whether Mr. Smith’s approach to the 
sale of brooder houses has formed the 
buying habits of farmers in his vicinity 
or whether the established buying habits 
of the farmers were responsible for Mr. 
Smith’s conclusion, the fact remains that 
he has a prescribed formula which results 
in a very satisfactory volume of brooder 
house sales each spring. 


For the past 20 years his regular pro- 
gram during the winter months has been 
to produce from 20 to 30 brooder houses, 
depending on what he thinks the spring 
requirements will be. The work is all 
done by the regular crews during the 
daily intermissions between the deliveries 
of coal orders. The first advantage that 





Building complete 
brooder houses, in its 
yard, ready for quick 
delivery, has long 
been a_ profitable. 
activity of the West 
Side Lumber Co., 
Independence, lowa 





accrues is steady employment for the 
yard men. The second is that when spring 
arrives there is on display in the yard a 
number of houses of several types, all 
complete, including painting. A farmer 
who wishes to buy one comes to the yard, 
makes his choice, pays for it, and either 
takes it with him or has it delivered on 
the same day. Accustomed to buying 
automobiles and other stock commodities 


in this way, he likes prompt service, and 
favors a company that can deliver a 
brooder house without delay. 

The large brooder house trade which 
the company enjoys, however, is not the 
result of this service feature only. Aggres- 
sive “selling” of the advantages of good 
brooder house construction plays an even 
more important part, and so well has Mr. 
Smith’s company looked after this phase 
of the program that the saturation point 
was reached years ago. The business 
has for a long time been on a replacement 
basis. Last season, sales have been much 
more active, because the farmers were 
reconditioning and replacing buildings 
which had been allowed to deteriorate 
beyond the point of good economy. With 
hog prices up, farmers for the first time 
in a number of years came to the yard 
with rolls of bills in their pockets. 


Brooder house sales have been much 
heavier as a result, and while increase 
was expected, the company was unable 
to build a sufficient number during the 
winter to supply the demand. Early in 





April the entire stock was gone, and it 
became necessary to take orders for fu- 
ture delivery only. The Celotex stream- 
line brooder house is a popular number 
in the vicinity. All types have a stand- 
ard price, which includes ventilators. 
Heating equipment costs an additional 
$20, and if the company delivers the 
house, a trucking charge of 20 cents per 
mile is added. 
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of schools. The figures, representing an 
officer in the uniform of the State Pa- 
trol, stand guard on each side of the 
school. 


Ice Block Does Not Chill 
Dealers' Warm Welcome 


St. JosepH, Mo., April 3.—A notable 
event that occurred recently in St. 
Joseph was a dinner at the Robideaux 
Hotel, at which one hundred of the lead- 
ing business men of the city were guests 
of the South Park Lumber Co. The 
speaker of the evening was R. E. Saber- 
son, of the Weyerhaeuser Sales Co., of 
St. Paul, Minn., the subject for discus- 
sion being “Building Material Trends, 
Prices and Developments.” During the 
evening two moving pictures, supplied by 
the Weyerhaeuser Co., were shown and 
attracted deep interest. These were 
“Let’s Build Together,” devoted to 
the most recent developments in small- 
home construction, and “Trees and 
Men,” a striking presentation of timber 
conservation through proper utilization. 

An interesting incident of the evening 
was the presentation by the hotel man- 
agement, to Mose Apple and Harry 
Smith, of the South Park Lumber Co., 
of a 500-pound cake of ice, frozen into 
the center of which was a ““Weyerhaeuser 
4-Square Lumber” sign. Messrs. Apple 
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and Smith, owners of the South Park 
Lumber Co., are considered among the 
most progressive merchants in this ter- 
ritory, and this dinner to the business 
men of the community was only one of 
the many ways in which they endeavor 
to keep the public informed on home 





Mose Apple (left) and Harry Smith, South 
Park Lumber Co., St. Joseph, Mo., were 
presented with a 4-Square sign frozen in a 
500-pound cake of ice 


building and the proper use of lumber 
and other building materials. Every one 
of the one hundred business men present 
was enthusiastic in his comments on the 
enterprise of this progressive concern 
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and in his appreciation of the splendid ad- 
dress by Mr. Saberson. 





Lumber Firm Holds Demonstra- 


tion for Guests 


The Mansfield Lumber Co., Mansfield, 
Mass., held a demonstration at its office 
on the evening of March 8, which Secre- 
tary R. Richardson states resulted in 
many favorable comments, and several 
sales have since resulted directly from the 
meeting. 

During the demonstration, which com- 
prised exhibits of tools, builders’ hard- 
ware, heating equipment, electric items, 
insulation, stained shingles, casement 
windows and frames, special frames and 
sash, asphalt shingles and paint, a very 
satisfactory buffet lunch was served. Al- 
most 100 contractors, carpenters, paint- 
ers and maintenance men mingled with 
the lumber company folks and apparently 
thoroughly enjoyed what had _ been 
planned for them. Each of the exhibits 
was attended by a wholesale or factory 
representative, who was able to answer 
all inquiries and explain any new devel- 
opments in the use of the products. 

After the demonstration another hour 
or two was spent presenting and explain- 
ing the use and methods of monthly-pay- 
ment selling, followed by a question pe- 
riod on this subject. 


Why the “34"2— Read and Find Out! 


For Boulder (Colo.) lum- 
ber dealers, Edward H. Ellis, 
local credit bureau manager 
and attorney, has been unusu- 
ally successful in collecting 


listing various defiant and hu- 
miliating responses, which he 
is asked to check. 

The bureau man tells the 


debtor, in effect, not to reply 
if he disputes the account or 
will not pay it; however, “if 
you have a good reason for 


your delay, now is the time to 
discuss it with me. Your 
creditor is entitled to a fair 
deal from you. Don’t kid 





delinquent accounts of the 
“tough” or incorrigible vari- 
ety with an original “34” let- 
ter. The figures in bold, large 
type appear in each corner of 
the standard letterhead on 
which the printed form, with 
blanks for fill-in appears. 


Below, after blanks for 
name and address, the sheet 
is divided by perpendicular 
rules into two parts. On one 
side is a message to the debtor, 
with the credit bureau man’s 
printed signature. The other 
side of the page, and the back, 
are for the delinquent’s reply. 
“Three-fourths of this sheet 
are for your reply,” is the way 
Mr. Ellis’s message begins. 


3/4 


books. 


“Ordinary collection letters 
don’t work with these tough 
accounts,” Mr. Ellis explains. 
“Tt is necessary to shock the 
debtor into a new attitude and 
mood ; to arouse his curiosity ; 
to discuss the situation in a 
hard-boiled, realistic way. The 
“34” letter takes some of the 
antagonism out of him, by 


3/4 





EDWARD H. ELLIS 
ATTORNEY AND COUNSELLOR AT Law 
Boucver NaTionat Bank BuiLoine 

BOULDER, COLORADO 


John Baxter 
—1129 Willow Ave. 





City 





3/4ths of this sheet is for your reply. 
Boulder Co. Lumber Co, 
Says you owe $ 23.20as shown by their 


Creditor says you have not been fair. 


The time has come when you must say to 


HOW AND WHEN YOU WILL PAY. jj °° 


you dispute 


You have a good reason for your delay 


NOW IS THE TIME TO DISCUSS IT WITH ME. | 
Your Creditor is entitled to a 
Fair Deal from YOU. Don't kid 
yourself that you can delay 
longer in talking to me. 


THIS IS FINAL NOTICE BEFORE 
ACTION IS TAKEN. 


Edward Hf. Elfis 


REPLY AS REQUESTED 
(mark with an X) 


cmos Please start Suit. 
.....I am too busy to Reply. 
Subien I will not pay. 


- I am judgment proof. 





it | following reasons: 


REMARKS: (Vivid and Potent) 





Attorney. Signed: 


yourself that you can delay 
longer talking to me.” 


The replies on the opposite 
side of the page with spaces 
for checking include, “Please 
start suit,” “I am too busy to 
reply,” “I will not pay,” “TI 
am judgment proof,” “I am on 
WPA or Government relief,” 
“This should be charged off to 
charity.” 

The final item for checking, 
is: “I dispute owing the ac- 
count for the following rea- 
sons : 


3/4 


ee ew Be oes I am on W.P.A. or Gov't. Relief. “Remarks (vivid and po- 
neeales ” : . 
ies, 62° Ae te. ae -cuadan This should be charged off to tent) . There 1S considerable 
Charity. blank space for the “Re- 
will not pay..... | 99 
PLEASE DON'T REPLY. | Eee I dispute owing the account for the marks. 


Mr. Ellis rates this letter 
“excellent” because it shocks 
into immediate payment, or 
the making of suitable ar- 
rangements, a percentage of 
debtors against whom, other- 
wise, suit would have to be 
brought; and because it ef- 
fects collection in a measure- 
able percentage of cases where 
the basis for successful legal 
action does not exist. 


3/4 
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Two Versions of Adjustment to Modern Trends 


At the time that the R. M. Stone 
Lumber Co., Jackson, Mich., decided to 
remodel its office and display room, there 
was nothing about the building that 
housed them that could be called partic- 
ularly outmoded. About a year ago, 
however, the city decided to change the 
grade of the street that runs past the lum- 
ber yard, and, since some minor altera- 
tions in the building would become nec- 
essary, Mr. Stone studied his problem 
with a view to effecting major changes 
that would make his establishment better 





Stone Lumber Co. before store was 
remodeled 





adapted to the needs of modern building 
material merchandising. 

“One possibility in remodeling a lum- 
ber yard office and display room,” said 
Mr. Stone, “is to use ingenuity to dem- 
onstrate what you can do in the way of 
constructing a building. You can aim at 
a novel front to attract attention. I be- 
lieve that a certain amount of novelty 
and display of ingenuity should go into 
the design, but never at the sacrifice of 
what I consider to be the prime consid- 
eration—to get the greatest amount you 
can of display space for materials. We 
approached our modernizing problem 
with two ideas in mind. One was to 
make the place attractive enough for peo- 
ple to notice, and the other was to use 
the front to the best advantage for dis- 
play purposes. 





“In working out the first of these ideas, 
we aimed to strike a tone in consonance 
with that of the city. I have always be- 
lieved that you can discourage just as 
many people from entering your store by 





having it too elaborate, as you can by 
having it too run down. I think you 
have to know something about the tastes 
of your trade, its standards, and strike a 
standard just a little in advance. You 
have to keep leading, stay a little ahead 
of the crowd, but never get so far ahead 
that people become discouraged merely 
by looking at your finery. 

“T have no formula for it, and, if I did 
have, it would work only for my com- 
pany. I can’t even be sure that I am 
right in what we have done here. I 





think I am, and the response of our 
customers indicates that I am. Perhaps 
I could have gone farther in striking a 
modernistic note and applying new mate- 
rials, but I would rather shoot just a 


little under what I think my limit is, 
than a little over it. People in Jackson 
are very much like people in other small 
cities. They are conscious of change, 
and they willingly, even eagerly accept it, 
but you can’t throw change at the aver- 
age small town American in doses that 
are too large. He wants to keep abreast 
of new developments, and his opportuni- 
ties to do so are today just as great as 
those of his friends in the big cities. He 
is pretty well aware of what good mer- 
chandise is, and he knows how his local 
dealers should present it to him. The 
dealer, though, has to watch his stand- 
ard in relation to his community’s. 

“T think the same principle should gov- 
ern a lumber dealer in the design of his 
own home. He is entitled, because of 
the advantage he has by being in the 
business, to a home a little better than 
another merchant in another business. 
The town concedes that he has a right to 





Interior of Stone Lumber Co. show- 
ing personnel behind Marlite counter 
in office. Left to right: Dale Stone, 
Marion Stone, R. M. Stone, Lila 
Durling, C. R. Corwin, and yardman 





take that advantage, just as the wife of 
the fellow that runs the women’s clothing 
establishment has a right to dress a little 
better than my wife does—not much bet- 
ter—but enough to be consistent with 
the trade advantage she has. Too many 
people think that there are tremendous 
profits in the lumber business particu- 
larly, and if you indulge yourself too 
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Remodeled Michigan Yard Is a Little But Not Too Much in Advance of 
Community Standards, With Interior That Shows New Merchandise in Use 
--Dealer in Stable and Conservative Illinois Community Experiments With 
Outside Salesmen Supported by Advertising; May Add Plan Service 


freely in home splendor, the average citi- 
zen will not consider that perhaps a fine 
home is a hobby, and that you are fore- 
going a lot of outside entertainment to 
have it. He just accepts it as final proof 





that you are making too much money, 
and that your prices should be cut to a 
point where he can afford to buy just as 
fine a home. 

“Getting back to striking the right 
level of modernism in your store, re- 
minds me of a druggist in a Missouri 
town. I had a drug store in a neighbor- 
mg town then, and used to get around 
and look at other stores as often as I 
could. This fellow’s shelves were rough, 
unpainted boards, sagging badly in the 
middle from the weight of merchandise 
loaded on them. To keep them from 
falling out on the floor, he had them 
propped in place with 2x4’s, the toes of 
which blocked the aisle between the 
shelving and the counter. 
consisted of unshaded bulbs on_ black 
drop cords, and in the middle of the store 
was a coal stove with a sawdust box for 
the convenience of tobacco chewers. That 
fellow did a whale of a business, and one 
day I asked him how he did it in such a 





Part of display room in Stone Lum- 
ber Co., Jackson, Mich. 





disreputable place. He told me that most 
of his customers were miners who wanted 
to enter stores in their dirt-stained work 
clothes, and feel at home doing it. That 
place, he told me, struck the right note 
for his trade, and while it probably 
looked pretty tough to folks on the other 
side of town, he wasn’t doing business 
with them. His customers liked it, and 
that is what counted.” 


The front of the Stone Lumber Co. 
faces the main highway from Chicago to 
Detroit; this and the street that passes 
along the rear afford the only two ave- 
nues by which residents of Jackson can 





His lighting - 


leave town to go to Detroit. Automobile 
drivers, of course, will not stop to look 
at the displays, but, with the building 
properly designed and the window dis- 
plays made sufficiently attractive, will not 
fail to notice the yard as they go by. The 
display windows of the remodeled yard, 
therefore, extend across the entire front, 
except for the entrance in the middle. 
This, however, was not enough to satisfy 
Mr. Stone. He continued the windows 
around the front corners, four feet on the 
east side and eight feet on the west. This 
arrangement, with an attractive sign and 





a well-painted building, gets the desired 
attention from passersby. 

Siding is 34x10-inch, stained dark 
brown. Panels below and at the sides 
of the display windows are Carrara glass. 
The letters of the word “Stone” are pro- 
jected in front of the body of the sign, 
and between them and the sign are red 
neon tubes. Blue Neon tubes are ar- 
ranged in modernistic pattern at the top 
of the sign. The clock-like instrument 
on the wide pilaster at the right of the 





Stone Lumber Co. after store was 
remodeled 





drive is a thermometer. “The tempera- 
ture by Stone’s thermometer” has be- 
come a by-phrase in that part of town, 

“We used all the new materials we 
could fit into the interior of the build- 
ing,” said Mr. Stone, “and still have it 
look harmonious.” 

Walls of the office and display room 
are Celotex plank, while the ceilings are 
Celotex tile arranged in several different 
patterns. The floor of the office is Ma- 
sonite, and the display room floor is 
Bruce oak block. The long counter front 
is Marlite. Mr. Stone’s private office, 
with oak trim, makes use of Celotex and 
Masonite. Windows are Andersen 
double-hung, pre-fit, completely equipped, 
narrow casing. All the doors in the 
building are different. An estimating 
room uses two tones of modernistically- 
tooled Masonite for the walls, and short 
oak flooring. Windows in this room are 

(Continued on page 72) 
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Something new in what might be called 
a downtown store, although it is consid- 
erably more than that, has been evolved 
by the Lowrie & Webb Lumber Co., 
Dearborn, Mich. The main office and 
yard of this firm, which has _ several 
smaller yards in neighboring towns, 1s 
located in the heart of Dearborn, a west- 
ern suburb of Detroit. Feeling the need 
of an establishment in Detroit to take 
care of border trade inside the limits of 
the big city, the company found a suit- 
able site about two miles east of its main 
office, and considered ways to develop it 
as an effective downtown store. 

All of the answers to similar problems 
that we have seen are in the form of ordi- 
nary retail stores stocked with paint, 
builders’ hardware, wallpaper, glass, and 
samples of insulation, roofing, flooring 
and similar items. Such stores are de- 
signed to develop an over-the-counter 
cash trade in small sales, and are located 
in a downtown area for the convenience 
of customers who do not care to take 
the time or bear the transportation ex- 
pense involved in a trip to a lumber yard 
located on the edge of town. They are 
frequently valuable in that they make the 
payment of bills more convenient, espe- 
cially when they remain open one or two 
nights a week. In most cases they fulfill 


the purpose for which they are meant. 
The Lowrie & Webb company, how- 

ever, went a step further in setting up 

its auxiliary plant, and instead of con- 





Moulding racks at left. Portable stile and platform near post is 


Dealer Solves 
Problem With 


MAL 


—Yard 
—Store 


Exterior of miniature 


fining its scope to that of an ordinary 
store, with its stock limitations, it cre- 
ated a complete miniature lumber yard 
containing skeleton stocks of everything 
handled, including lumber in the popular 
sizes and species, roofing, cement, lime, 
plaster, nails, hardware, paint, glass, in- 
sulation, moulding, plywood screens, sash 
and doors—in short, almost every mate- 
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Plan and layout of complete small lumber 


yard of Lowrie & Webb Lumber Co. 


rial needed in the construction of a house. 
The plant is thus a purchasing point not 
only for the materials usually carried in 
a downtown store but for small lots of 
every material. It also permits a com- 
plete display of all building materials. 


used to get at material on upper levels 
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lumber yard of Lowrie & Webb Lumber Co.., 
Dearborn, Mich. 


The inventory of the entire plant, in- 
cluding office furniture and equipment, is 
only $2500; and in the short time it has 
been in use under the management of M. 
P. Drapack, it has proved profitable. Mr. 
Lowrie designed the shed, and Mr. Webb 
the display room and office. The little 
yard, as indicated by the plan shown 
here, measures 50 feet across the front, 
35 on the street side, 65 feet on the op- 
posite side, and 75 feet across the rear. 
Lumber bins are constructed to handle 
16-foot lumber, and sticks 20 feet in 
length are stored in a few bins in the far 
corner, 

The outside is of brick, with the ele- 
vations facing the street done in a buff 
tone. The horizontal stripes were 
achieved by using black tile on the front, 
and painting the brick black on the side. 
The two display windows on either side 
of the door are equipped with neon signs 
and overhead spotlights. Displays are 
changed frequently. The display window 
on the opposite side of the truck entrance 
was made by building a bulkhead at the 
end of the lumber bins. Spotlights are 
used in this window at night. Coal, 
storm sash and package selling service 
were being featured in the windows at 
the time the picture was taken. 

The interior of the store is attractively 
finished in Temlok. The ceiling is light 
blue and buff tile in a pleasing pattern, 
while the walls are salmon and natural 
gray. At the left rear is a modernly ap- 





Skeleton stock of roll roofing and lime below; hardware and sash 


and doors above 
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pointed toilet, the walls of which are fin- 
ished in Johns-Manville tile. The mate- 
rials are one-quarter inch black tile for 
the wainscot, and one-eighth inch green 
tile above. Curtis woodwork was used 
throughout. Heat is supplied by a Jani- 
trol fixture, visible at the rear of the 
store. Note the small glass rack with a 
supply of the fastest moving sizes, the 
storm window, and the posters advertis- 
ing home building service. Small sup- 
plies of nails, builders’ hardware and 
paint complete the materials exhibited in 
the store. 

The structural members of the “mid- 
get” lumber shed are steel, set in con- 
crete bases. All steel members are 
coated with aluminum paint, and the bins 
are painted in bright tones. A portable 
stile and platform are used for withdraw- 
ing lumber from the upper levels of the 
bins. A driveway approximately 40 feet 
long and 10 feet wide extends through 
the shed, with entrances at both ends. 
The rear door slides, and the front door 
is a Detroit overhead type with full glass 
panels. The floor is cement. Across the 
driveway from the lumber bins, and over 


-marked on all lum- 
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the office is a space 
for the storage of 
hardwood, sash and 





doors, and _ storm 
sash and screen 
Office of miniature 


yard of Lowrie & 
Webb Lumber Co. 
Glass, storm sash, 
nails, builders’ hard- 
ware and paint on 
display 





frames. Sizes and 
prices are plainly 


ber and 
items. 
While the purpose of the little yard 
was not in any sense to bring Lowrie 
& Webb to “Main” street—they are al- 
ready on it—it nevertheless offers a new 
and adequate solution for dealers whose 
yards are somewhat remotely located, 
and who desire to project themselves and 
their materials more prominently before 


insulating 


§7 





the public eye in a downtown setting. 
This yard will handle orders of any size 
from a ten-cent purchase to a material 
contract for a complete home. Anything 
ordered for quick delivery that does not 
happen to be in stock in large enough 
quantity can be drawn from the main 
yard in relatively “no time.” 





Part of lumber bins in shed. At extreme right is rear of bulkhead Paint shelves in small lumber yard display room. Insulation board 
samples on display on counter 


forming display window 





An Old Time Lumberjack Looks Back Over a Long Trail 


A letter recently addressed to the Southwest 
Lumber Mills (Inc.), McNary, Ariz., intrigued 
C. J. Warren, general manager, who received 
it, to the extent that he forwarded it to the 
AMERICAN LUMBERMAN to do with as the merits 
of the letter seemed to justify. It came to our 
office with the following comment from Mr. 
Warren: 

There are two astonishing facts which oc- 
curred to me as I read this letter, the first 
being the ability of this old lumberjack to 
remember chronologically his travels from 
place to place, beginning garlier than 1894, 
and ending in this year of the New Deal, 
1938. Secondly, I was astonished to see that 
he had miraculously missed working in 
Arizona. However, he proposed to remedy 
this deficiency even at this late date, and I 
am very sorry that I can not be the one to 
gratify this, his last rambling wish. I could 
wish that my old friend, Stewart Holbrook, 
author of “Holy Old Mackinaw,” might have 
an opportunity to interrogate Old Timer 
Daniels, for surely he would uncover stories 


and experiences worth printing. 


A copy of the old timer’s letter was sent to 
Mr. Holbrook, by the AMERICAN LUMBERMAN 
and he wrote to Mr. Warren as follows: 


It was good of you to think of me in con- 
nection with the quite remarkable letter of 
E. N. Daniels, who is apparently king of all 
the boomers. Mr. Hole of the AMERICAN 
LUMBERMAN sent me the copy. What surprised 
me was that Short-staker Daniels does not 
report having worked at Cosmopolis, Wash., 
in the days when Neil Cooney was operating 
the “Western Penitentiary” there. But he 
may well have forgotten a score of mills 
where he worked. I was really fascinated by 
his itinerary. He is a man of few words. Here 
is a guy who doubtless covered as many 
miles as the late Marco Polo, yet he gives 
you the whole works in 300 words. I shall 
cherish Mr. Daniels’ travelogue in my collec- 
tion of Letters of Prime Importance. Thank 
you for making it possible. 


Now, if we may add to the foregoing, one 


comment, we'll let the letter of the old timer 
speak for itself. Stranded and undoubtedly on 
his uppers, Old Timer Daniels wrote what is 
at once a confession, a biography, a history 
and a plea on the only paper available, ironic- 
ally enough, two yellowed sheets torn from an 
unused and discarded diary, and headed in bold 
face type, “Memo for Next Year.” The letter 
follows: 
Rapid City December 14 
South Dakota 1938 

Dear Sir:—got any show for a job down 
there. i would like to see that part of the 
country. been around the top of the united 
states starting from territory in round min- 
ing camp then along in South Dakota 1894. 
round farms and woods and round mining 
Till 1898, started ramble and work for differ- 
ent employers going through Nebraska Iowa 
Missouri Kansas Colorado Wyoming: Idaho 
Montana copper mines coal mines and store. 
North Dakota Minnesota Wisconsin Minne- 


(Continued on page 92) 
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Hundreds of Farm Homes Being Built 
In South At Extremely Low Cost 


Littte Rock, Arxk., April 3—The hammers 
and saws of private contractors recently have 
been working overtime through Arkansas, Mis- 
sissippi and Louisiana, dotting many acres of 
the South’s most fertile farming land with a 
thousand bright, modern little farm homes. The 
movement is significant for two reasons: 

First, because the housing problem of the 
rural South has become such an acute one that 
any movement aimed at improvement consti- 
tutes interesting and heartening news. 

Second, some startling innovations in ortho- 
dox rural construction are being accepted, 


prices that would net Uncle Sam a substantial 
profit should he decide to liquidate today. 

Much of the land acquired was studded with 
tenant shacks that were even below the sorry 
standard to be found over most of the section. 
The next task was to make essential improve- 
ments on individual units. That job is under 
way today and persons close to the scene of 
activity are watching one of the South’s most 
far-flung building jobs closely, with the confi- 
dent conviction that it heralds a new era in 
rural housing. 

The construction work is being carried out 





A picture of FSA's K-3A2 unit, described in 


with the result that modern, practical rural 
homes are being constructed at a lower cost 
than ever before. 

The foundation for this phenomenal spurt 
in rural building was laid two or three years 
ago when the Resettlement Administration was 
launched by the National Government for the 
purpose of helping underprivileged farmers to 
get on their feet again, and, incidentally, to do 
something about the alarming rise in farm 
tenancy and the equally alarming trend to ab- 
sentee ownership of land. 

The RA began purchasing good farm land 
which was in the hands of defunct banks, in- 
surance companies and other absentee owners 
for the purpose of making essential improve- 
ments, dividing it into family-size farmstead 
units and reselling to worthy tenants on favor- 
able credit terms and at low interest rates. 

It did not take long for RA officials to dis- 
cover that the problem they were trying to 
combat was concentrated to a significant de- 
gree in the deep” South, particularly in the 
region embracing Arkansas, Mississippi and 
Louisiana. These States, all predominantly 
agricultural, have about six landless tenants or 
sharecroppers for every ten persons actively 
engaged in farming. Furthermore, rural pov- 
erty, depreciation of land and people, absentee 
ownership of the land—all seemed to have 
gained a stronger foothold in this region than 
in any other section of the United States. 

It may seem paradoxical at first glance but 
it was also discovered that cash could buy more 
choice tracts of farm land in this area than in 
almost any other section of the country. That 
was because absentee owners hadn’t fared so 
well in their investment and there was a gen- 
eral need among owners of large tracts to liqui- 
date in tempo with drouth and troubled market 
conditions. 

Thus, the opportunity was ideal for concen- 
trating much of this activity in the deep South 
area. That is what the Resettlement Adminis- 
tration did. It purchased something like 96,000 
acres of fine farm land in the three States at 


detail in the accompanying article; cost, $1,425 


under a unique and practical three-way agree- 
ment between the prospective owner, the pri- 
vate contractor and the Government, the latter 
acting as consultant and architect. The agree- 
ment works about like this: 

The Farm Security Administration (which 
succeeded the Resettlement Administration) 
selects the young tenant farmer who. will be- 
come a borrower. His record as a tenant, his 
ambition and his reputation in his community 
are carefully considered in the selection process. 
The borrower is then given an opportunity to 
select his own family-size unit of from 40 to 
80 acres on the Government-owned tract to be 
developed. On this farmstead the FSA gives 
him a contract to purchase. In addition he is 
loaned enough money by the FSA to build his 
house, barn, poultry house, dig a well and do 
necessary fencing. 

Practically every tract breaks down into ten 
or more units, or farmsteads, for the purpose 
of development and sale. Thus, ten or more 
farmers are concerned with developing the unit 
of their choice at the same time. This makes 
it easy to carry out construction as a single 
unit, although technically there are as many 
separate contracts as there are farmers. 

The Government then seeks bids from reputa- 





Mass production has 
shaved the cost of barns 
to a minimum. This one 
accommodates two mules 
and two cows, has ample 
crib space, a machine 
shed and hay loft. It is 
being constructed for an 
average cost of $425 





ble contractors for the construction of all unit 
improvements. Bids are designed so that 
a smaller contractor can bid on any portion of 
the work he wishes. The low bidder is awarded 
the contract to construct, let us say, 30 houses, 
30 barns and the necessary outbuildings. He 
actually has 30 separate contracts with that 
number of borrowers. 

The Farm Security Administration has found 
that this method of construction benefits all 
concerned. In the first place it gives private 
contractors the chance to perform the work at 
a profit. Then it gives the borrower a sub- 
stantial break because he gets full advantage 
of the mass production savings effected. Nat- 
urally, it is cheaper per unit to build 30 houses 
than one or two. FSA officials, who have 
carefully studied comparative cost statistics, say 
that from 20 to 25 percent is saved through 
mass construction. 

There are 11 different standard house plans 
from which the borrower selects. Each is de- 
signed to be modern and convenient, but with- 
out the frills and gadgets that increase ex- 
pense. All are carefully designed to contain 
many standard cuts so that the contractor can 
effect savings by either ordering much of his 
material pre-cut at the mill or establishing his 
own pre-fabrication plant at a central point and 
delivering standard cuts to each location. 
Specifications are standardized where possible 
to effect savings without making the various 
house types too much alike. 

Long life, utility and low cost comprise the 
combination toward which each plan is aimed. 
The FSA, through its broad experience in try- 
ing to build and design houses that the average 
farmer wants, feels that it has gone far toward 
reaching the ideal combination in the houses 
now being constructed. 

Let us examine one of the more popular types 
to secure a typical picture of one of these units: 

The plan of FSA’s K-3A2 unit is a typical 
five-room house which is being constructed 
through the South at an average net cost to the 
borrower of about $1,425. This house has three 
bedrooms, a living room, well-lighted kitchen 
with built-in sink and shelving, an ample 
pantry, a store-room designed for converting 
into a bath when the family’s finances permit 
and a screened-in work porch. 

An open fireplace, popularly considered an 
integral part of the rural home, is an optional 
feature of the living room. The FSA has found 
that the modern farmer isn’t as wedded to the 
fireplace idea as were his forebears. He takes 
a more practical if less romantic viewpoint. 
Many borrowers prefer stoves because they 
provide more efficient heat with less bother, and 
are more adaptable to the smaller living room. 

Ventilators are inserted over all interior 
doors to promote circulation of heat throughout 
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the entire house. Ceiling ventilators are -pro- 
vided in the kitchen and hall to keep the houses 
cooler in the summer. Experience has proved 
that this type of ventilation makes the eight- 
foot ceiling of the house as cool in summer as 
a 12-foot ceiling would normally be. 

The airy, well arranged kitchen of the home 
provides a vivid contrast to the dingy lean-to 
in which the average tenant wife swelters over 
a hot stove. It has been carefully de- 
signed to save steps and back-bending. There 
is a built-in sink to which is attached a modern 
suction pump. Attractive shelving, molded-in 
early American, are on either side. The ceil- 
ing ventilator effectively discharges hot air and 
cooking odors. The woodwork is attractively 
enameled. 

The pantry is another important feature of 
the FSA house because food preservation is 
one of the keystones on which the whole owner- 
ship plan is predicated. Large and with plenty 
of shelving space, the pantry in the K-3 house 
will store 500 quarts of canned food. It is di- 
rectly connected to the kitchen to insure above- 
freezing temperature in the coldest winter 
months. 

The screened work porch is a feature adapted 
to many uses.. In summer months it is used 
as an air-conditioned dining room. Laundry 
work, food and seed drying are some of the 
other functions. 

The house is built on concrete piers of num- 
ber two framing with all joists and sills creo- 
soted. It has double floors with 15-pound felt 
between. The side-walls have the same weight 
felt under weatherboarding. It is ceiled on the 
inside with vertical 1 by 6 ceiling with “V” 
joints. All rooms except the kitchen and bath- 
room are finished in pine, stained and waxed. 
The kitchen and bath are done in enamel. 

The roof is of stained heart cypress or 





A convenient and attractive kitchen is one of the interesting features of the modern rural home being 
constructed with FSA loans. The suction pump pictured above is the next best thing to running water, 
which is not economically feasible in most cases 


red cedar shingles. Specifications call for three 
coats of paint throughout. Electric wiring is 
provided where power is available. Few have 
running water. 

Regional officials of the Farm Security Ad- 
ministration at Little Rock, serving Arkansas, 
Mississippi and Louisiana, have already ac- 


cepted contracts for the construction of 450 
farmstead units and, over that, many more 
will be let early this year. Concentrated effort 
was being made to complete all improvements 
possible so farm families would be able to move 
into their new homes by plowing time this 
spring. 


Salesman Says: “| Found”--WHAT2 


Listed in the box are just a few of the 
things that a salesman—not an amateur 
but an excellent, experienced sales pro- 
ducer—“found out” through study of 
Tested Selling Methods of the Merchan- 
dising Institute of the National Retail 
Lumber Dealers’ Association. But let 
him tell his own story, in the following 
verbatim letter to his sales manager: 

“I went to bed last night with ‘Selling 
From the Customer’s Viewpoint’ (Sec- 
tion 1 of Tested Selling Methods). I 
read it straight through, not one time but 
five times. 

“TI have always had a fair opinion of 
myself as a salesman. I figured I was 
pretty good; at times I figured I was 
damn good. After reading the first issue 
of above subject I came to the conclusion 
I was not so hot. I found out there was 
a lot to learn about salesmanship. I 
found out ways to create desires and the 
proper way to do it. I found out the 
way (that I did not know) to get the in- 
formation I might want. I found out 
that I have not been giving the prospect’s 
or customer’s viewpoint enough consid- 
eration. I found out that it is well to 
create a desire or want as well as a need 
in selling. I found out that a desire is 
of greater value than a need. 

“I don’t know what kind of grade I'll 
make, but one thing is sure, I am a bet- 
ter salesman today than I was yesterday. 
I know things about selling today I did 


not know yesterday. Perhaps I have 
used some of the selling points that are 
so clearly outlined in this issue, but I 
was not smart enough to know why I was 








I FOUND out there is a lot to 


learn about salesmanship, 


I FOUND out ways to create de- 
sires and the proper way to do it. 

I FOUND out the way to get the 
information I might want. 

I FOUND out that it is well to 
create a desire or want, as well as 
a need, in selling. 

I FOUND out that a desire is of 


- greater value than a need. 




















using them, nor could I explain why to 
anyone. 

“T found out that regardless of how 
good a salesman may be, or how much 
volume he may be selling, or how much 
money he may be earning, there is still 
room for a darn big advance toward 
being a better salesman, selling a bigger 
volume, earning more money, and know- 
ing more about real salesmanship. 

“T found out last night that the above 
mentioned results can be accomplished by 
being a student of Tested Selling 
Methods. I am one. The first issue is 
worth the $28.” 


The letter we have quoted was received 
by the sales manager of a well known 
manufacturer of asphalt shingles and 
roofing, from one of his salesmen whom 
he had enrolled in “Tested Selling 
Methods.” 

In sending this letter to the Asphalt 
Shingle & Roofing Institute, the ‘sales 
manager made the following comment 
about the salesman himself: 

“This letter is from one of our sales- 
men in Tennessee. The letter is especially 
interesting from the fact that this sales- 
man was born and raised in the roofing 
business. Before coming to work for us, 
he was an extremely successful salesman 
for application companies. He is one of 
the best consumer salesmen I have ever 
met. He has sold the consumer other 
products besides roofing, and since com- 
ing with us and selling to the dealer, he 
has proven himself, I consider, to be one 
of the outstanding roofing salesmen in the 
industry. Therefore I think that this 
letter, coming from him on what he con- 
siders the value of Tested Selling 
Methods, is extremely interesting.” 

In releasing this letter to the industry 
the secretary of. the Asphalt Shingle & 
Roofing Institute, J. S. Bryant, said: “I 
have purposely deleted the name of the 
roofing company, and the name of the 
salesman, because I would not want any 
publicity that in any way would put one 
roofing company out in front of others.” 
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Pure stand 
of Tuolumne 
sugar pine 


Sugar pine 
logs after 
bucking 


Rear view of "“Cat'' and 
arch with two big sugar pine 
logs 
Big double band mill of 
West Side Lumber Co., with 


part of log pond in fore- 
ground 


Section of yard with sawmill 
in distance 





Leaving the great cosmopolitan 
center, San Francisco, drive across 
one of the world’s engineering mas- 
terpieces, the San Francisco Bay 
Bridge, at forty-five miles an hour. 
Take only a glance at Treasure 
Island. You can see it and the 
great Golden Gate International 
Exposition when you return, for 
today we are on our way to the 
historic “Mother Lode Country” 
of the High Sierras. 

After three hours driving 
through the hills and valleys in an 
easternly direction, and _ passing 
through the picturesque old mining 
towns of Jamestown and Sonora, 
the first stop is made at Tuolumne 
(pronounced Too-ol’-o-me), where 
is located one of the first and most 
important lumber manufacturing 
companies in the well-recognized 
California sugar pine district. 

The West Side Lumber Co., of 
Tuolumne, is a major pioneer pro- 
ducer of California sugar pine. Its 
timber was selected in those early 
years when most of the region was 
open to purchase, and when opera- 
tors chose their timber for qual- 
ity, size and texture. West Side 
timber was originally acquired 
nearly fifty years ago and, with the 
plant at Tuolumne, was purchased 
by W. R. Thorsen and his associ- 
ates thirty-six years ago. Plant fa- 
cilities have, of course, been re- 


HIGH 
in the 


SIERRA 


placed with new and modern equip- 
ment. 

Here is a complete sawmill with 
rated annual capacity of 70 million 
feet, planing mill and box factory 
With its pond and outlying yards, 
the plant covers some 140 acres of 
land. Two-thirds of the output is 
California sugar pine—a true five- 
needle white pine. It is, in fact, the 
largest of the true white pines. It 
is noted for its even grain and soft 
texture, and is available in sizes 
that make the pattern maker and 
cabinet manufacturer enthusiastic- 
ally loud in their praises. 

The company’s product, besides 
sugar pine, is largely Ponderosa 
pine, with a smaller amount of 
white fir and California incense 
cedar. 

Two big band mills and a hori- 
zontal resaw take care of the ini- 
tial cutting in the sawmill, supple- 
mented by the conventional equip- 
ment of a modern lumber manufac- 
turing plant in the western pine 
area. 

Seventeen dry kilns take care of 
seasoning of all No. 3 shop and bet- 
ter Ponderosa pine, and such a pro- 
portion of sugar pine that adequate 
kiln dried stocks are available, as 
well as air dried sugar pine, for 
those that prefer it. 

Planing mill and box factory 
complete the job of preparing these 
soft pines in the grades and forms 
desired by the purchaser. 

Stock items include: Mouldings, 
finish, bevel siding, yard and shed 
stock, factory lumber, lath, box 
shook, crating, and sugar pine for 
pattern purposes. Dry sheds with 
capacity of eleven million feet pro- 
vide storage for a stock of dry 
lumber that is ample to guarantee 
modern, quick service for custom- 
ers. As of March 1, 1939, these 
sheds contained nine million feet, 
and that is “a lot of boards in any 
language.” 

The key men of the West Side 
organization are veterans who have 
been with the company many years ; 
some of them since its beginning. 
Long years of experience have 
taught them the requirements of 
discriminating buyers, particularly 
of such products as sugar pine pat- 
tern lumber. 

Officials of the company are: 
W. R. Thorsen, San Francisco, 
president; Eugene M. Prince, San 
Francisco, vice president; Fred EI- 
lis, Tuolumne, manager; W. J. 
Hanlon, superintendent of logging 
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--Modern Mill Cuts Immense 
Logs of True Sugar Pine Into 
Many Soft-Textured Items 
Desirable for Home Building 


and transportation; Wm. C. Holm, 
plant superintendent; and P. L. 
Heron, sales manager. 

Associated with Mr. Thorsen in 
the purchase of the West Side 
Lumber Co. in 1903 were the late 
John R. Prince, and Chas. J. Can- 
field and, as at that time, Mr. 
Thorsen remains at the head of the 
company. 

Among the veterans of the West 
Side organization is W. J. Hanlon, 
superintendent of logging and 
transportation, who has been with 
the company since its beginning in 
1903. Fred Ellis, manager, came to 
the company in 1906 as civil and 
logging engineer. He laid out all 
of the logging roads, planning for 
the future of the long-time opera- 
tion in such a way that railroad 
operation over the typical rough 
topography of the High Sierra is 
efficiently and economically accom- 
plished. Wm. C. Holm, plant su- 
perintendent, has had charge of the 
mill production for twenty-five 
years. 

George Keddy, logging superin- 
tendent, has been with the company 
since 1912. 

P. L. Heron, sales manager, 
joined the company’s sales depart- 
ment when this plant re-opened in 
1935, but since 1919 he has han- 
died the sale of sugar pine for sim- 
ilar operations in this same section. 

Many others, including most of 
the foremen, have been on the job 
at Tuolumne twenty to thirty years. 

From Tuolumne you may go up 
into the timber, where you will 
find the stately sugar pine (pinus 
Lambertiana) with its tremendous 
cones often measuring eighteen to 
twenty inches in length. The beauty 
and size of the sugar pine of this 
region awed the early explorers, 
and inspired such great naturalists 
as John Muir. 

In any other pine country, log- 
gers grow enthusiastic over timber 
that scales four or five logs to the 
thousand feet. Tuolumne sugar 
pine logs average practically 1,000 
feet to the 16-foot log. To be ex- 
act, sugar pine logs of the West 
Side Lumber Co. for 1937 and 1938 
averaged 955 feet per 16-foot log. 
The company is logging in the 
cream of its timber, and this aver- 
age will be maintained for years. 

Sixty-one miles of mainline rail- 
road are operated, and about four- 
teen miles of spurs, with 300 flat 
cars and ten locomotives. During 
the past few years, logging has 
been changed from steam donkeys 


to tractors. They are equipped with 
arches and hoists, and two of them 
with bulldozers for road construc- 
tion. 

At Tuolumne, the elevation is 
2,500 feet, but up in the logging 
camps you are 5,000 to 6,000 feet 
above the sea. If you make this 
trip, you will have put in a full 
and interesting day, and will feel 
well repaid. 

Tuolumne sugar pine is a prod- 
uct that every member of the West 
Side organization is proud of. The 
name Tuolumne, unlike so many of 
the names of mining towns in the 
“Mother Lode Country,” is an In- 
dian name, antedating the “forty- 
niners” by half a century or more, 
and is said to mean a collection of 
wigwams. It is therefore an ap- 
propriate name for the beautiful 
soft Tuolumne sugar pine, so effec- 
tive for home construction. 


Typical alley in yard showing 
careful piling 


Thick, clear sugar pine on 
way to yard 


Section of big rough-dry 
shed showing stock of thick 
sugar pine, with its ends 
painted to prevent check 


Splendid 

stocks of 

sugar pine 
moldings 


Some choice 

6/4 dressed 

sugar pine 
stock 
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SOUTHERN PINE Producers Quizz Wage- 
Hour Administrator--Study Rail Rate Devel- 
opments Adversely Affecting Their Markets 


[Continued from Front Page] 


“During all these years, we were not able to 
spend our time seeking to promote the welfare 
of our industries and the public; we have had 
to pay too much attention to what the Govern- 
ment was domg to us and would do to us next. 
Now it looks like a new day is dawning—I 
think there is some relief in sight from some 
of the heavier, more terrible burdens, because 
common sense is compelling modification of the 
trends of thought that have been so disturbing 
in the past. 

“Apparently the people now realize that their 
hope for continued progress and their desire 
for the greatest possible security will not be 
protected by politicians. It is gradually becom- 
ing clearer and clearer that whatever money 
may be collected, to be distributed among the 
whole nation, must eventually come from the 
earnings of business. If the American people 
want the money to be distributed by professional 
politicians or demagogues, they must be pre- 
pared to allow some ‘commission,’ which is 
usually exorbitant, for their services. Very few 
of us care for this system, and I think the 
people now understand that their interests are 
identical with those of the business community, 
and that it is much more economical for busi- 
ness to divide its earnings with them directly, 
without permitting any rake-off by a middle- 
man.” 

Mr. Neal insisted that business men have a 
responsibility, in that industry planning must 
be sufficiently in the public interest to 
inspire confidence. He referred to the asso- 
ciation’s work in protecting the buyers of pine, 
and the establishment of the SPA conserva- 
tion department, as evidence of a desire to 
overcome “tremendous problems in the interest 
of our own and the general welfare.” Mr. Neal 
emphasized that business must avoid another 
cycle of the type just experienced. 

Recovery from the depression will not come 
because of reforms, but from new industrial 
developments, declared S. F. Clabaugh, executive 
vice president, Southern States Industrial Coun- 
cil, Nashville, Tenn. The speaker cited factors in- 
volved in revival of business after other slumps. 
New industries will come to the South, he 
pointed out, when those already located there 
are afforded conditions under which profitable 
operations are experienced. 
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Keep Separate Accounts for Standing 
Timber 


Co-operation with the lumber industry in 
solving its major competitive problems condi- 
tioned upon forest management and abandon- 
ment by sawmills of straight liquidation of 
virgin stands, coupled where necessary with 
scaled-down mill capacity, was offered the pine 
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manufacturers by F. A. Silcox, Chief of the 

Forest Service. He said he was trying 
to lay the foundations, in the Forest Service, 
for an organization, to act as a liaison with the 
Department of Commerce, for dealing with 
business. “We have innumerable problems 
coming up. These I believe we can be of some 
assistance in working out through the Depart- 
ment of Commerce; in attempting, with your 
association, to find out today what your real 
problems are, and seeing whether or not we 
can act with you as a Governmental agency 
to meet those problems. This must be con- 
sidered against the background which I have 
iterated and reiterated; that this co-operation 
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is conditioned upon the proper management of 
the forest lands of this country; that no longer 
can we go on in the process of liquidating our 
virgin stands of timber on a straight liquida- 
tion basis, with all of the tragic social by-prod- 
ucts growing out of such liquidation. 

“It seems to me that we have come to the 
point now in the industry where bookkeeping 
should be set up for the land separately from 
the manufacturing processes, so that you know 
whether you can practice forestry or not. I 
am not at all convinced from the bookkeeping 
that the industry now carries on, where it 
scrambles its finance both as to manufacturing 
and land ownership, that anyone in the industry 
can give me competent information (there may 
be a few cases) as to what it really costs to 
manage land, and what it costs to grow trees 
and practice forest management. I think an 
essentially constructive act would be to set up 
the books and make the land stand on its own 
feet, and have your manufacturing process draw 
its raw materials from that land without an 
invasion of the capital stock of the growing 
timber.” He quoted the SPA annual report for 
1931 to the effect that the southern producer’s 
main difficulty was the liquidation of 5 to 15 
cent stumpage on the West Coast; that if this 
competitive problem were taken care of the 
southern manufacturers could take care of their 
other problems. 


Excessive Investment Forces Liquidation 


“We are not going to escape the responsi- 
bility for the handling of our resources in a 
different way than we have done in this country. 
It is useless to talk about forest management 
unless the fire situation is taken care of, and 
I shall lend all my energies in co-operation 
with private owners to get adequate appropria- 
tions from Congress to see that the timber areas 
are protected from fire.” 

He declared three mills have gone out every 
month in the last five or six years in the Pa- 
cific Northwest, instances where mill capacities 
were way beyond anything that the land could 
support. “Examination of income tax records 
shows that mills can carry a certain investment 
per 1000 feet, and when they get above that, 
they are in danger and the land suffers. Sixty- 
five dollars per 1000 feet was given in one in- 
stance, and I found it as high as $190 and $200. 
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Adopt Grade Rule Changes--Will Offer 
Plans For Pre-Cut Farm Structures --Wel- 
come Conservation That ls Practical 


Now, I am not so naive a silviculturist as 
to walk around on the surface of land without 
looking in behind the scenes to find out if there 
is a liquidation formula which must be satisfied. 

“Now it seems to me that one constructive 
effort with us is to see that we avoid, as far as 
possible, the type of financial formula which 
forces liquidation. I know it can be done, and 
forest financing put on a sound basis. If we 
can’t put it on a sound financial basis at rates 
that banks will lend money on, I should def- 
initely advocate a system of public forest loans 
on the basis of long-time credits at low rates 
of interest.” 


Advocates Increased National Promotion 


James G. McNary, president National Lum- 
ber Manufacturers’ Association, asked the pine 
manufacturers to take the lead in increasing 
funds for the national organization. While 
asking for 2 cents per thousand feet for regular 
association activities, plus 1 cent for trade 
promotion, he told the manufacturers that if 
they could afford to pay from 10 to 15 percent 
on realization price as sales commissions, an 
allowance of 1 percent for sales promotion is 
not unreasonable. 

“T made the proposal at the annual meeting 
of the National in Chicago in November .that 
our industry allocate a sum equal to 1 percent 
on sales to properly finance all organized in- 
dustry activities, and that this sum be allocated 
60 percent to the regional associations. and 40 
percent to the National association. When we 
are having such a difficult time securing an 
increase in revenue from % of 1 cent on our 
production, the proposal that the industry pay 
in 1 percent for all association activities, both 
regional and national, looks rather hopeless, but 
we have not given up hope. Do you realize 
what the % of 1 cent, which we are having so 
much difficulty in obtaining means? If lumber 
sells at an average say of $20 per thousand 
feet, 10 percent equals $2; 1 percent equals 20 
cents; 1/10 of 1 percent equals 2 cents; and, 
YZ of 1 cent means only 1/40 of 1 percent ona 
realization of $20.” The speaker described 
briefly the major activities of the National asso- 
ciation, and in concluding he prophesied a better 
lumber market. He reminded the manufactur- 
ers of the million dollar advertising fund before 
the depression. 








CHARLES GREEN, 
Laurel, Miss.; 


H. M. SEAMAN, 
Houston, Tex.; 
Executive Committee Conservation Chairman 


Rule Changes Were Carefully Considered 


Details of SPA organization work were re- 
vealed in an open meeting of the board of 
directors Thursday afternoon, the session open- 
ing with a report from Chairman W. T. Mur- 
ray of the grade rules committee. The changes 
proposed in the rules were classified by Mr. 
Murray as (1) those in phraseology or descrip- 
tion to bring the rules into closer conformance 
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with American lumber standards terminology; 
(2) simplification and elimination of ambiguities ; 
and, (3) better segregation of the qualities 
found in present-day southern pine trees. Mr. 
Murray emphasized that the grade rules com- 
mittee is “conservative” and carefully analyzes 
all of the many suggestions submitted to it, not 
only. from the standpoint of production but, also 
that of the consumers. The ability of the indus- 
try to meet the rules is considered before a 
change is recommended. The new rule book, to 
be effective on July 1, will contain many im- 
provements and changes, and will be in the 
hands of buyers and specifiers a month in ad- 
vance, or earlier. 
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Activities of the association in trade promo- 
tion, including the use of SPA inspectors to 
assure delivery on grade, were outlined by A. S. 
Boisfontaine, assistant SPA secretary. He ad- 
vised the manufacturers of the acclaim won by 
the provisions for grade marking by non-sub- 
scriber mills. The cost was tentatively set at 
9 cents per thousand feet, with $25 minimum, 
and each mill to maintain a $50 deposit as a 
guard against irresponsible sawmills using 
the privilege “to take care” of a single order. 
He declared the further extension of use of 
grade-marked lumber under FHA will result 
in a greater opportunity to promote official 
grade-marked lumber. 


Will Help FHA to Maintain Standards 


Possible extension of grade-marked lumber 
to the entire country was predicted by H. P. 
Vermilya, technical director for FHA, ina talk 
on the housing program. The FHA, he de- 
clared, gradually formulated requirements, try- 
ing to be fair to everv one concerned and, as 
far as possible, permitting free competition be- 
tween manufacturers. The requirements can 
not be used to create a monopoly, he asserted, 
and standards are set without regard to sales 
policies. Construction regulations are permitted 
to vary between States or districts because of 
major practices and customs. These factors he 
said, reflect economic conditions in part. The 
action of SPA in providing for wider grade 
marking privileges was lauded as “a major 
contribution.” 


Detroit Guards Against Inferior Stock 


Growth of the developments in Detroit lead- 
ing to the establishment of a requirement by 
FHA in Michigan, that lumber must be grade 
marked, was described by Francis D. Holmes, 
secretary Tri-County Lumber Exchange, who 
said the movement originated from inspection 
of lumber sold to the city for WPA use. The 
application of inspection (in co-operation with 
the SPA), he said, resulted in the removal of 
90 roofs in six weeks, because the lumber put 
into them did not meet the required grade. 
Having learned of the advantages of strict 
supervision of grade deliveries, the Detroit 
trade, said Mr. Holmes, is determined to main- 
tain its standard. As a result, he said, 73 retail 
yards have bought moisture meters since Jan. 1, 
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and any manufacturers who have an idea of 
shipping wet lumber into Detroit are going to 
encounter an unmerciful policing. The two 
SPA. inspectors in the Detroit market were 
praised, and the manufacturers advised that the 
dealers expect to continue to make frequent use 
of their services. 

The report of the advertising and trade ex- 
tension committee was read for Chairman E. L. 
Kurth by A. S. Boisfontaine. Activities of the 
committee included extension of inspection serv- 
ices, home construction promotion, grade-mark- 
ing promotion, study of grades in relation to 
southern pine markets, examination of pre- 
cutting ideas, co-ordination between sales pro- 
motion and mill salesmen, close observance of 
the Wage-Hour law as affecting competitive 
conditions. 


Plans Made for Pre-Cut Farm Structures 


It has always been possible to get a premium 
for superior lumber, declared Mr. Boisfontaine, 
in pointing out that opportunities will be en- 
hanced through the elimination of grade sub- 
stitution as an unfair competitive practice. Mr. 
Boisfontaine advised the manufacturers that in 
the low income housing group study, pre-cutting 
had been examined, rising from the work of 
Capt. Lord. Plans have been worked up for 
farm structures, he stated, and these will be 
placed in the hands of the dealers. It was 
indicated that from farm structures, the study 
of pre-cutting, as a means of providing housing 
for low income groups, will be carried into 
the dwelling field. The committee, it was indi- 
cated, will have a meeting at an early date, 
having conducted no session in connection with 
the annual. 


Salesmen Say New Rules Will Help Them 


Manufacturers were urged to set standards 
and produce to them, so that their salesmen 
will have a good product to sell, by Walter 
Morgan, of Columbus, Ohio, who spoke as a 
representative of the National Association of 
Commission Lumber Salesmen. The speaker 
lauded the improvements made in the grade 
rules, stating that salesmen in CFA territory 
had been concerned with competition there. 
The new rules, he said, will help sell more 
yellow pine. Maurice W. Grundy, of New 
Orleans, invited the manufacturers to attend the 
organization’s Sales Congress, to be held in 
Memphis, Tenn., May 25-26. 


New Officers and Directors Elected 


P. A. Bloomer, general manager of the Lou- 
isiana Long Leaf Lumber Co., Fisher, La., 
was elected president of the Southern Pine 
Association for the coming year. J. W. Fore- 
man, president of Foreman-Blades Lumber Co., 
Elizabeth City, N. C., was re-named first vice 
president; H. W. Whited, of Huttig, Ark., was 
named second vice president; F. L. Adams, of 
Morton, .Miss., was re-elected treasurer. Gar- 
land Anthony; of Bearden, Ark., was named a 
director from Arkansas, vice F. W. Scott; and 
John C. Shepherd, of Charlotte, N. C., named 
a director. All ‘other directors were re-elected. 

Members of the nominations and resolutions 
committee included: M. L. Fleishel, chairman; 
L. W. Morgan, L. J. Arnold, H. R. Garrett, 
Brown McCullough, L. O. Crosby, C. C. Shep- 
pard, J. W. Foreman, Louis Glazier, W. Fred 
Lightsey, Eli Wiener and W. H. Burruss. 


CONSERVATION COMMITTEE 
RECOMMENDATIONS 


Concurrence in the principles outlined in the 
address of United States Forester Silcox, and 
approval of a policy of co-operative approach 
to the industry’s problems, were voiced by the 
SPA conservation committee in a meeting held 
Thursday night. H. M. Seaman, committee 
chairman, presided. Other actions of the com- 
mittee were briefly as follows: 

Reaffirmed its belief that responsibility for 
forest fire protection rests largely upon the 
public, since such fires are caused by public 
carelessness or incendiarism, and urged action 
to effectuate State-wide forest fire control. 

Urged amendment of Sections 1, 2 and 3 of 
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the Clarke-McNary Act to authorize the Fed- 
eral Government to contribute one-half the 
estimated cost of adequately protecting State 
and private forests, or, for fire protection, 
$9,000,000 per year, and for insects and disease 
control, $1,000,000 per year; equal sums to be 
contributed by or within co-operating States. 

Recommended to the southern States the 
preparation, through legislative action, for co- 
operation in tis expanded program. 

Asked for appropriation of $1,000,000 for the 
Forest Products Laboratory. 

Endorsed legislation that would “authorize 
the Secretary of Agriculture to make agree- 
ments with other willing land owners for the 
co-operative management of intermingled public 
and private forests, including limitation of 
annual timber cut from all lands and elimina- 
tion, under proper safeguards, of open compe- 
titive bidding for public timber.” 

Urged prompt enactment of McNary-Doxey 
measure, now pending in Congress. 

Asked prompt enactment of McNary-Ran- 
dolph amendment to McSweeney-McNary Act, 
to place authorization for completing the Forest 
Survey on the same basis as are authorizations 
for carrying out other sections of that Act, 
by removing limitation on the total Federal 
appropriation. 

Asked for immediate appropriation by Con- 
gress of: $6,500,000 for co-operative forest fire 
protection under the Clarke-McNary Act; $1,- 
300,000 for forest education under the Norris- 
Doxey Act; and, $5,000,000 for State forest 
acquisition under the Fulmer Act. 

Commended the holding of Southern Pine 
loggers’ meetings, instructing their continuance; 
asked continuation of locating of selective-cut- 
ting demonstration areas on privately-owned 
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timberlands; urged the manufacturers to em- 
ploy competent graduates of accredited forestry 
schools. 





Asks for Larger Dunnage Allowance 


Opposition to any proposals for the construc- 
tion of lumber rates with relation to grades, 
was voiced in the report of the SPA transporta- 
tion committee, submitted to the Friday session 
of the association. The committee, through Eli 
Wiener, its chairman, reported it had instructed 
the SPA traffic department to work for a better 
allowance for dunnage for loading open cars 
under the new specifications for securing such 
shipments, it being stated that the present 500- 
pounds allowance is inadequate. The depart- 
ment, because this is recognized as a national 
problem, was instructed to co-operate with the 
National Lumber Manufacturers’ Association, 
the special committee from the creosoting in- 
dustry, and other regionals. A number of 
other transportation matters, including such 
items as partial unloading of cars, were dealt 
with. The committee opposed enactment of 
HR-4862, which involves recodification of the 
Transportation Act. 


Outlook Bright for Pine Conservation 


Progress in conservation matters was re- 
ported by H. M. Seaman, chairman of the con- 
servation committee, who spoke at length on the 
hearings conducted by the Joint Congressional 
Forestry Committee, and reactions therefrom. 
One result from the hearing, Mr. Seaman re- 
ported, is that the committee members will 
probably support a demand for appropriation 
of $9,000,000 in Federal funds for forest fire 
control, to be expended in co-operation with 
private owners. Mr. Seaman advised the manu- 
facturers that the problems and objectives of 
the industry had been brought to State foresters 
through co-operation, and that an understanding 
of the situation had been reached. He also re- 
ported that full co-operation of the paper pulp 
industry in conservation matters may be antici- 
pated. Mr. Seaman declared the outlook for 
perpetuation of the southern pine forests is 
bright. ; 


Rapid Growth Removes Fear of Timbe 
Famine 


Results of a survey of subscriber mills, to 
determine their situations in respect to forest 
regrowth, were reported by A. G. T. Moore, 
manager of the traffic and conservation depart- 
ments. The investigation revealed that there is 
no occasion to fear a pine timber shortage in 
the South. What devastation exists is charge- 
able to fires and in some measures to timber 
lease logging of small woodlots. Again the 
financial set-up, and difficult logging conditions 
particularly in swamp areas where railroad con- 
struction and skidders are necessarily employed, 
make it imperative to clear cut. While some 
of the companies stated they expected to liqui- 
date their businesses in from three to ten years, 
many of them added that similar statements had 
been made -.for the past twenty or more years. 
Others, in erecting their operations years ago, 
expected to be in business for a period of only 
four or five years, but have remained in one 
location for as many as twenty years. In 
other words, the rapid growth of southern pine 
surprises even its most ardent advocates. 


Willing to Conserve Where Practical 


Various reasons are given for company forest 
policies, Mr. Moore reported, and while a ma- 
jority are cutting to “profitable diameter,” with 
proper inducement, they could easily be influ- 
enced to change, with fire protection and other 
encouragement, to better methods of logging. 
As a matter of fact, he commented, timber 
growing has never been made attractive to the 
forest land owner in this region. Those opera- 
tors who undertook good woods practices have 
done so despite the difficulties of fire and theft. 
While 90 percent of the total acreage owned in 
fee simple by the subscriber mills is covered by 
fire protection, in most cases adequate, it is 
pointed out that absence of stock laws in some 
States results in open ranges and persistent 
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burning of lands, “even in this day of so called 
higher agricultural training.” Mr. Moore’s re- 
port goes on to show the measure of willingness 
of the pine operators to practice forest manage- 
ment and selective logging were conditions to 
make such practical. He stated that 57 purely 
timber lease operators report they are actually 
attempting selective logging. Ad valorem taxes 
were generally reported as favorable, some situ- 
ations bad in respect to assessments, and other 
situations improving. 


Pulp Mill Lands Will Supply Saw Logs 


Interchange of sawlogs and pulpwood between 
industries in the South was predicted by Frank 
Heyward, Jr., general manager of the Southern 
Pulpwood Conservation Association, Atlanta, 
who invited close co-operation from the pine 
manufacturers. Sale of sawlogs to the lumber 
manufacturers by the pulpwood industry, he 
said, is on the basis of the higher value. He 
called for better co-operation among all the 
forest agencies in the South, and declared his 
industry had long ago recognized the principle 
of integrated production. The pulp paper indus- 
try, he said, will produce more saw timber 
than the sawmills themselves, because of the 
large land ownership. 


Apply Tested Principles to Economic 
Problems 


Nothing new is required, only the application 
of the philosophy tried and tested for 150 years 
to solve the problems of today, declared James 


framework within which they may attain the 
desired objectives. The second, if industry does 
not face the issue, must be public control. The 
third is public ownership. It is largely up 
to industry to define the limitations within which 
it will work, Mr. Silcox affirmed. The forester 
warned the lumber group that he was pre- 
pared to go the way of regulation, both State 
and Federal, if necessary; and ask for a bond 
issue for acquisition of timber lands so as to 
leave the sawmill men only the manufacturing 
operations. He asserted the Southern Pine 
Association must realize the problem involved, 
and step up the conservation program <o that 
its organization work will rank with that on 
grade rules, manufacturing and merchandising. 
He repeated he would help in any way to work 
through Government processes and departments 
to get the work done. Blaming taxes, etc., as 
the reason why forestry is not practiced, was 
decried inferentially. 

Chairman Seaman, of the committee. who 
presided, expressed the view that U. S. Forester 
Silcox could have the assurance that the South- 
ern Pine Association will co-operate on proposi- 
tion one; that he could forget two and three. 

Preceding Mr. Silcox’s remarks, brief talks 
were made by E. O. Sieke, Texas State for- 
ester; Fred Merrill, Mississippi State forester ; 
S. W. Fordyce, of the Kansas City Southern 
Railway; Ralph Hayes, head of the Louisiana 
State University Forestry school; and, Ed R. 
Linn, secretary-manager of Southern Hardwood 
Producers (Inc.). Mr. Merrill urged greater 
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that sort, I suppose, our inspectors have to 
hide behind a tree somewhere and count off 
the hours worked. Under the best of con- 
ditions, it is extremely difficult to work up 
complete cases which must tie in both the 
many small feeder operators and concentra- 
tion yards and establish that goods have been 
produced for interstate commerce in viola- 
tion of the Act. 

Feel Assured of Success Against Violators 

Yet, despite these handicaps, we are confi- 
dent that violations can be established with 
sufficient certainty to insure success in liti- 
gation. For some time now every field office 
in the South has been concentrating on in- 
vestigations in the lumber industry. This 
work is bearing fruit. Shortly before I left 
Washington I received a report that 139 such 
cases were under investigation, and reports 
had been received in 42. There are 29 cases 
in one State alone. Several cases are almost 
ready to be taken into court. Understanding 
the magnitude of the job, I think you will 
agree that this represents something more 
substantial than an attempt to mop up the 
tide. There are likely to be prosecutions 
sooner than some of the violators may think. 

Special Interpretations Clarify Law’s 
Provisions 

If the lumber industry, South, North, or 
West, has encountered any unusual difficulty 
in getting official interpretations of any of 
the law’s “ambiguous provisions,” I do not 
know what they are. We have issued some 
eight or nine interpretive bulletins—always 
with the stipulation that, of course, the 
courts have the final say—to inform em- 
ployers of the principles that guide the Ad- 





View of the audience at the start of the open forum on the Wage-Hour law, held in connection with the closing session of the twenty- 

fourth annual meeting of the Southern Pine Association in New Orleans, March 24. Elmer F. Andrews, Administrator of the Wage 

and Hour Division, was the principal speaker. A few minutes after this photograph was taken, every available chair in the audi- 
torium was occupied, and many persons stood at the rear and along the sides of the room 


A. Emery, general counsel of the National 
Association of Manufacturers, Washington, 
D. C., in a discourse on “Philosophy of Business 
Legislation.” The speaker stressed the fact that 
excessive taxation lessened the individual’s 
capacity to purchase goods, as well as increasing 
the cost thereof. He attacked the use of re- 
serves from the payroll tax, and urged that the 
“pay as you go” plan be substituted in order 
to reduce the burden on business. He pointed 
to 200 specific forms of Government competi- 
tion with private enterprise. The handicaps 
suffered by business from the wage-hour law, 
the one-sided Wagner (NLRB) Act, and other 
new Governmental interferences were cited as 
illustrations of wrong approach to problems 
that will yield to the application of .recognized 
principles. 


CONSERVATION COMMITTEE 
LUNCHEON 


Pointed declaration that he had not with- 
drawn from his principles, but would hold in 
abeyance pressure for extension of Federal 
control in forestry matters, to afford the lum- 
ber industry opportunity to demonstrate its abil- 
ity to cope with the situation, was voiced by 
Chief Forester Silcox at a luncheon tendered by 
the SPA conservation committee to visiting for- 
esters and guests. 

The first proposition, said Mr. Silcox, is to 
co-operate with private owners in setting up a 


co-operation, and pointed to advantages farmers 
obtain from the Government. Mr. Linn sug- 
gested that foresters take more interest in hard- 
woods. 


Wage-Hour Enforcement Is Big Job 


Warning to prospective violators of the 
Fair Labor Standards Wage-Hour Act, that 
litigation with dissatisfied employees may prove 
much more expensive than voluntary compli- 
ance, was voiced in the afternoon session by 
Elmer F. Andrews, Wage-Hour Division Ad- 
ministrator, who deprecated the complaints 
relative to slowness in enforcement of the Act. 
He said in part: 


The forest products industry is scattered 
in thousands of establishments, big and little. 
throughout the South. The logging and saw- 
mill phase of the industry has a disconcert- 
ing way of refusing to “stay put.” It is here 
today and somewhere else tomorrow. _ In 
the very nature of things, it has to move 
about to where the trees are. There are big 
logging camps employing hundreds of men 
and keeping air-tight records, and there are 
little ones employing a dozen or so and where 
the boss keeps his records in his head. Some 
times you can get little help from the em- 
ployees themselves. They may be unaware 
of their rights under the law. Some of them 
“disremember” how many hours they worked 
last week or week before last. In cases of 


ministrator in the performance of his duties, 
and these are common property. One of 
them—Interpretive Bulletin No. 7—bears di- 
rectly upon the lumber industry in that it 
interprets the exemption granted to forestry 
or lumbering operations “performed by a 
farmer on a farm as incident to or in con- 
junction with such farming operations.” 


While “agriculture” is sometimes used in 
a broad sense as including the science and 
art of cultivating forests, it is our opinion 
that its application has been limited in Sec- 
tion 3 (f). 


Our Bulletin No. 7 holds that: “Under Sec- 
tion 3 (f) forestry or lumbering operations 
are within the agriculture exemption when 
performed by a farmer or on a farm, but only 
“as an incident to or in conjunction with 
such farming operations.” This precludes 
logging or sawmill operations on a farm 
undertaken on tehalf of the farmer, or on 
behalf of the buyer of the logs or the result- 
ing lumber by a contract logger or sawmill 
owner, unless it can be shown that these log- 
ging or sawmill operations are clearly inci- 
dental to farming operations on the farm 
on which the logging or sawmill operations 
are being conducted. 

Many inquiries have been made as to 
whether the Act applies to employers en- 
gaged in forestry or lumbering operations 
having a small number of employees. The 
Act provides no exemption for employers on 
the basis of the number of their employees. 
If employees in the-industry are otherwise 
entitled to the benefits of the Act, they are 
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not excluded from its coverage by reasons 
of their small number. We believe both the 
intent of Congress and our interpretation of 
that intent are clear enough. 

The northen branches of the logging and 
sawmill industry came to us asking for ex- 
emption on seasonal grounds. The exemp- 
tion was denied, and our findings and 
determination were set forth at length in 
12 pages. That, too, we believe, is clear. 

In addition, to meet insistent demands, we 
have poured out a stream of press releases 
and of question-and-answer material which 
is yours for the asking. Yet if there are still 
other problems upon which you want our 
opinion, you have only to send them in to us 
and I will undertake to guarantee that we 
will do our best to supply the answers. 

Let me warn that 25 cents an hour means 
exactly that and not 25 cents minus what a 
grasping employer can recapture in profits 
at the company store, or by renting shanties 
in the clearing at penthouse prices. The pro- 
vision of the Act which permits the em- 
ployer to include in wages the “reasonable 
cost” of furnishing board, lodging or other 
facilities does not, in our opinion, include a 
profit to the employer. 


Promises to Eliminate Chiselers 


“The Fair Labor Standards Act,” said Mr. 
Andrews, “became the law of the land exactly 
five months ago today. It would have been 
illogical to expect instant compliance from the 
hundreds of thousands of employers whom it 
affects. No statute is absorbed into the customs 
and folkways of the people as quickly as that. 
The wonder is not that there are a few violators 
here and there; the really heartening thing is 
that the vast majority of business men every- 
where, as in the lumber industry, support the 
law and are complying with it without waiting 
to be persuaded. If success in enforcement is. 
to be measured by the number of people we can 
drag into court and thence off to jail, then we 
must confess failure. But if success is measured 
by a constantly applied presure for compliance, 
a pressure that is going to increase until the 
last law breaker is brought into line then we 
have a right to claim some success. I expect 
your continuing support. In return, I promise 
you that we shall eliminate those chiselers on 
the marginal fringe of your industry for your 
own good, for the good of the South, for the 
good of the country and its toiling millions. 
To the best of my ability, I will keep that 
covenant. 


Administrator Answers Questions 


Following his address, Mr. Andrews an- 
swered a series of questions placed before him 
by means of a question box: 

Q—If a carrier takes lumber from one 
State through another, and back into the 
original producing State for use...? A— 
It is not subject. The law is not as technical 
as that. 


Q—When the piecework rate pays more 
than an hourly (minimum) basis, what about 
the employee who doesn’t produce enough to 
meet the requirement in earnings? A—The 
law does not presume to displace the em- 
ployer’s judgment. 

Q—A concentration yard buys lumber from 
a co-operative mill. Is the mill under the 
law, and is the concentration yard justified 
in continuing to buy from the source? A— 
The interstate feature of distribution applies; 
a bulletin will be out soon dealing with 
co-operatives; refer to it. 


Q—Are men working to re-construct a mill 
under the law, even when the mill is not 
working? A—yYes, even when the work is 
being done by a contractor instead of by the 
mill crew. This example compares to a de- 
cision involving the repair or reconstruction 
of an interstate rail carrier bridge across a 
river. A court decision probably is needed 
on this point. 


Q—If employees are dependent upon weather 
conditions as to whether they can work or 
not, can average working time be taken for 
two or four weeks’ period; if not, what are 
the prospects for a change? A—This is be- 
ing discussed, and, if a fair recommendation 
is made, it will be supported. 


Q—What is being done to require all Gov- 
ernment agencies to purchase goods produced 
in conformance with the Wage Hour Act. 
A—Mr. Andrews referred to the enforcement 
of the Walsh-Healey Act, and stated informa- 
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tion is being exchanged with the various 
agencies; that the matter has been taken up 
with other departments with agreement not 
to buy violation goods. 

Q—In a company operating both in agri- 
cultural and industrial field, an employee 
works 28 hours in the farm end, and 28 in 
the plant. Is overtime due? A—Counsel has 
ruled there can be no segregation within the 
same work week. 

Q—A company operates two separate and 
distinct plants, one manufacturing for inter- 
state and one for intrastate distribution. A— 
The employees are rated just as the products 
of the mills are classified. 

Q—If a company sells power to a manufac- 
turer who ships interstate, is the power plant 
subject to the law? A—See the Edison (New 
York) case. Unless the power company sells 
power across the State line, it is not under 
the Act. 

Q—If a company operates a sawmill, and 
a pulp plant, and is engaged in planting 
trees ... 7? A—The planting of trees is an 
agricultural operation; they may burn before 
being cut for lumber for interstate shipment. 
This holds good unless the practice is an 
evasion, and the employees actually sawmill 
workers, 

Q—A company has a skilled employee who 
was paid above the minimum at $55 a week, 
not on an hourly basis, but about 50 hours; 
suppose a contract is made for his services 
at a rate per hour on a 40-hour basis, so that 
at time-and-a-half for 50 hours work, he gets 
the $55 a week as before. A—This is not 
within the intent of the law, but it would be 
difficult to apply a penalty. 


National's Manager, Pine Counsel, Speak 


After his answers, the afternoon’s session, 
which was sponsored by the Southern Pine 
Industry Committee, of which C. C. Sheppard 
is chairman, was concluded by brief talks by 
Wilson Compton, secretary of the National 
Lumber Manufacturers Association, and R. C. 
Fulbright, general counsel of the Southern Pine 
Association. 

Mr. Fulbright opposed any change in the 
Interstate Commerce Commission; said he did 
not think uncertainty should be added to by 
enactment withdrawing the discretionary power 
of the I. C. C. in flat rail rate increase applica- 
tions; pointed out that bills in Congress to set 
rates by fiat would destroy more favorable rail 
rates now enjoyed by lumber; and opposed any 
enactment of Congress that would delegate to 
the Labor Standards Administrator the power 
to make laws by giving his regulations legal 
and binding force. 


TRANSPORTATION COMMITTEE 
STUDIES MILEAGE RATES; WATER 
COMPETITION 


New Orveans, La., April 3.— Increasing 
burdens laid upon lumber, through restrictions 
and higher freight rates, as compared to far 
lower costs per square foot available to com- 
peting materials, were discussed in a meeting 
here March 22, of the transportation committee 
of the Southern Pine Association. The so called 
Transportation Act of 1939 was attacked as 
giving the President, through indirect device, 
the power to control the policy of the Inter- 
state Commerce Commission. 

“During the era of transportation monopoly,” 
said Chairman Wiener, “there was a growing 
tendency to fix rates on a mileage basis. Of re- 
cent years, there has been an increasing ten- 
dency to fix so called column rates, or figures 
which represent varying percentages of first 
class rates. Commodity rates have increasingly 
been cancelled and assigned to particular col- 
umns. This system of rate making is partic- 
ularly prevalent in Official Classification ter- 
ritory, but by no means limited thereto. It has 
been growing by leaps and bounds within the 
South and Southwest. Commodity rates are be- 
ing cancelled and assigned to these columns.” 

The speaker pointed out that, in Official Ter- 
ritory, lumber is assigned to take a mileage 
basis of 25 percent of the first class rate, and 
that since the horizontal advances of March, 
1938, lumber has been assigned to Column 25-K 
which includes the authorized increases. Mr. 
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Wiener pointed out that when this adjustment 
was effected, the SPA was instrumental in 
having the Interstate Commerce Commission 
state that the action should not be construed 
as approving this basis in any other territories, 
or from any other territory; yet the northern 
carriers stand firm that, in adjustment of rates 
into Official Territory, there shall be no modi- 
fication of that system. 

Southern manufacturers, warned Mr. Wiener, 
will gain no comfort from a thought that such 
a system would bar West Coast competition 
because of the longer haul, for (1) the water 
carriers in combination with trucks will hold 
them in eastern markets and (2) the transcon- 
tinental carriers have already demonstrated they 
will not sacrifice their lumber revenue tonnage. 


Competing Materials, Other Regions, 
Given Advantages 


Data showing that business in competing ma- 
terials is largely built upon freight concessions 
to the manufacturers, granted to meet short- 
haul truck competition, were quoted to the com- 
mittee and other Southern Pine Association 
subscribers by A. G. T. Moore, SPA traffic 
manager. Pool-car arrangements and other dis- 
tributing advantages of such materials, Mr. 
Moore pointed out, also serve to render the 
movement of lumber more difficult. He also 
showed the comparative production of fir per 
labor hour etc., and then went on to point out 
that the present North Pacific rail rate to De- 
troit is 21.9 percent above 1917, whereas the 
Southwestern rate is 49.8 percent up, and the 
Mississippi Valley rate 51.5 percent above 1937. 

“This sort of situation” said Mr. Moore, “has 
been brought about by the ability or desire of 
the transcontinental originating roads to keep 
their lumber in Northern and Eastern market 
a desire or ability which has not been mate 
by the South’s originating roads. For relief ‘vom 
a situation such as this we can not look to the 
Interstate Commerce Commission. What- 
ever is done must be initiated voluntarily by 
our originating railroads, and if there are in- 
fluences among the northern lines, whether it 
be financial or otherwise, which are so strongly 
entrenched as to continue to hold our own 
originating railroads powerless to effectuate re- 
ductions on our product, as has been the case in 
the past, then our originating railroads should 
be frank enough to tell us what they are.” 


GRADE RULES COMMITTEE RECOM- 
MENDS SEVERAL CHANGES 


New Orteans, La., April 3.—Restoration 
of present moisture content standard for kiln 
dried and air dried lumber, which had been 
changed in a recommendatory action in Febru- 
ary, was effected in a meeting here March 22 of 
Southern Pine Association’s grade rules com- 
mittee; its actions are recommendatory to the 
directors. The vote at this meeting recom- 
mended continuing in effect the existing mois- 
ture content limitations. Other actions of the 
committee, in respect to modifications passed 
upon in the February meeting, included: Re- 
approval of the new specification of the No. 3 
board, which was reported as having met with 
acceptance because of industrial user value. 

Re-approval of the new No. 1 dimension 
(both longleaf and shortleaf) which would in- 
crease limitation, place restrictions’ on ring 
(barring below 4 rings per inch) and result in 
assignment of stress value. 


New No. 2 Dimension Rule 


Disapproval of the proposed new No. 2 di- 
mension rules, and substitution therefor of the 
presently existing rules, reading as follows: 
(360) No. 2 Longleaf dimension must be 
suitable for use without waste, and will 
admit the following or the equivalent: Sound, 
firm, encased and pith knots which do not 
occupy more than one-half the cross-sec- 
tion of the nominal rough piece at any point; 
loose, hollow or decayed knots, and knot 
holes one-half the maximum size knots per- 
mitted; through checks; deep torn grain or 
imperfections in dressing; through pitch 
bockets; pitch; pith; through shakes; medium 
Bplits; l-inch streaks of decay not to exceed 
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% the length of the piece; red heart; medium 
stain; wane not to exceed % the wide face 
and each piece to have a %-inch nailing edge 
at every part of length of narrow face. Di- 
mension with variation in sawing or equiva- 
lent mismanufacture which is not more than 
%-inch scant of standard dressed thickness 
or width, shall be admitted in No. 2, provided 
such pieces are in all other respects as good 
as No. 1 longleaf dimension for the length of 
such variation. 


——(New) Special: The foregoing No. 2 Long- 
leaf dimension may be graded to provide a 
working stress quality as No. 2 longleaf (1050 
lbs. F), and when so specified, the additional 
limitations shall be as follows Sound, firm, 
encased and pith knots, if located at the edge 
of wide face, shall not occupy more than 4% 
the cross-section; the sum of the sizes of all 
knots (measured between lines enclosing 
knot and parallel to edges of piece) within 
the middle half of the length of any face 
shall not exceed 4% times the size of the 
largest knot allowed; and slope of grain shall 
not exceed 11-inch in 8 inches of length. 
(411) No. 2 dimension must be suitable 
for use without waste, and will admit the fol- 
lowing or the equivalent; Sound, firm, encased 
and pith knots which do not occupy more 
than one-half the cross-section of the nomi- 
nal rough piece at any point; loose, hollow 
or decayed knots, and knot holes one-half the 
maximum size knots permitted; through 
checks; deep torn grain or imperfections in 
dressing; through pitch pockets; pitch, pith; 
through shakes; medium splits; 1-inch streaks 
of decay not to exceed % the length of the 
piece; red heart; medium stain; wane not 
to exceed % the wide face and each piece to 
have a ¥%-inch nailing edge at every part 
of length of narrow face. Dimension with 
variation in sawing or equivalent mismanu- 
facture, which is not more than \%-inch scant 
of standard dressed thickness or width, shall 
be admitted in No. 2, provided such pieces 
are in all other respects as good as No. 1 
dimension for the length of such variation. 
(New) Special: The foregoing No. 2 di- 
mension may be graded to provide a work- 
ing stress quality as either No. 2 Dense (1050 
lbs. F) or as No. 2 Medium Grain (900 lbs. F), 
and, when so specified, the additional limita- 
tions shall be as follows: Sound, firm, encased 
and pith knots, if located at the edge of wide 
face, shall not occupy more than % the cross 
section; the sum of the sizes of all knots 
(measured between lines enclosing knot and 
parallel to edges of piece) within the middle 
half of the length of any face shall not ex- 
ced 4% times the size of the largest knot 
allowed; and slope of grain shall not exceed 
1 inch in 8 inches of length. 

Establishment of the. droppings grade in 
flooring, ceiling and siding was deferred in 
order to give the SPA staff more time to study 
the application of the proposed rule. The publi- 
cation of the Grade Rules Book embracing “the 
changes recommended, is not to be deferred. 


New Rule for "C" Finish 


_A_ substitute Rule (165) for “C” Finish, to 
displace the form approved in the February 
meeting but which was found not sufficiently 
close to grades actually being shipped, was 
adopted, and the new rule read as follows: 
(165) “C” Finish will admit the following 
or the equivalent: Medium surface checks; 
through checks not to exceed -inch wide; 
slight cup; medium split; an average of six 
pin holes per surface foot; sound, firm and 
encased, tight, small knots; one such knot 
of medium size in 5- and 6-inch widths; two 
such knots of medium size in widths over 
6-inch; defective dressing or skips that will 
not prevent its use as finish; medium torn 
grain; light pitch; small pitch pockets; one 
medium pitch pocket in 5- and 6-inch widths; 
two medium pitch pockets in widths over 
6-inch; medium pitch streaks; pith not over 
¥%-inch wide by 6 inches long, or %-inch 
wide by 3 inches long; 25 percent firm red 
heart; slight shake not to exceed in length 
the width of the niece; light stain; 15 per- 
cent medium stain; wane %-inch deep, % 
the length of the piece, and not to exceed 
either 1 inch wide or \% the width of the 
piece. Pieces grading as good as “B” Finish 
in all other respects will admit one of the 
following or the equivalent: One small pith 
knot; medium pitch; split not to exceed 4 the 
length of the piece; firm red heart. The re- 
verse side of “C” Finish may not be lower 
than No. 1 grade for common strips and 
boards, except it may contain decayed small 
knots. 














Wood that bears 
burdens and wins 
good will 


VV EEL 
Yellow Pine 


This Long Leaf is the wood that wins 
in the tests of time and wear. Sell 
it for the hard and heavy jobs. It's 
the ideal lumber for substructures 
and framing. Strong, straight, tough, 
upstanding, it carries the loads, 
stands the stress, resists deteriora- 
tion. Our Wiergate mills, largest in 
Texas, have finest modern equip- 
ment to dress, dry and deliver Long 
Leaf at its best. We offer you prompt 
service. 


I'WIER LONGLEAF. 
| LUMBER CO. 
| HOUSTON. TEXAS. 
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ELIZABETH, LOUISIANA 


ELLOW PINE 


Timbers, chemically treated to 
prevent stain. 
Eased Edge Dimension 


Complete line of kiln dried 
Yard and Shed Stock 














Appalachian 


HARDWOODS 


Lumber of distinguished 
beauty and serviceabilty 


We specialize in Oak and Poplar. 


Soft-textured high-quality Appal- 
achian lumber, well-manufactured. 
Careful attention to inquiries and 
orders, Let us hear from you. 


WILDERNESS 
LUMBER CO. 


NALLEN, W. VA. 





SABINE 
Shortleaf 


Yellow PINE 


Sabine stock sells better than or- 
dinary lumber. It has the good 
looks and the fine quality that 
come of choice timber and care- 
ful manufacture. It's all double- 
end trimmed, smooth and square. 
Uniform lengths at least 14” full. 
The three big modern Sabine 
mills have precision machines 
and every new-day- facility for 
refined quality production. 


Order a Sabine Mixed Car—Com- 
mon Lumber, with Finish, Trim. 
End-Matched Y. P. Flooring, Oak 
Flooring, etc. Cars carefully 
loaded to protect the lumber and 
for convenience in unloading. 


Sabine Lumber Co. 


SALES OFFICE: 
Arcade Bidg., ST.LOUIS, MO. 


MILLS: 
Zwolle, La. 
Trinity, Texas 
New Willard, Texas 


CHAPMAN & DEWEY 
LUMBER COMPANY 


* Memphis, Tenn. * 











Manufacturers of high grade 


OAK FLOORING 


AND 


HARDWOOD LUMBER 


from famous St. Francis Basin 


Wire for quotations. 








Yard Stock Specialist 
SOUTHERN 


PINE & : 
HARDWOODS 


CARS 
BAND-SAWED 


Prompt attention to inquiries 
and orders. Write today. 
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What the Associations Are 
Planning and Doing 


Meetings to Be Held 


April 10-13—Lumbermen’s Association of Texas, 
Beaumont, Tex. Annual. 


April 13-14—Southern Pine Loggers Group—east- 
ern Louisiana, Mississippi and northern Ala- 
bama, Natchez, Miss. Annual. 


April 14—Appalachian Hardwood Manufacturers 
(Inc.), Hotel Gibson, Cincinnati, Ohio. Spring 
meeting. 


April 14-15—Florida Lumber & Millwork Associa- 
tion, Hollywood Beach Hotel, Hollywood, Fla. 
Annual, 

April 18-19—Carolina Lumber & Building Associ- 
ation. Columbia, S. C. Quarterly meeting. 


April 20-21—Arkansas Association of Lumber Deal- 
ers, Marion Hotel, Little Rock, Ark. Annual. 


May 4—Southeast Missouri Lumber Dealers’ Asso- 
ciation, Cape Girardeau, Mo. Annual. 


May 4-5—Associated Cooperage Industries of Amer- 
ica, Jefferson Hotel, St. Louis, Mo. Annual. 


May 6—Arizona Retail Lumber & Builders Supply 
Association, Westward Ho Hotel, Phoenix, 
Ariz. Annual. 


May 9-10—National Retail Lumber Dealers Asso- 
—— Raleigh Hotel, Washington, D. C. An- 
nual. 


May 11 and 12—Kansas Lumbermen’s Association, 
Masonic Temple, Salina, Kan. Annual. 


May 25-26—National Association of Commission 
Lumber Salesmen, Hotel Peabody, Memphis, 
Tenn. Annual meeting and National Forest 
Products Sales Congress. 


June 6-7—National-American Wholesale Lumber 
Association, Westchester Country Club, Rye, 
N. Y. Annual, 


June 14-16—South Dakota Retail Lumbermen’'s 
Association, Rapid City, 8. D. Annual. 





Florida Association Has Attractive 
Program for April Convention 


Hottywoop, Fia., April 3.—Plans are per- 
fected for the annual convention of the Florida 
Lumber & Millwork Association, to be held in 
the Hollywood Beach Hotel, here, April 13-15. 
An attractive program, combining business and 
pleasure, is in prospect. Guest speakers will 
include Roe Fulkerson, nationally known au- 
thor, and the Hon. Mark Wilcox, former Flor- 
ida congressman. 

Business sessions will be held only on Fri- 
day and Saturday mornings, leaving the after- 
noons free for recreation. The directors will 
meet on Thursday evening, April 13, and there 
also will be a conference on millwork that eve- 
ning. 





Carolina Meeting on April 19 


CHARLOTTE, N. C.—Members of the Carolina 
Lumher & Building Supply Association in the 
vicinity of Columbia, S. C., will hold an all-day 
meeting there April 19, according to E 
Garner, secretary of the association. 

Directors of the association will hold a meet- 
ing in Columbia the evening of April 18. 





Strong Program Arranged for 
Arkansas Dealers’ Annual 


Littte Rock, Ark., April 3—The 35th an- 
nual convention of the Arkansas Association of 
Lumber Dealers will be held at the Hotel Ma- 
rion, here, on Thursday and Friday, April 20 
and 21. | 

Gov. Carl E. Bailey is expected to address 
the convention on “Parity in Freight Rates” ; 
R. E. Saberson, Weyerhauser Sales Co., on 
“Salesmanship”; Don A. Campbell, president 
National Retail Lumber Dealers Association, 
on “Plans of the National”; Joe Sanders, of 
the Insulite Co., on “Co-operation”; and Paul 
E. Kendall, of the Merchandising Institute of 
the NRLDA, on “Tested Selling Methods.” 

The annual banquet will be held at the Marion 


on Thursday night. The ladies of the conven- 
tion will come in for their share of special 
entertainment. The “Lumber Sals” of Group 
No. 12, under the leadership of Mrs. J. C. May 
and Mrs. J. N. Cook, are making plans to en- 
tertain the visiting ladies. 





Southern Pine Loggers to Inspect 
Sustained-Yield Operation 


New Oreans, La., April 3—A meeting of 
the Southern Pine Loggers’ Association for the 
district comprising Mississippi, East Louisiana 
and North Alabama, under auspices of the 
Southern Pine Association Conservation De- 
partment, was announced by the Department 
here today for April 13 and 14 at Natchez, 
Miss. Business sessions will be held at Hotel 
Eola, and the Crosby Lumber & Manufacturing 
Co. will be host to the visiting loggers and tim- 
bermen. 

The sessions on April 13 will be held in 
Natchez, when there will be an interchange of 
ideas and methods on logging and woods opera- 
tions and talks on various subjects connected 
with logging, and on April 14 the visitors will 
be taken to Crosby, Miss., near Natchez, for 
an inspection of the Crosby Lumber company, 
operations which are being conducted on a 
sustained-yield basis. 





New Southern California Manager 
for Redwood Begins Work 


Los ANGELES, CALIF., April 1—A new, more 
intensive, and sustained promotion program for 
redwood among the consuming factors in this 
area was launched recently by redwood mill 
representatives and the California Redwood As- 
sociation, through its newly appointed South- 
ern California of fice 
manager, Lawrence L. 
Witty. A story of the 
assumption by Mr. 
Witty of his new duties 
appeared on page 67 of 
the AMERICAN LUMBER- 
MAN’S issue of March 





L. L. WITTY, 
Los Angeles, Calif.; 
New Manager 
Redwood, 
Southern California 





25. His headquarters 
are in Architects Build- 
ing, Fifth and Figuero 
Streets, this city. 

Working also in the 
Southern California of- 
fice of the association 
will be Lawrence J. 
Klein, technical advisor on redwood usage, for- 
merly in the San Francisco office of the asso- 
ciation. Mr. Klein’s recent activities in super- 
vising erection of the Redwood Empire Build- 
ing at the Golden Gate International Exposi- 
tion on Treasure Island have resulted in much 
favorable comment on lumber usage in Exposi- 
tion structures. 








More Fires Fought; Loss Reduced 


SEATTLE, WasH., April 1.—Thirty-first an- 
nual report of the Washington Forest Fire As- 
sociation reveals that 1938 acreage loss was re- 
duced almost two-thirds, though number of fires 
fought more than doubled. “Naturally, the year 
was a costly one,” President J. L. Bridge de- 
clared. The association field force was very 
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heavily reinforced by the State division of for- 
estry, U. S. Forest Service and CCC. C. S. 
Cowan, chief fire warden, reports that while 
fires caused by logging had decreased, fires 
started by recreationists increased greatly. Only 
2.6 pecent of all fires were caused by loggers. 
Incendiary fires are still a problem; in 1938 they 
amounted to 23.2 percent of the total. Logging 
equipment loss amounted to $72,475. 





Texas Millwork Groups Re-elects 
All Officers 


Datias, Tex., April 3.—The first annual 
meeting of the Texas Millwork Association was 
held here, March 21, and all officers and di- 
rectors who had been serving the association 
since its inception were re-elected. This group 
includes : 

President—Albert Steves, Jr., San Antonio. 

Vice Presidents — H. 
K. Osborne, Houston, 
and Keith Tuggle, 
Brownsville. 

Secretary - Treasurer 
—H. T. Didesch, San 
Antonio. 

Directors re-elected 





ALBERT STEVES, Jr.., 
San Antonio; 
President 





include: W. N. Brown, 
Houston; Frank Cech, 
Corpus Christi; W. S. 
Drake, Jr., Austin; W. 
L. Fuller, Dallas; G. F. 
Granberg, San Antonio; 
E. B. Ingram, Fort 
Worth; P. W. Tibbs, 
Oklahoma City; I. L. 
Titus, Texarkana; and 
C. Trautschold, Waco. 

The Cost Guide committee, appointed by 
President Steves, consists of: 

. E. Shields, chairman, Dallas; E. B. In- 
gram, Fort Worth; P. W. Tibbs, Oklahoma 
City; N. J. Welsh, Jr., Corpus Christi; Sher- 
man Freeborn, San Antonio. 

The principal function of the committee will 
be to work out ways and means of supplying 
the Dallas-Fort Worth Cost Guide to the mem- 
bership of the association as a part of the mem- 
bership service. 

Secretary-Treasurer Didesch reported on the 
status of several United States housing pro- 
jects in Texas and outlined the manner in 
which the merits of wood sash and frames are 
being brought to the attention of the architects 
concerned. President Steves reviewed the or- 
ganization of the association and discussed its 
accomplishments and prospects. 

The next meeting of the association will be 
held at San Antonio on Tuesday, June 13. 





Arizona Retailers Set Date for Their 
Annual Convention 


PHoENIX, Ariz., April 3—Announcement is 
made by Chris Totten, secretary Arizona Re- 
tail Lumber and Builders’ Supply Association 
(Inc.), that the annual convention of that or- 
ganization will be held at the Westward Ho 
Hotel, in Phoenix, on May 6. The program 
is not completed at this time, but as soon as 
some details have been filled in it will be made 
public. 





Revive West Texas Association 


Luspock, Tex., April 3—A group of mem- 
bers of the West Texas Lumber Dealers’ Asso- 
ciation, who with their wives numbered about 
100, met at the Hotel Lubbock, on the evening 
of March 15 to revive that organization. S. 
Lamar Forrest, of Lamesa, presided and guest 
speakers included Carl Locke, president of the 
Lumbermen’s Association of Texas, and C. A. 
Pickett, secretary-manager of that association. 
Directors were named who will nominate offi- 
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ESSCO Precision Lumber means better 
values and better buildings for customers, 
better sales and profits for dealers. 


Now is the time to stock up on some or 
all of these time-tested quality products. 


. 
e 


ESSCO Southern Pine ESSCO Hardwoods 


ESSCO Klamath Soft Pine 
ESSCO Oak Flooring ESSCO West Coast Woods 





FXCHANGE SAWMILLS SALES Co. 
1111 R. A. Long Building, KANSAS CITY, MO. 











OUMIVMIM 





Lee H. Shepherd, President M. C. Shepherd, Vice-President H. Scott Shepherd, Secy.-Treas. ~ 


LEE H. SHEPHERD & BROS. LUMBER COMPANY 


McRae, Georgia 
We announce completion of our new band mill at McRae, Georgia. 
Present production 24,000,000 feet. Largely original growth Short Leaf, 
but considerable fine Long Leaf. Timbers, rough or dresed, up to 


18x30-40 . . . Plank . . . Dimension . . . Boards . . . Kiln-Dried Finish 
» « « Flooring .. . Ceiling .. . Siding . . . Car Material. 


SHEPHERD LUMBER COMPANY, inc. 


Montgomery, Alabama 
Manufacturers and Wholesalers of Yellow Pine and Hardwoods 
Daily capacity of our Montgomery mill: 50,000 feet. 
Material from both mills grade-marked if desired 
Address inquiries for either company to Box 1084, Montgomery, Alabama. 








OCUBDMIVUMIH 











Order a set of our Planer and Jointer Knives and see 
how they compare under actual service conditions. 


Send us a paper pattern with dimensions and kind of 
SPECIAL: wood to be worked. We will quote you at once and 
give you earliest date of delivery. 


[High Speed Steel Knives and Moulding Cutters for the Woodworking Industry] 











TAYLOR, STILES & COMPANY --riecetsvitte, N. 3. 


WESTERN AGENTS: Hall & Brown W. W. Machine Co., St. Louis, Mo. 
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The BEST of the Longleaf 
is none too good for our 
Dimension and Timbers 


That’s why we USE the BEST of our high- 
quality Virgin Long Leaf, the CREAM of the 
leg, for Dimension and Timbers. That’s why 
we save out no clears. That’s why this stock 
makes good on the big jobs which demand 
lumber that can stand strains of heavy service. 
Lignasan-treated to prevent stain and discolor- 
ation. Let this better Long Leaf help you win 
more trade. Straight and Mixed Cars. Write 
us today about your needs. 


JABENTLEY LUMBER 0. 


ZIMMERMAN. LA. 


AM-MEX SALES COMPANY 


INCORPORATED 


Lumber—Plywood—Tropical Hardwoods 
28 Church Street, Buffalo, N. Y. 
Specializing in 


PLYWOOD of every description 













Idaho— 
Ponderosa— 


WHITE PINE 


Also and Sugar Pine 
° Ced id 
Fir Wallboard West Coast Products 


William Schuette Company 


New York 
Office—4i East 42d St. 





PITTSBURGH, PA. 











MFMA 


|] BROWN DIMENSION CO. | 


iges MANISTIQUE, MICHIGAN 


be 23 


LEMIEUX BROS.,INC. 


FORESTERS —- TIMBER ESTIMATORS 
APPRAISERS --- CIVIL ENGINEERS 
410-11 Maritime Bidg. NEW ORLEANS, LA. 
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cers for the revived West Texas group, which 
nominations will be presented at next meeting 
of the association. 





SPA and LMA Sponsor Conference 
on Subjects Affecting Industry 


New Or-eaNns, La., April 3.—Important na- 
tional and State industrial problems will be dis- 
cussed at a conference to be held in New Or- 
leans on April 21 under sponsorship of the 
Southern Pine Association and the Louisiana 
Manufacturers Association. Topics to be dis- 
cussed will include: Proposed amendments to 
the Wagner Labor Relations Act; prospective 
developments at the present session of Congress ; 
prospects for reduction in Federal spending; tax 
revision; probable results of the monopoly in- 
vestigation; and possibility of Congressional ac- 
tion on the patent system and its effect on in- 
dustry. In addition to prominent business lead- 
ers of the State, others to participate in the con- 
ference will include Howard Coonley, president, 
National Association of Manufacturers; S. Clay 
Williams, chairman of R. J. Reynolds To- 
bacco Co. 





Hardwood Wholesalers Enjoy 
Guatemala Color Movies 


The members of the National Association of 
Hardwood Wholesalers enjoyed an _ especial 
treat following their weekly luncheon in Chi- 
cago, March 28, when Charles Smith, president 
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of the W. O. King Lumber Co., presented 1,200 
feet of color movies which he took this past 
winter on a trip to Guatemala. Mr. Smith’s pic- 
ture story of the interesting trip began with the 
boat trip from New Orleans across the Gulf of 
Mexico, and continued through the picturesque 
old Central American country. 

The movies offered the: hardwood men a 
chance to see the bountiful flowers, ancient 
churches, marked places, jungles and hills in all 
of their naturalness. During the running of the 
pictures, Mr. Smith gave educational and geo- 
graphical description of the scenes shown and 
answered question asked by members. The 
scenes in Belize and Guatemala City were 
among the standout views shown, but every foot 
of the true-color film was immensely enjoyed. 





Western Canadian Manufacturers 
Review Market 


Vancouver, B. C., April 1—W. J. Van 
Dusen was elected president of the Western 
Lumber Manufacturers’ Association at its an- 
nual meeting here, recently, succeeding H. B. 
Dollar. Matthew Sutton is the new vice presi- 
dent. Outlook for the second quarter in British 
Columbia’s lumber industry is most promising, 
Mr. Dollar, retiring president, told members. 
China, said Mr. Dollar, possesses tremendous 
possibilities as a market, and the United States 
will undoubtedly largely increase its consump- 
tion. The guest speaker at the dinner meet- 
ing, held in Hotel Georgia, was H. R. Mac- 
Millan. 


Hardwood Exporters Vote Promotion 
at Shipboard Convention 


New Orveans, La., April 1—Plans for an 
international trade promotion campaign for 
hardwood lumber were approved by the Na- 
tional Lumber Exporters’ Association during its 
thirty-ninth annual convention, held on the Hol- 
land-America Steamship Rotterdam, which 


docked here today after a five. day cruise to 
The exporters, according to Douglas 


Havana. 





DAVE C. JOHNSON, K. L. EMMONS, 
Waverly, La.; Memphis, Tenn.; 
Retiring President Elected President 


F. Heuer, association secretary, decided to es- 
tablish a broad policy of trade promotion and 
advertising, under which activities for the ad- 
vancement of American hardwoods will be con- 
ducted in all important lumber consuming na- 
tions. Coincidentally with the advertisement of 
American hardwoods, the names of member 
firms of the association will be suggested as 
channels through which to effect purchases. De- 
tails of the program have already been worked 
out, the services of a large and recognized ad- 
vertising firm having been utilized. The cost 


of the promotion work will be sustained by con- 
tributions of exporting firms that are members 
of the association. The outline of the campaign 
was laid before the convention by O. R. 
Cheatham, for the association’s advertising 
committee. 

Another feature of the convention proceed- 
ings was an address on foreign finances by E. 
W. Faulk, vice-president of the Merchants Na- 
tional Bank of Mobile, Ala. 

A review of the association’s three years of 
experimental work in the field of entomology 
was given. This activity toward control of the 
powder post beetle was initiated at the Vicks- 
burg, Miss., mill of Anderson-Tully Co. under 
the direction of Dr. Thomas E. Snyder, of the 
Southern Forest Experiment Station, and is 
being continued at the Tallulah (La.) plant of 
the Chicago Mill & Lumber Co., at which place 
a laboratory has been erected. 

K. L. Emmons, of the Mississippi Valley 
Hardwood Lumber Co., Memphis, Tenn., was 
elected president of the Exporters, succeeding 
Dave C. Johnson. Mr. Emmons had been serv- 
ing the organization as first vice president. 
Other officers named are: A. H. Bankston, Sa- 
vannah, Ga., first vice president; C. C. Dickin- 
son, Sonheimer Lumber Co., Tallulah, La., sec- 
ond vice president; Walter Jones, Mengel Co., 
Louisville, Ky., vice president; Jos. Thompson, 
Thompson-Katz, Memphis (re-elected), treas- 
urer. Edward Barber was re-named London 
representative, and Douglas F. Heuer continues 
as secretary. 

Four directors named to fill vacancies in the 
board included: Edward V. French, Atlantic 
Lumber Co., Boston; J. S. Williford, Memphis : 
O. R. Cheatham, Augusta, Ga.; and Lee Robin- 
son, Mobile River Sawmill Co., Mt. Vernon, 
Ala. The terms of Messrs. French and 
Robinson expired this year. 

There were 75 in all in the hardwood party, 
including 30 official delegates. H.C. Berckes, 
secretary-manager and A. S. Boisfontaine, as- 
sistant secretary, Southern Pine Association, 
were on the same cruise. 
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CLUB NEWS 


Baltimore Lumber Pupils Hear 
About Western Pines 


BattrmoreE, Mp., April 3.—The managing 
committee of the Baltimore Lumber Exchange, 
meeting at the Merchants’ Club today found 
little more than routine business to occupy its 
attention, apart from the monthly reports. 
President C. Jackson Waters occupied the chair, 
and Ivan Brent, the new secretary, kept the 
minutes. 

The “school” conducted under the auspices of 
the organization held another session last Fri- 
day evening, with over 40 “pupils” present. 
Phillips A. Hayward, chief of the Forest Prod- 
ucts Division of the Department of Commerce, 
the lecturer, discoursed on western pines, tak- 
ing up Ponderosa pine, Idaho white pine and 
other related forest growths. He described their 
physical characteristics, gave details about their 
texture, region of growth, manufacture and 
distribution, and added to these facts other 
information calculated to make the students 
more competent in the marketing of stocks. 
As usual, a dinner preceded the lecture. 

Another lecture will be delivered this month, 
and later on there will follow two joint meet- 
ings of the Baltimore school and that conducted 
under the auspices of the Hoo-Hoo Club in 
Washington. An examination will be given 
later. 














Visit of Supreme Snark Inspires 
Hoo-Hoo Club to New Efforts 


MINNEAPOLIS, MINN., April 3—This week’s 
visit to Minneapolis of Snark of the Universe 
George W. Dulany, Jr., of Clinton, Iowa, has 
inspired members of the official family of 
Hoo-Hoo to even greater efforts towards fur- 
thering the rejuvenation of that Order. The 


Hoo-Hoo Club of Minneapolis, always active, ° 


provided the spark that started the Order to- 
wards a rebirth and a new life. Wheelhorses 
such as Harry Kendall, Sam Boyd, “Doc” 
Wattson, Ormie Lance, Ted Jones and others 
have never flagged in their efforts; under their 
leadership the Concatenated Order of Hoo-Hoo 
has emerged from its old burden of debt, and 
gradually a new and stronger organization is 
arising. Among current activities reported by 
general headquarters for the immediate future, 
two are particularly outstanding in interest. 

At Spokane, Wash., on April 13, will be held 
a concatenation unique in the fact that the class 
to be initiated will consist of nine young men, 
the fathers of whom are active in Hoo-Hoo. 
In the initiation ceremonies the nine charges 
to the candidates will be read by the nine 
fathers of the nine sons. Roland L. Bayne, Vice- 
gerent Snark for the Spokane district, will 
direct the concatenation. 

Members of the Dane County Hoo-Hoo Club 
at Madison, Wis., wha were initiated at a 
concatenation in Milwaukee in February will 
put on a concatenation in Madison on April 13. 
for which they have enrolled a class of 24 
initiates. C. C. Martin, of Madison, Vicegerent 
for that district, will have charge and the de- 
gree team from Milwaukee will put on the work. 


Offers Cargo Shipments to 
Atlantic Coast Trade 


PorTLAND, OreE., April 1—The C. D. John- 
son Lumber Corp., 1330 American Bank Bldg., 
here, with mills at Toledo, Oregon, has just 
announced that for the first time its products 
are available for direct water shipment from 
the company’s harbor to the Atlantic coast 
wholesale trade. The corporation has complete 
facilities for giving prompt and satisfying serv- 
ice on old growth Douglas fir, virgin Sitka 
spruce and West Coast hemlock. 

The Calmar line is putting in a regular serv- 
ice of one or two ships a month for the next 
five or six months from the company’s harbor 
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to the Atlantic coast. The first ship will be the 
SS Losmar, loading about May 12 for Balti- 
more, Philadelphia, New York and Boston. This 
will allow the C. D. Johnson Lumber Corp. to 
have available for the Atlantic coast trade 
standard schedules of 2-inch, 3-inch, and 4-inch 
Douglas fir, Sitka spruce, and hemlock. It 
will be a policy of the corporation to confine 
the Atlantic coast cargo shipments entirely 
through legitimate wholesale channels. 

C. D. Johnson is president of the corporation, 
E. E. Johnson, a son, is vice president and sales 
director, and Dean Johnson, Toledo, Oregon, 
another son, is general manager. The com- 
pany’s plant, one of the most up-to-date in the 
Pacific Northwest, has a production capacity of 
120 million to 180 million feet per year. The 
Johnson “Friend-Making Lumber” with every 
refinement of modern manufacture, is available 
in all sizes and grades. Kiln-dried stock is 
stored and loaded under cover. 


7\ 


Urge Redwood National Forest 


San Francisco, Cauir., April 1.—Citizens of 
Del Norte County, at a public meeting recently 
held in Crescent City, went on record as favor- 
ing the establishment of a redwood national for- 
est in the county. Similar affirmative action 
had previously been taken by the board of trus- 
tees, Chamber of Commerce, Harbor Commis- 
sion and Federation of Women’s Clubs of 
Crescent City, and by the Eureka Feder- 
ation of Women’s Clubs, according to 
S. B. Show, chief of the U. S. Forest 
Service in California. “The initial redwood na- 
tional forest purchase will consist of 6,251 acres 
of virgin redwood land, valued at approximately 
$180,000, near the mouth of the Klamath River 
in Del Norte County,” he stated, but added that 
as rapidly as Congress provides funds, a com- 
pact unit of some 50,000 acres costing $1,500,000 
can be formed. 
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Demanded By More Lumber Manufacturers 


© New Improued - 
LIGNASAN 


REG. U. S. PAT. OFF. 






... it gives better control of fungous sap stains under 
more severe seasoning conditions - actual tests prove 
its greater persistence of effectiveness. 


... it is economical - only 1 pound of New Improved 
Lignasan is needed to prepare 50 gallons of dipping 
solution - experience shows that costs average only 
12¢ to 15¢ per thousand feet dipped. 


... it is simple to use - New Improved Lignasan mixes 
easily and quickly in water. 


. . . mixed species of lumber can be dipped in the same 


vat at the same time. 


. . . the solution recommended for dipping generally is not 


irritating to the skin. 


Order a trial supply of New Improved LIGNASAN. See for 
yourself how it performs under your own operating conditions. 


E. 1. DU PONT DE NEMOURS & COMPANY, INC. 


GRASSELLI 


CHEMICALS DEPARTMENT 
WILMINGTON 


DELAWARE 
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REALM OF THE RETAILER 


(Continued from Page 55) 
Andersen casements, with two different 
styles of casement operator. 

At one end of the estimating room is a 
stationary cabinet, one of many in the 
building. This one is faced with Ma- 
sonite on a light wooden frame. Doors 
are plywood with black Masonite facing. 
Doors and cabinet are tooled, and the 
cabinet extends over and around the back 
of the safe which projects into the room. 

Mr. Stone, formerly a pharmacist in 
Missouri, has been in the lumber busi- 
ness in Jackson for fourteen years, and 
nearly all his active life before going 
east had been confined to Missouri, Kan- 
sas and Oklahoma. Having been away 
from Lamar, Mo., for twenty-five years, 
Mr. Stone recently took a trip back there. 
As he stood in front of the hotel one 
morning, he was startled by a voice be- 
hind him which asked, “Well, Marvin, 
how does it look to you?” 

Turning to face the questioner, whom 
he did not recognize but who was later 
identified as the local newspaper editor, 
Mr. Stone replied, “Pretty much the 
same except for the opera house. There 
was a time I was sure that three-story 





Lumber shed and coal bins of Stone 
Lumber Co. Insulation and plywood 
are in shed at right 





building was the tallest structure in the 
world, but it looks pretty darn small now, 
and I am disappointed in it.” 

On the same trip Mr. Stone visited 
Tulsa, where he once lived and circulated 
a petition to pave one of the main thor- 
oughtares. He was somewhat confused 
to find that the house in which he lived 
out on the edge of town, is now well 
within the downtown area. 

Freeport, Ill., is a thriving industrial 
center near the Wisconsin line, and 
among the several lumber concerns in the 
city is Frederick G. Smith & Co. Stop- 
ping there recently, we found W. E. 
Dildine speculating on possible changes 
that it might be advisable to make in the 
company’s sales policies. 

“With the retail lumber business in an 
evolution which undoubtedly means final 
departure from the old ways of doing 
business,” he said, “we think it is up to 
dealers to do some experimenting with 
ways of offering more complete service to 
home builders. 

“T do not see how there can be a stand- 
ard answer for the development of pack- 
age selling in lumber and building mate- 
rial yards. There are problems and con- 
ditions peculiar to every locality, and 
often peculiar to each individual yard in 
the same locality. Take Freeport, for in- 
stance. It is not a growing city. Our 
population is pretty constant. There are 


no suburban real estate developments to 
take care of incoming residents. We have 
no slums or blighted areas to clean up. 
Our population is largely conservative 
German stock. We have no building 
booms, and our contractors are capable 
and dependable. With these conditions, 
it is very questionable whether we could 
successfully launch a new home program. 
Most of our new construction is fire re- 
builds, and meeting the requirements of 
newlyweds, and an occasional new arrival 
for employment in one of the industrial 
plants. It would be pretty difficult to 
create widespread dissatisfaction with 
their present homes among our conserva- 
tive residents. 

“In a town or city that is growing and 
adding new industries, you don’t have 
to create a market for houses. It is there. 
In many of those cities it is easily con- 
ceivable that for numerous well known 
reasons the reliability of contractors 





leaves a lot to be desired, and certainly 
few will contend that contractors can sell 
homes as well as can the lumber dealer, 
properly equipped and sales-minded. In 
such cities, package selling is a logical 
step, a step that only a dealer who is fast 
asleep at the switch will fail to develop. 
Very often he should control the whole 
picture, taking the contracts for labor as 
well as for material. 

“We began experimenting with news- 
paper advertising some time ago. We 
have outside salesmen, and whether the 
advertising brings us any tangible results 
in the way of sales or not, we do know 
that it satisfies our good salesmen, feeds 
their morale, and gives them something 
to talk about. A salesman needs that 
kind of help, and if that is all we get out 
of our advertising, it is enough. 

“Now, we are considering taking on 
an architectural draftsman to prepare 
plans for new building and remodeling. 
We know that such a service pays out in 
some towns, and, believing as we do that 
this is a time for experimenting, I think 
we will try it to see what happens. How 
much we can afford to spend on such a 
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service is questionable, but I think we 
will have to set aside an amount for a 
year or two, spend it, and when we set 
it up, consider it lost until and unless it 
proves otherwise.” 





Dealer Is Channel of Information 
on Building Subjects 


A lumber dealer fully alert to his op- 
portunities and responsibilities as a pur- 
veyor of building materials to his com- 
munities is Benjamin E. Plotkin, man- 
ager of the Fairfield Lumber & Supply 
Co., Fairfield, Conn., concerning whose 
unique window display a story appeared 
in a preceding issue of the AMERICAN 
LUMBERMAN, In that story, allusion also 
was made to the fact that Mr. Plotkin 
frequently supplies his local newspaper 
editors with articles of timely interest, 
which they are glad to print gratis. Com- 
menting on this “habit” Mr. Plotkin re- 
marked, in a letter to the retail editor: 

“As building supply dealers, we are 


doing everything possible to acquaint the 
community with vital information which 
we receive from the lumber dealers’ as- 
sociations in which we hold membership, 
and the firms with which we do business. 
If there is anything we can do to promote 
the feeling of good fellowship between 
the consumer and the lumber dealer, we 
are more than anxious to do so.” 

That attitude shows a spirit of prog- 
ress and co-operation which is_ highly 
commendable, and which incidentally is 
further exemplified in an article contrib- 
uted by Mr. Plotkin to the Fairfield 
News of March 24, urging support of 
the effort to secure extension of Title I 
of the National Housing Act, which the 
newspaper printed on its’ front page. 
Therein Mr. Plotkin analyzes the advan- 
tages to home owners under Title I, 
warns of its approaching expiration, and 
says: 

“As one engaged in making a living in 
the building industry, I urge everyone 
to write to his senator and congressman 
asking that they do everything in their 
power to renew Title I of the NHA, 
now scheduled to expire July 1, 1939.” 
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Amemcan fisherman 


STANLEY 


HARDWARE 


GREATEST 

ADVANCE 

IN HINGE 
CONSTRUCTION 
IN 40 YEARS! 


JUST PUSH IT DOWN 


Anyone who knows the shortcomings of the 
common winged type of non-rising pin in door 
butts will appreciate that at last, this new Stanley 
design is the simple solution of the problem. 

e * 

The non-rising feature of this new pin is secured 
by means of a split ring attached in a groove 
in the pin. This split ring fits into a pocket 
formed in the bottom of the top knuckle of 
the butt. When the pin, through the action of 
the door, attempts to rise, the split ring comes 
in contact with the inside of the knuckle above 
the pocket and is prevented from further rising. 


ORDER FROM YOUR JOBBER 


STANLEY 








_ 


Outstanding features of the new pin are: extreme 
simplicity in construction, its effectiveness in opera- 
tion and its ease in setting and withdrawing. 

: « e 

This new pin is further evidence that Stanley 

maintains its leadership in hinge construction. 
e e 

It is impossible to so schedule production to 
introduce this new feature into all class numbers, 
sizes and finishes simultaneously, but from now on 
this is our standard type of pin and eventually it will 
appear in all plain joint butts of the 241 grade and 
up. The Stanley Works, New Britain, Conn. 


TRADE MARK 


FOR 


CAREFREE 


* PATENT PENDING 


DOORS 
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Congress Balances Spending, Taxes 


[By AMERICAN LUMBERMAN Staff Correspondent | 


NATIONAL TAX OUTLOOK FOGGY; 
ECONOMY WINS SOME ROUNDS 


WASHINGTON, D. C., April 3.—The situation 
with regard to tax legislation remains a bit 
cloudy. All indications point to removal of 
certain tax hindrances to business, while, at 
the same time, preserving Uncle Sam’s reve- 
nues. The nuisance taxes bring in some $600,- 
000,000 or so, and will be retained for at least 
another year. There continues to be talk about 
broadening the base of the personal income 
tax structure. But political expediency always 
enters in. 

The economy bloc in the House continues to 
do pretty well. The Democratic leaders really 
thought they had the votes to put over that 
provision of $250,000,000 for “parity” payments 
to farmers, which was not included in the 
President’s budget. What will happen in the 
Senate remains to be seen. The Senate has be- 
fore it the Smith Bill to pour out some $275,- 
000,000 for the cotton farmers alone. 


Business Contributions to Defense Program 
Won Praise 


Assistant Secretary of War Johnson at the 
National Industrial Preparedness Dinner of the 
American Conference on National Defense in 
New York this week declared that industry is 
co-operating wholeheartedly and _patriotically 
with the War Department. When he told Mr. 
Roosevelt that he planned to acknowledge con- 
tributions by business, the President said: “Add 
these words for me. In the revival of the 
spirit of national defense, industry is playing a 
leading and vital role. I am conscious of its 
loyalty. I appreciate its co-operative efforts. 
Its patriotic services I commend as an example 
of good and useful citizenship.” 


CAMPAIGN TO REDUCE TRANSIT 
DAMAGE AND LOSSES 


WasHincTon, D. C., April 3—The most 
aggressive nationwide campaign ever launched 
to reduce loss and damage of freight in transit 
is being sponsored by the National Association 
of Shippers Advisory Boards in a determined 
effort to bring about better packing and han- 
dling not only on the part of shippers and 
receivers but also by warehousemen, express 
and railroad companies. Twenty thousand 
shippers and receivers of freight, together with 
representatives of various trade and commercial 
organizations, will join with the railroads in 
this effort during April. 

“Cooperation is the keynote of the campaign,” 
according to T. C. Burwell, of Decatur, IIl., 
general chairman of the national management 


committee. The members of the campaign com- 
mittee include the chairmen of all the freight 
loss and damage prevention committees of the 
thirteen individual Shippers Advisory Boards 
which cover the entire country. The combined 
effort has been endorsed by the Department of 
Commerce and the Chamber of Commerce of 
the United States. 7 


AGREEMENT REMOVING SHINGLE 
QUOTA NOT YET RATIFIED 


WasuincTon, D. C., April 3—Dr. Wilson 
Compton, of National Lumber Manufacturers’ 
Association, recently has raised the point that, 
as the Canadian Trade Agreement signed last 
Nov. 17 had not yet been officially ratified by 
the Canadian parliament, the quota limiting the 
amount of red cedar shingles that could be 
shipped over the line within a six months pe- 
riod, was still in force. The quota allotment 
for the last half of 1938 was 864,881 ‘squares. 
It was completely exhausted by Nov. 1, and 
for the remaining two months of the year the 
British Columbia shippers were out of the 
American markets. As recently as March 29, 
the House of Commons at Ottawa ratified the 
Canada-United’ States Trade Agreement by a 
vote of 158 to 32, but there must still be ac- 
tion by the Upper House before acceptance of 
the agreement is complete, under which all 
quota limitations on shingles are cancelled. 


SCHOOLS VALUE BOOKLETS ON CON- 
NECTORS; PICTORIAL SLIDES NOW 
AVAILABLE 


WasuinctTon, D. C., April 6.—Colleges and 
universities desirous of teaching the latest en- 
gineering methods in timber construction, are 
finding an increasing use for literature describ- 
ing the advantages of timber connectors; which 
is distributed freely by the Timber Engineering 
Co. “Engineering in Timber,” “Modern Tim- 
ber Structures,” “Economical Timber Roof 
Trusses” and “Typical Lumber Designs” are 
but a few of the booklets that have been sent 
to twenty-four colleges and universities for 
classroom use. The schools report they find 
the listed publications and other TECO litera- 
ture of value in design problems and testing 
work, 

The Timber Engineering Co. announces com- 
pletion of a new series of fifteen slides which 
pictorially present numerous structures recently 
constructed with modern timber connectors. 
These slides, which offer an excellent back- 
ground for illustrated lectures on connectors, 
may be obtained without charge on application 
to the ‘company here. 


NEW FHA MEASURE LIKELY TO SATISFY 
SMALL-HOMES INTERESTS 


WasuincTton, D. C., April 5.—Legislation 
extending the mortgage insurance authority of 
the Federal Housing Administration is pro- 
gressing, and will be through in ample time to 
keep the machinery going after July 1. As 
reported on by the House committee on bank- 
ing and currency, the Steagall bill meets most 
of the expectations of the lumber industry and 
other interested groups. For example, Title | 
is extended until July 1, 1941, although as origi- 
nally introduced this extension was not included 
in the bill. In extending Title I, however, the 
amount of insurance by the FHA is limited to 

2,500. Under present law, the limit is $10,000. 

The extension provides for new construction 
under Title I up to $2,500, as at present, and 
the language has been broadened so it covers 
new barns or other farm buildings. Under this 
provision, the period over which the insurance 
may run is left open, subject to regulation by 
FHA. Frank Carnahan, secretary of the Na- 
tional Retail Lumber Dealers’ Association, is 
seeking definite commitment from Administra- 
tor McDonald that FHA regulations will al- 
low ten years for amortization of new construc- 
tion loans under this title. While before the 
House committee, Mr. McDonald indicated his 
belief that the period should be ten years. In 
the absence of definite assurances on this point, 
Mr. Carnahan will seek an amendment specify- 
ing ten years. 

The proposal of FHA to double its authority 
to insure mortgages—a boost from $3,000,000,- 
000 to $6,000,000,000—has been cut down to an 
increase of $1,000,000,000 subject to Presiden- 
tial approval. FHA has $1,400,000,000 left 
from the original $3,000,000,000, and it is be- 
lieved that the additional one billion will give 
it ample leeway over the next year or so. If 
not, Congress next year can further extend the 
authority. 

The bill extends the 25-year amortization 
provision indefinitely. It has proved very pop- 
ular with home buyers. There had been some 
demand that the limit be fixed at 20 years, 
where it stands on homes costing in excess of 
$6,000, but this objection was readily overcome. 

Likewise the bill provides for continuing re- 
financing of existing structures for a period of 
two years, without limitation. The Senate sub- 
committee handling the measure had been dis- 
posed to limit refinancng to 35 percent of the 
whole, but the House committee took the more 
liberal view. 

While there is no real hurry about getting 
this legislation through, it is important to all 
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Damudo Products 


FAST, COURTEOUS SERVICE BY TRUCK and TRAIN 


Straight or Mixed Carload Shipments 


PAMUDO PLYWOOD ... DOORS... FRAMES 
MOULDINGS, SASH & GLASS... WALL BOARD 


KANSAS CITY, Kansas 
CHICAGO, Illinois 
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‘hands to know what it will contain when it 


does pass. It now appears to be shaping up 
in a manner quite satisfactory to all groups in- 
terested in pushing the small-homes campaign 
with FHA backing. 


BILL EMBRACES FHA CHANGES 
AND CONTINUATION FEATURES 


WasHIncTon, D. C., April 3.—The House 
Banking and Currency Committee concluded its 
report to the House, March 25, on H. R. 5324 
which takes the place of H. R. 3232. Features 
of the bill include: Extension of Title I of 
FHA until July 1, 1941; extension of the restor- 
ation and rehabilitation clause of Section 6; 
limitation of the amount of insurance to $2500 
for both modernization and new structure 
loans; time limit of 3 years and 32 days on 
modernization loans. On new _ construction 
loans the time limit is left open, subject to reg- 
ulations of the Administrator; premium charge 
not to exceed 1 percent; increase of mortgage 
insurance fund under Title II from three bil- 
lion dollars to four billion dollars, subject to 
approval of the President; extension indefinitely 
of 25-year amortization period under Title II, 
by striking out “July 1, 1939”; continuation of 
refinancing ; removal of President’s authority to 
terminate Title I, if he decides the emergency 
no longer exists. 

The time limit on new construction loans in 
the bill, as concerns Title I, it is felt, should be 
set at 10 years by regulation. The House bill 
states that the premium charge on Title I loans 
shall not exceed 1 percent. The Senate special 
committee bill carries 14 of 1 percent premium 
chamge and it is hoped that the latter will be 
agreed upon. As to the continuation of re- 
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financing, the Senate special committee bill re- 
stricts FHA insurance of existing construction 
to 35 percent of the total. The House bill 
would extend this feature for two years with- 
out limitation. 


DEMAND FOR SMALL HOME PLANS 
IS AHEAD OF LAST YEAR'S 


Wasuincton, D. C., April 5.—The National 
Small Homes Demonstration sold fifteen hun- 
dred house plans to dealers during the first 
sixty days of the 1939 campaign, and is keep- 
ing well ahead of last year’s figures in this re- 
gard, according to an announcement just re- 
leased. 

Leading all other demonstration homes in 
popularity are Houses 2-A and 2-F. Both are 
two-bedroom, one-story homes. Among the 
two-story houses, 1-A and 1-E are creating 
unusual interest, and 1-B is creating heavy 
requests for plans. The choice of these homes, 
it is pointed out, is due in no small measure to 
their charming simplicity of design and well 
arranged room layout. 

The 1939 Small Homes Manual likewise is 
proving popular, approximately ten thousand 
copies having already been distributed to deal- 
ers in the 48 States. The manual, which illus- 
trates each of the 1939 low-cost demonstration 
homes, outlines the story behind the National 
Small Homes Demonstration, and embraces 
much practical and valuable information on 
home building, financing etc. 





SOLID IRON RAILS first used by the railroads 
in this country were imported from England 
in 1831 and were 18 feet in length. 


Report Reflects Good Gain in Assets 


Kansas City, Mo. April 3—The annual 
meeting of the advisory committee of the Lum- 
bermen’s Underwriting Alliance of Kansas City, 
Mo., was held on March 21 at New Orleans, 


J. A. Bowman, Burgner-Bowman-Matthews 


Lumber Co., and L. L. Seibel, Badger Lumber 
& Coal Co. 
In addition to Mr. Lynn, the following mem- 





SEATED, left to right—J. W. Watzek, Jr., James P. Hennessy, Charles S. Keith, M. L. Fleishel, J. A. 


Bowman, R. B. White, L. L. Seibel. 


STANDING, left to right—J. J. Lynn, F. L. Berry, H. L. Wieder, 


J. E. Challinor 


preceding the annual meeting of the Southern 
Pine Association. 

J. J. Lynn, president of the U. S. Epperson 
Underwriting Co., manager of the insurance 
exchange, presented a report of the business, 
which report reflected a substantial increase in 
the assets of the exchange during the year 1938. 
The members of the advisory committee were 
unanimous in commending the Epperson com- 
pany for its efficient and successful management 
of the Lumbermen’s Underwriting Alliance. 

The following members of the committee 
were in attendance: M. L. Fleishel, Putnam 
Lumber Co.; W. Watzek, Jr., Crossett- 
Watzek-Gates Companies; R. B. White, Ex- 
change Sawmills Sales Co.; Charles S. Keith, 
Oregon-American Lumber Corporation; James 
P. Hennessy, Shevlin, Carpenter & Clarke Co.; 


bers of the executive staff of the U. S. Epper- 
son Underwriting Co. attended the meeting: 
F. L. Berry, Harold L. Wieder and J. E. Chal- 
linor. 





Canada's February Exports Top 
1938 Totals 


Montreal, Que., April 3—Although record- 
ing a drop from the previous month, Canada’s 
February exports of planks and boards were 
higher than in the corresponding month last 
year, the total being 124,056,000 feet, compared 
with 156,211,000 feet in January, and 117,734,- 
000 feet a year ago, the Dominion Bureau of 
Statistics reports. The United States and the 
United Kingdom were the chief purchasers. 
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CERTIFIED! 


Builders tell dealers that they like Booth- 


Kelly Certified Douglas Fir. They like it for 
its strength, stiffness and toughness, its 
straightness of grain. They like it for its 
mony uses. Here’s choice lumber, cut from 
old-growth timber, carefully and accurately 
manufactured in modern mills. It’s Certified 
Lumber, with the Booth-Kelly mark of “20” 
as a pledge of top quality, and with the 
Association marks as guarantees of right 
grading. This is the kind of lumber that 
builders like to buy; the kind that makes your 
business grow. Mixed:Cars. Write us today. 


DOUGLAS FIR 


Dimension Flooring Ceiling 
Drop Siding Finish Stepping 
Mouldings Casing Base, ete. 


We are headquarters for Association Trade-Marked 
and Grade-Marked Douglas Fir Lumber. 


\Bootlittell 


TWO MILLS—SPRINGFIELD & WENDLING, ORE. 
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NATIONAL PRODUCTION, SHIPMENTS and ORDERS 


Wasurincron, D. C., April 1—Following is the National Lumber Manufacturers’ Association’s report for two weeks ended March 25, and for 
12 weeks ended that date, covering mills whose statistics for both 1939 and 1938 are available, and percentage comparison with statistics of identical 
mills for the corresponding period of 1938: 














Av. No. Production Percent a Percent * Orders Percent 
TWO WEEKS: Mills 1939 of 1938 1939 of 1938 1939 of 1938 
Softwoods: 
ih cic tanenepeeeereeeerorens ee - 127 64,734,000 104 64,956,000 97 67,823,000 110 
EE Sade sie eatin ns 6006 0 O OSs Ae OeeE bese. b6 143 175,042,000 105 185,934,000 101 199,235,000 112 
Western Pine ........ pbadsacchedatecetveennrgs 122 93,119,000 104 114,379,000 85 118,722,000 103 
California Redwood ....... ese veeercereceseqe 13 13,136,000 135 14,202,000 151 14,227,000 1038 
SE ED sc ccaccdcestabenetseeeesete'e 10 5,414,000 106 4,489,000 86 4,315,000 93 
WOFERGER FIMO cccccccccccce eee eheokees Ceeeee 10 461,000 71 4,267,000 96 5,564,000 145 
eer 18 2,578,000 120 3,245,000 135 2,650,000 134 
Total Softwoods ...........ccceeceeceecees 443 354,484,000 105 391,472,000 96 412,536,000 109 
Hardwoods: 
BOUEMORR DTG WOOES 6 ccccccccccccevcccececes 74 9,461,000 83 12,644,000 115 12,799,000 146 
ED oo ote 0:62.08 00062 eeeseee 18 4,734,000 55 3,582,000 137 3,798,000 172 
Total Hardwoods ............-.eeceeeeeees 92 4} 4195.00 “71 16,226,000 119 16,597,000 151 
US es ee se re 517 68,679,000 103 407,698,000 97 429,133,000 110 
CR WEE”) cccceciccoocseee (achextenwee 65 "a 093,000 99 13,949,000 81 12,216,000 79 
in 5606s 6 SKEREKEKERRTRU EEO ROS 14 1,721,000 97 2,463,000 112 1,932,000 93 
TWELVE WEEKS: 
Softwoods: 
CO re 129 374,104,000 102 367,104,000 96 382,678,000 100 
EE. ccnedee ee neee eee sd eeens earns cees 143 1,035,152,000 121 1,030,846,000 113 1,050,231,000 109 
ie eee heehee ver eve ce eees 121 463,376,000 138 704,422,000 107 652,852,000 96 
CIE DEOWOOE sccccevececcccerecucoess 3 77,901,000 119 77,875,000 130 86,818,000 108 
ST SINNED cece cccbtocccseececcocceues 10 32,864,000 107 28,902,000 111 25,220,000 111 
Pt CE Btbewsceeuweeeeeesoesees ‘eon 10 3,058,000 40 20,421,000 110 22,231.000 111 
PE SUE nc cceveawedbedveccceeseesée 19 16,788,000 95 16.133,000 156 19,099,000 132 
Total Softwoods .............ececeeceeeces 445 2,003,243,000 119 2,245,703,000 109 2,239,129,000 103 
Hardwoods: 
ST DEO OUPOGED ccc cccewscerccceceoscos +72 55,745,000 94 72,929,000 137 75,430,000 139 
POOPEMOEH TERT GWOOED occ ccccccscltccscccccees 19 35,760,000 71 22.536 143 20,923,000 135 
Total Hardwoods ..........0..eeeceeceeees “91 91,505,000 “84 95,465,000 139 96,353,000 138 
. AR ey aera eare or 517 2,094,748,000 117 2,341,168,000 110 2,335,482,000 A405 
Oak F Ks thie ne tebe aeeeat te Cheer edeee 65 78,667,000 111 77,658,000 99 89,232,000 106 
Maple Flooting ced Onbh demande teed ade CPs edheo-e 14 10,797,000 22 10,619,000 114 11,646,000 118 


tUnits of Production. 





Southern Pine Statistics 


[Special telegram to AMERICAN LUMBERMAN] 


New Orteans, La., April 5.—Following is a 
summary of reports from southern pine mills 
for two weeks ended April 1: 


Average weekly number of mills, 130; 


Units,; 109 
Total for 
Two Weeks 
Three-year average production*... 67,128,000 
MGCL DUOGUCTION 2 cccccsececoces 64,478,000 
IIE ne baa danke wee wethmaanbawe 67,450,000 
CROC TOOGEVOE cccccccccccvceuses 70,159,000 


Number of mills, 123; Units,} 105 


On April 1, 1939 
CIOS CPGRTE 2 c.ccccccccscoceses 74,057,000 
CE COE ccbececneeacneesees 449,007,000 


*October, 1934, to October, 1937. 


TUnit is 308,000 feet of “3-year average” 
production. 


Western Pine Summary 


PorTLAND, Ore., Apr. 1—The Western Pine 
Association reports as follows on operation of 
identical Inland Empire and California mills 
during the two weeks ended March 25: 


Report of an average of 122 mills: 
; Total for 2 Weeks Ended 
. March 25, 1939 March 26, 1938 


Production ....... 93,119,000 89,882,000 
Shipments 114,379,000 133,939,000 
Orders received .. 118,722,000 115,144,000 


Report of an average of 123 mills: 


March 25, 1939 March 26, 1938 
Unfilled orders ... 169,525,000 159,797,000 
Gross stocks . -1,490,706,000 1,538,239,000 


Report of 123 identical mills: 
c——Total for Year——_"__, 
1939 1938 


er ee ee 


Production ...... 463,017,000 334,519,000 
Shipments ....... 711,798,000 664,118,000 
eee 661,199,000 684,642,000 





Relation of Unfilled Orders to Stocks 


Wasuincton, D. C., April 3.—Following is statement for nine groups of identical mills and 
two groups of hardwood flooring plants of unfilled orders and gross stock footage on Mar. 25.: 











No. of Unfilled Orders Gross Stocks 
Softwoods— Mills 1939 1938 939 1 
Southern Pine .........ccccecees 125 74,150,000 63,360,000 537,543,000 554,853,000 
WEEE CMOS cocccevecccoceecessee 143 320,496,000 320,280,000 947,701,000 967,643,000 
ee 123 169,525,000 159,797,000 1,490,706,000 1,533,239,000 
California Redwood ............. 13 34,826,000 46,592,000 302,547,000 316,722,000 
BOCCNOS CHUTES 2 cic cccccccecee 10 5,744,000 4,828,000 201,082,000 187,183,000 
on eee 10 6,535,000 5,447,000 135,243,000 154,931,000 
Northern Hemlock® ............. 14 11,936,000 7,016,000 115,433,000 106,839,000 
Total Softwoods ............ 438 623,212,000 607,320,000 3,730,255,000 3,821,410,000 
Southern Hardwoods ........... 73 34,462,000 34,585,000 220,332,000 246,537,000 
Northern Hardwoods® ........... 16 14,321,000 14,449,000 142,831,000 141,916,000 
Total Hardwoods ..........+. 89 48,783,000 49,034,000 363,163,000 388,453,000 
eS Pee 513 671,995,000 656,354,000 4,093,418,000 4,209,863,000 
Flooring— 
Se PEE cc cscceceneeceeere 75 55,490,000 33,419,000 93,605,000 79,433,000 
Maple FIOOFIng ..ccccccccccccce 15 10,188,000 7,686,000 17,386,000 17,342,000 
*Unfilled orders reported by 14 and 16 mills; stocks by 17 mills. Units. 


West Coast Review 


[Special radiogram to AMERICAN LUMBERMAN] 


SEATTLE, WasH., April 5.—The 143 West 
Coast Lumbermen’s Association mills, giving 
production, shipments and orders during the two 
weeks ended April 1, reported: 

Production 175,214, 000 
Shipments 193, 770, 000 10.59% over production 
Orders 200, 276, 000 14.30% over production 

A group of 143 mills, whose production re- 
ports for 1939 to date are complete, reported 
as follows: 

—e weekly cut for thirteen weeks: 


a Oe rae Ne Un pee water 86,598,000 

er an 72,188,000 
Average cut for two weeks ended 

OS ee rr renee 87,607,000 


A group of 143 mills, whose production for 
the two weeks ended April 1 was 175,214,000 
feet, reported distribution as follows: 





Unfilled 
Shipments Orders Orders 
CO eee 81,095,000 80,288,000 99,932,000 
Domestic 
cargo ... 81,289,000 83,632,000 156,569,000 
Export - 11,079,000 16,049,000 58,981,000 
Local . 20,307,000 pt ree 
193,770,000 200,276,000 315,482,000 


A group of 143 identical mills, whose re- 
ports of production, shipments and orders are 
complete for 1938 and 1939 to date, reported 


as follows: 

Aver. for 2 

wks. ended Aver. for 13 wks. ended 

April l April 1 April 2 
1939 1939 1938 

Production 87,607,000 86,598,000 72,188,000 
Shipments 96,885,000 87,323,000 76,475,000 
Orders 100,138,000 88,353,000 79,935,000 





It's Time to Plant Flowers and 


Stuff Like That 


It’s also a good time to look on the Classified 
pages for the answers to these questions: 1—In 
what town is “My Old Kentucky Home”? 2— 
How many native sons of Illinois have been 
presidents? 3—What European city of note 


has approximately the same latitude as Chi- 
cago? 
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BeRKELEY, Cauir., April 1—The old policy 
of “cut and get out,” whereby timber opera- 
tors converted much of the finest forest areas 
into wastelands, is disappearing, stated Col. W. 
B. Greeley, former United States forester and 
graduate of the University of California, at a 
recent meeting of the University’s Forestry 
Club. “More than 70 peercent of Washington 
operators are carrying out the essentials of fire 
protection and reseeding,” Col. Greeley said. “In 
Oregon and Washington there has been scarcely 
a session of the legislature in the past twenty- 
five years in which a group of forest owners 
has not come forward with some proposal for 
self-regulation or for regulation supported by 
State law.” 





Export Prices Decline As Result 


of War Rumors 


Vancouver, B. C., April 1.—Drastic price- 
cutting by Russia and Baltic countries has 
forced the value of British Columbia’s lumber, 
its chief export product, down to the lowest 
figures since recovery began four years ago. 
Common squares were being bought here by 
Japanese importers two years ago at $20 per 
thousand feet; today they sell at $13.50. Two 
years ago, British Columbia mills got $22 for 
such material as 3x9- up to 6x12-inch; today 
this sells for $14 and $15. When prices are cut 
a third, the lumber industry would have to in- 
crease its output a third in order to secure the 
same income, but this has not been possible, be- 
cause rumors of wars affect the world markets, 
importers taking only what they are sure of 
selling quickly. 





Residence Construction Costs 


Following are index numbers of construction 
costs (based on 1926-29 averages as 100), com- 
piled by E. H. Boeckh & Associates (Inc.), 
Cincinnati, Ohio, covering residences, frame 


and brick: 1926- 
1929 1937 1938 Mar. 
AREA— Ave. Avg. Avg. 1939 
Pi Frame 82.7 79.0 81.6 81.6 
Brick 87.0 85.1 85.0 85.0 
Baltimore ..... Frame 107.2 88.8 91.9 92.6 


Brick 112.0 93.2 94.8 95.2 


Birmingham ....Frame 91.7 80.5 86.3 87.1 
Brick 96.7 86.4 89.5 90.2 
BestOn «§..icccce Frame 116.3 103.3 104.1 105.2 
Brick 120.3 110.5 109.4 109.6 
CHIGEESG «06660505 Frame 109.2 104.8 107.9 110.2 
Brick 114.2 110.7 110.6 111.7 
Cincinnati ..... Frame 100.5 98.8 100.4 101.7 
Brick 105.0 106.1 105.1 104.7 
Cleveland ...... Frame 107.2 105.1 105.8 106.5 
Brick 113.4 112.3 109.8 109.5 
ee Frame 103.1 89.9 91.2 96.3 
Brick 107.3 95.2 92.6 96.5 
DONVEF os ceases Frame 95.0 111.9 109.0 111.5 
Brick 99.7 112.7 109.4 110.0 
DOGPGIE ck ckceens Frame 103.3 93.9 97.1 96.9 
Brick 108.4 100.7 101.8 101.5 
Kansas City Frame 100.3 95.8 102.5 102.7 
Brick 106.5 104.4 107.8 108.7 
Los Angeles....Frame 92.7 93.4 89.7 90.9 
Brick 97.9 97.38 95.6 96.7 
Minneapolis ....Frame 92.8 101.6 101.2 100.5 
Brick 98.2 107.6 105.5°104.0 
New Orleans...Frame 93.3 83.4 86.3 87.2 
Brick 96.3 87.0 87.5 88.3 
New York City.Frame 133.3 110.5 118.9 121.0 
Brick 138.4 115.8 121.4 122.2 
Philadelphia ...Frame 100.3 91.4 93.8 97.9 
Brick 106.3 98.0 98.5 101.8 
Pittsburgh ..... Frame 113.3 109.8 112.7 113.4 
Brick 118.8 117.5 116.4 117.0 
St: Tews .scavs Frame 118.6 98.2 104.1 107.2 


Brick 121.1 106.5 108.5 110.3 
San Francisco..Frame 87.7 96.7 97.7 98.7 
Brick 93.7 104.3 105.3 106.6 
a Frame 84.5 92.6 96.5 96.3 
Brick 92.2 103.5 104.3 104.1 





Mississippi forests suffered greater damage 
from fire during 1938 than in any previous year 
since. 1931. The State Forestry Commission’s 
report shows 7,000,100 acres burned by 27,261 
fires during the year. The reason for the heavy 


losses was the extreme drouth during the fall 
months, 
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SINGLE OR 
R-ROLLER TYPE 


FOR ALL MAKES and SIZES OF TRUCKS, TRAILERS, LOADING WAGONS 


THOUSANDS of satisfied 
users are keeping their 
trucks ON THE GO. 





‘yy THE R-B COMPANY ‘evcica cc" 


lumbermen throughout the U.S 
to refund the purchase price if unsatisfactory in any way. 


NOT ONE HAS EVER BEEN RETURNED 


FOR MORE THAN 20 YEARS R-B rollers have been shipped to thousands of 
. A. and to foreign countries under agreement 


Our 20-year experi- 
ence is available to 
you. Write NOW for 
catalog and prices— 
or better, give us 
the make and model 
of your truck. We'll 
be glad to suggest 
the proper roller 
equipment for it. 


Kansas City, Mo. 








When your order arrives here at Fry- 
Fulton's, our most important business 
is to get your lumber started on its 
way to you. It's super-quality lumber 
—choice products of several mills. We 
carry in St. Louis complete stocks of - 
Cypress, Oak, Birch, Poplar, Hard 
Maple, Yellow Pine Finish, Walnut, Ma- 
hogany, Ponderosa, California Sugar 
Pine, Northern White Pine, Plywoods of 
California Pine, Fir, Hardwoods, Air- 
Dried and Kiln-Dried. Let us quote. 





Fry-Fulton Lumber Co., 5t°.cuis: mo: 


SPECIAL 
Super Harbord 
Siding 





Write Us Today 

















Now That Spring is Here 


“1, BABCOCK 
LADDERS 


Spring days are ladder-selling days. 
Ladders are needed in every home, on 
every farm. Don't pass up this busi- 
ness. Many a ladder you can sell dur- 
ing the next few weeks. Why not start 
right now, Mr. Lumber Dealer? Stock, 
feature and push the famous Babcock 
line of easy-selling profit-winners. Lad- 
ders of Spruce, strong and sturdy, safe 
to use, light in weight, easy to handle. 
There's a Babcock for every ladder 
need. Many a man visits a lumber 
dealer for some building item, sees 
Babcock Ladders on display, buys one 
on the spot. Get your stock in early. 
Then watch your sales increase! 


Let us suggest an assortment. TODAY, send 
for Catalog of Babcock Genuine Air-Dried 
Spruce Ladders. Find out for yourself why 
Babcocks have been preferred for many 
years. Why not write now? 


The W. W. Babcock Go. 


BATH, N. Y. 


Ladders Needed for 


Repairing Roofs. 

Cleaning and fixing gutters. 

Repairing eaves, flashing, etc. 

Puttying and painting 
indows. 


we " 
Putting up screens and 
awnings. 
Miscellaneous painting. 
Repairing porches. 
nm and garage repairs. 
Chimney repairs. 
Trimming trees. 
Attic insulation. 
Cleaning, papering, 
decorating, 
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We do not make the Most 


Oak Flooring, but we Do 
make the BEST 





OAK FLOORING 


--CAREFULLY SELECTED LUMBER-- 
--PROPERLY KILN DRIED-- 
--PRECISION MACHINED -- 


INSURES BEAUTY, FINISH AND 
UTILI 


TY 


W. R. WRAPE STAVE COMPANY 


Post Office Box 182 
LITTLE ROCK, ARKANSAS 


Band Sawn -- 
Own Manufacture -- 


HARDWOODS Gin, tures 
CYPRESS -- 


YELLOW 151- 
PINE (“saree 
Yard Items Treated -- 
* MIXED CARS ¢ 


IN=T451°) 44) Meee 













We take this means of announcing to 
the trade that we are now cutting a con- 
siderable quantity of exceptionally nice 
Yellow Pine, and will be in a position 
to serve the trade in straight or mixed 
cars in both Hardwoods and Pine. 


We particularly solicit inquiries for B 
and better kiln-dried Finish and No. 3 
and better Dimension and Boards 4” to 
12”, and especially small dense timbers 
without heart specifications. We can cut 
lengths up to 24’. 


Eastman - Gardiner 











HARDWOOD CO: 


LAUREL, MISSISSIPPI 





SULLIVAN LUMBER CO. 


PORTLAND, OREGON 


FIR 


TWABERS, YARD STOCK, FACTORY CLEARS 
SPRUCE, HEMLOCK, CEDAR, PINE 
27th YEAR 
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Hardwood Wall Paneling Production 
Announced by Manufacturer 


WarREN, ARK., April 3—A development of 
timely interest to the lumber distributing trade 
and building profession was disclosed, here, re- 
cently when the Bradley Lumber Co. an- 
nounced the manufacture of solid hardwood 
paneling for interior walls as a major group 
item of its production. According to an official 
of the company, it has been engaged for more 
than a year in a survey of marketing possibili- 
ties offered by the growing trend in public taste 
for wood paneled walls. Coincident with this 
investigation, it also conducted a thoroughgoing 
study of panel design, including the advice and 
recommendations of qualified architects. 

As a result of these extensive preliminary 
steps, company executives concluded that the 
revival of residential building, evident early this 
year, offered a promising market for wall pan- 
eling as a feature of interior decoration and 
that the design developed by its studies should 
be put into active production. Bradley’s solid 
hardwood paneling ig available in a group of 


apply to each, such as the cutting of choice 
hardwood timber, correct drying and seasoning 
to the proper moisture content and texture, and 
careful selection of material thus processed for 
its intended use. In this connection, it is em- 
phasized that stock for paneling is selected en- 
tirely separate from that going into flooring 
and, by the same token, the actual manufacture 
of panel material is separate and distinct from 
the production of flooring. 

Public response to Bradley’s paneling was 
demonstrated impressively in the instance of the 
“Detroit Builders’ Show . . . 1939 Ideal Home.” 
In this home, which was open to the public in- 
cidental to the builders’ show held in Detroit 
last February, the dining room was paneled in 
Bradley’s Southern Red Oak of horizontal pat- 
tern, modern in motif. Those in charge of the 
exhibit reported countless requests from visitors 
for further information as to cost and installa- 
tion details. 

Lumber dealers, too, showed keen interest in 





Exhibit of Bradley Lumber Co., Warren, Ark., at Detroit Builders’ Show, illustrating various types of 
solid hardwood paneling developed by the company 


standardized patterns which afford dealers the 
advantage of carrying paneling as stock inven- 
tory items adapted to various types of installa- 
tion which do not require supplementary plan- 
ing mill fabrication. 

In perfecting this feature of its production, 


Bradley has drawn on its many years of experi- . 


ence as a pioneer in the manufacture of hard- 
wood flooring. Since hardwood flooring serves 
equally with hardwood paneling in contributing 
to living comfort and decorative home environ- 
ment, the same primary methods of production 


Bradley’s paneling incidental to visiting the 
company’s display, illustrated on this page, as 
it appeared at the Detroit builders’ show itself. 
Bradley solid hardwood paneling is manufac- 
tured in red oak, white oak and gum. The ma- 
terial itself comprises interchangeable members, 
so that a variety of assemblies is possible from 
the same series of item numbers. The sales 
office states that complete details and informa- 
tion will be mailed to anyone interested, upon 
requests received at the company’s office at 
Warren, Ark. 





New Mill to Be Built by Arkansan 


in Oregon 


GLeENWoop, ARK., April 3.—Following his 
marriage to Miss Anna Turner Watts, at 
Huntsville, Ala., on March 30, T. W. Rosbor- 
ough, president Caddo River Lumber Co., has 
gone to Eugene, Ore., where a new mill plant 
is being built to take care of his large timber 
holdings in that State. 

Mr. Rosborough came to Pike County, in 
1906, with W. E. Cooper, Lee W. Wilson and 
M. R. Smith, all of Kansas City. They organ- 
ized the Caddo River Lumber Co. and built a 
mill at a place which was named Rosboro. 

In 1933, the Caddo River Lumber Co. pur- 
chased the A. L. Clark Lumber Co., here, en- 
larged the mill and began operating the plant. 
In 1929, a mill 40 miles north of Glenwood was 
built in the mountains of Scott County and the 
town called Forester. W. A. McKeowen is 
resident manager of this company. The first 
superintendent was T. W. Rosborough, Jr., only 
son of Mr. Rosborough, who was killed in an 
automobile accident in 1934. 


Since 1923, Mr. Rosborough has made his 
home in Glenwood supervising his company’s 
lumber operations. He has contributed much to 
the welfare of Rosboro, Glenwood and Forester. 
He gave a community hall to Forester and 
furnished it for entertainment of all types, as 
a memorial to his son. 


State's Forests Put on Sustained 
Yield 


SEATTLE, WaASH., April 1—Senate Act 456 
makes Washington the first State to safeguard 
the public interest in management and sale of 
State-owned timber, declared T. S. Goodyear, 
supervisor of forestry. The law places State- 
owned timber under sustained-yield management 
where practical. Said Mr. Goodyear: The Act 
permits agreements between U. S. Forest Serv- 
ice and private timber owners or operators for 
pooling holdings. Senate bill 98 permits acqui- 
sition of cut-over or timbered lands to consoli- 
date State forests. Senate bill 103 makes lands 
covered by inflammable debris a fire hazard, 
and the owner responsible for abatement. 
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Briton Visits Lumber District of 
Northwest 


SEATTLE, Wasu., April 3.—Alfred Lodge of 
the British firm of Lloyd Duncan & Co., Liver- 
pool and London, is a visitor this week in the 
local offices of the Douglas Fir Export Co. Mr. 
Lodge came to the United States after spending 
a few days in eastern Canada and expects to 
visit among the lumber fraternity of Seattle 
and Portland districts for two or three weeks 
after which he will spend some time in the 
Vancouver, B. C., area. He states that the 
timber business in the United Kingdom was 
much better the first part of this year than 
during 1938. Many construction contracts in 
England were postponed last fall following the 
crisis known as the “Munich Affair,” but be- 
ginning this year most of these contracts have 
been renewed. Mr. Lodge left England before 
the recent developments in the European polit- 
ical situation. 


He states that business increase in England 
was not normal but was the result of stimula- 
tion from government activities. The big hous- 
ing program in England has been pretty well 
completed but recently there has been consider- 
able building of better types of houses and 
those under private enterprise are still in big 
demand. He reports that the lumber industry 
is finding that the new trade treaty has already 
been of considerable help in regard to American 
trade but confined to the higher grades of lum- 
ber. On the other hand lumber production in 
all European countries is considerably lower 
this year than it was for the past two years. 
This has been the result of the falling off of 
business last year and the consequent lower 
prices. Mr. Lodge praised both Canadian and 
American export lumber shippers in regard to 
carrying out their contracts, and said that both 
the United States and Canadian firms honor 
their contracts and look after their customers’ 
interest. Once an order is placed with them the 
buyer has no need to worry because he will 
get what he has specified. 


Although professing to have no up to date 
information on the political situation in Europe, 
he takes an optimistic view, believing that a 
big war is not imminent. 





Wood's Record in Storms 
Described in Leaflets 


SEATTLE, WaSH., April 1.—The West Coast 
Lumbermen’s Association, here, as a first step 
in a program of active promotion of the use 
of the West Coast woods, Douglas fir, West 
Coast hemlock, Sitka spruce and Western red 
cedar, in foreign countries, has published two 
leaflets. The two contain identical material, 
but one is an edition in Spanish designed for 
distribution in South American countries. The 
edition in English will be distributed not only 
in British countries but also in Japan. 

In the Chilean Earthquake of 1938, as in 
other natural disasters, wood-frame construc- 
tion came through with flying colors. The rec- 
ord of wood buildings in natural disasters is of 
major importance in the Pacific Northwest, 
where the manufacture of building woods is the 
first industry. Export trade in West Coast 
lumber is of special importance to the region, 
as it is a breeder of shipping. In South Amer- 
ican and Oriental market centers, buildings are 
regularly menaced by earthquakes, hurricanes 
and floods. Such factors are the basis for the 
leaflets, ““When Disaster Comes,” and “Cuando 
El Desastre Llega.” 





HUNDREDS of DEALERS are 
using the Low Cost Plans that 
are Published in Every Other 
Issue. ARE YOU? 























Angelina's patrons become Angelina's friends 
—because they like our way of doing things. 
Prompt, efficient handling of your orders is 
a fixed rule at all the 5 Mills of Angelina. 
We carry large stocks of Short Leaf Yellow 
Pine, Oak, Gum, Elm, Ash, Cypress, Gum 
Veneer. 
"Wolmanized" Lumber and Chromated Zinc 
Chloride-Treated Lumber in Mixed Cars. Di- 
mension, Finsh, Casing, Base, Mouldings, Oak 
and Maple Flooring, Oak and Gum Trim, 
Hardwood Items, Pickets, Plaster Lath, Woven 


We can ship Creosoted Items, 


Wire Picket Fence. Write today. 









* 


We invite your inquiries and orders. They will receive our prompt 
and careful attention. ‘Phone, write or wire. Why not today? 


CHICAGO REPRESENTATIVES: 
JOHN H. SHOOK LUMBER COMPANY, 


110 N. Franklin St., Chicago, Ill. 
Retail and Industrial Sales 


A. E. BOATRIGHT LUMBER COMPANY, 


111 W. Washington St., Chicago, Ill. 
Railroad and Car Material 





Angelina County Lumber Company, Keltys, Texas 





KURTH LUMBER MFG, CO. Clarksville, Texas 


ANGELINA HARDWOOD CO. Keltys, Texas 


CONROE LUMBER CORPORATION, Conroe, Texas TROUT CREEK LUMBER CO. Kirbyville, Texas 
TEXAS OAK FLOORING CO. Dallas, Texas 





Missouri Legislature Defeats 


Lien Law Repeal 


Kansas City, Mo., April 3—The Missouri 
House of Representatives on March 28 defeated 
the measure that would have repealed the Mis- 
souri lien statute. At different times attempts 
have been made to amend the materialmen’s lien 
law, but it has been a long time since any 
legislator proposed to repeal the lien statute 
outright. 

This bill was entered by Michael J. Smith, 
member. of the House from St. Louis, and 
himself a building contractor. The proposal 
would have repealed the lien law of the State 
and would have set up a series of bonds in 
lieu thereof. é 


The Southwestern Lumbermen’s Association 
watched this measure very closely at all 


stages, and kept the dealers of the State advised. 
F. E. Tyler, counselor for the Southwestern 
Lumbermen’s Association, presented the objec- 
tions to the bill before the Labor Committee. 


Notwithstanding the fact that the Labor Com- 
mittee reported the bill favorably, when the 
House took up the subject for consideration, 
only about a dozen votes were cast in favor of 
the bill. The bill was killed outright and it 
cannot be resurrected for further consideration 
at this session of the legislature. 


Commenting upon this outcome, Secretary 
E. E. Woods of the Southwestern Lumbermen’s 
Association said: 

“The fact that so few votes were cast in 
favor of the measure doubtless reveals that 
our lien law is pretty well entrenched as a 
fixed policy of the State. It also discloses 
the value of a well-functioning association when 
trouble threatens.” 
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i senece sneeraull Golden Anniversary Being Celebrated 


By Sawmill Equipment Company 


yOOO Feet Every Day 


AT 
| R ITS Best 
Every 
Modern 
Facility 


Soft Old-Growth UPPERS and 
Vertical-Grained CLEARS. K-D, 
Smooth-end-trimmed COMMON. 


OREGON - AMERICAN 
LUMBER CORPORATION 
VERNONIA, OREGON 
uesiiiee 





GREENVILLE, MicH., April 3—The Gordon 
Hollow Blast Grate Co., here, manufacturer of 
the Tower line of edgers and trimmers, is cele- 
brating its Golden anniversary of service to 
the lumber industry of the World. The com- 
pany, established in 1889, as a department of 
the R. J. Tower Iron 
Works, (Inc.), is now 
under the direction of 
F. E. Tower, its presi- 
dent, who is a son of 
the founder. 

Mr. Tower is natur- 
ally very proud of his 
company’s record of 





MERSHON, EDDY, 
PARKER COMPANY 


Saginaw, Michigan 
Manufacturers of 
GENUINE WHITE PINE 
WINDOW & DOOR FRAMES 


Venetian Blind Slats, Specialties 
to order in both Hardwoods 
and Softwoods 


We are wholesale dealers in Northern White 

ine, Norway. Spruce and Hemlock—Idaho 
White Pine, Ponderosa Pine, Hemlock, Fir, 
Cedar, Western Spruce, Sugar Pine and other 
forest products. 




















Gives Siding Jobs Improved 
Protection and Appearance 


On every Asbestos 
Siding job, where ap- 
pearance is essential, 
you can save valuable 
time, simplify fitting 
at corners and along 
window and door 
frames, give added pro- 
: tection, by using indi- 
vidual zinc corner strips. .. . Made of 
oxidized zinc ... will not stain. Lengths 
suitable for any Absestos Siding Shingle. 
For complete details write 


211 S. Main Street Kokomo, Ind. 
DENNING Onnamental PICKET FENCE 
id md 


Fir and Yellow Pine pickets woven with 
heavy galvanized wire. Made in various 
heights. Colors: red, green, white and nat- 
ural. Very popular for yard and garden. 


Write for catalog and dealers price list. 














OF THE LOOP 





F. E. TOWER, 
Greenville, Mich.; 
President 





continuous manufactur- 
ing and service over so 
long a period of time, 
particularly for the rec- 
ognition given by thou- 
sands of lumber manu- 
facturers throughout the 
United States and in 
several foreign countries 
to the Tower line of sawmill edgers and trim- 
mers. This line is still of the same basic de- 
sign as originally offered by the company, al- 
though many improvements have naturally 
been added to keep in step with modern ma- 





chine design and practice. The latest trimmers 
and edgers are designed to operate at higher 
speeds for the accurate work and smooth cut- 
ting now required by the lumber industry. New 
types of roller and ball bearing equipment have 
aided greatly to accomplish this end. During 
the past fifteen years the company’s line has 
been enlarged and rounded out to include edg- 
ers ranging in capacity from 25 to 60 inches 
in widths, and trimmers in two models, stand- 
ard and heavy duty, with lengths from 16 to 
32 feet. Many different types of drives, feed 
mechanisms, saw arrangements, etc. are now 
available on both edgers and trimmers to meet 
the individual needs of sawmills operating under 
different conditions. The large range of sizes 
available in Tower edgers and trimmers pro- 
vides equipment suitable for mills of practically 
any production capacity. Approximately 250 
dealers and agents throughout the country are 
actively engaged in selling and servicing Tower 
edgers and trimmers, making it possible for 
mill operators everywhere to obtain immediate 
information and service. 

Mr. Tower states that it affords him a great 
deal of satisfaction to have had the opportunity 
to deal with thousands of lumber manufac- 
turers over so long a period of time, and that 
the universal acceptance of the company’s prod- 
ucts is particularly gratifying. “We are en- 
couraged to continue our efforts with renewed 
vigor and inspiration during the ensuing years,” 
he said. 








A view of the plant of the Gordon Hollow Blast Grate Co., Greenville, Mich., manufacturer of hollow 
blast grates and the Tower line of edgers and trimmers, which is now celebrating its 50th anniversary 





Western Pine Grading Rules 
Booklet 


PortLAND, Ore., April 1—The Western 
Pine Association has published and is now dis- 
tributing a new edition of its Standard Grad- 
ing Rules for Ponderosa pine, sugar pine, Idaho 
white pine, larch, Douglas fir, white fir, Engel- 
mann spruce, incense cedar and red cedar lum- 
ber. The latest edition of the Western Pine 
grading rules is effective as of April 1, 1939, 
and supersedes all previous .issues. 

The new issue contains all the official rules 
adopted by the Western Pine Association, in- 
cluding a number of changes and additions re- 
cently approved by the association’s grading 
rules committee and the membership represented 
at the annual meeting in San Francisco on 
Feb. 24. Paragraphs have been renumbered to 
conform to changes in contents and re-arrange- 
ment of subject matter. Among the more im- 
portant changes are those refesring to mould- 
ing stock, shop grades and the addition of new 
grades for industrial flooring and decking. Cuts 


of patterns have been rearranged to conform 
with the groupings of full-scale drawings on 
black and white prints. The index has been 
extended and corrected to cover references to 
subject matter in more detail. 

The rules are published in the same conven- 
ient, pocket size as before. Copies may be had 
at 15 cents each by writing the Western Pine 
Association, Yeon Building, Portland, Ore. 
Quantity lots are offered at slightly less cost 
per copy. 





Study Severance Tax Plan 


SACRAMENTO, CALir., April 1—A_ proposal 
involving a severance tax policy is being held 
for study before being submitted for vote in 
the senate here. The State would pay 4 cents 
an acre each year to the counties. On with- 
drawing the land after reforestation operations, 
the owners would pay 2 cents an acre for each 
year the lands were held. When cutting be- 
gan, the operators would be required to pay a 
12% percent severance tax, 
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British Columbia Expects Large 
Home, U. S. and Foreign Trade 


Vancouver, B. C., April 1—This year will 
be the best for British Columbia’s lumber in- 
dustry in two decades, according to the predic- 
tion of the Western Lumber Manufacturers’ 
Association, representing some of the Prov- 
ince’s largest mills. Canadian business, it is 
pointed out, has shown steady improvement, 
with building permits the highest since 1931. 
Better sales are expected in the Canadian 
Prairie Provinces, with mining and general in- 
dustry in the East also showing improved de- 
mand for structural material. 

But the chief stimulus to improved Canadian 
lumber business will come largely from the 
United States, the association contends. British 
Columbia is bound to benefit by the huge con- 
struction being put under way in the United 
States, for the recent trade agreement has given 
this Province two advantages—removal of the 
quota and cancellation of the marking require- 
ment. 


The United Kingdom has probably passed 
the peak in private construction, but govern- 
ment and municipal authorities will purchase 
on an even larger scale than before. 

The Orient offers the greatest hope for 
increased markets for lower grades. With 
the entire seacoast area under Japanese con- 
trol and puppet states being set up, as in 
Manchukuo, reconstruction on a large scale 
will be the natural outcome and the Pacific 
Coast is the most economical source of sup- 
ply. 

Australia is prosperous, with an increasing 
population which requires more and more 
housing and material for her export pack- 
ings. A fly may get in the ointment through 
the United States-Canadian trade treaty, but 
its effects, if any, will not be felt before the 
latter half of 1939. 

New Zealand is hungry for housing, and {is 
casting around for economic means to sat- 
isfy her wants. There is an opportunity there 
for some smart Canadian merchandising. 

South African conditions are reported as 
promising. 

The success of export business lies largely 
in merchandising. British Columbia is noted 
for its instability of price structure in 
foreign markets, which reflects on returns 
to operators. The greatest gift to the in- 
dustry for 1939 would be a reasonable effort 
toward obtaining a base price for lum- 
ber, commensurate with quality and service 
rendered, 





(Continued from Page 47) 

out, is always recognized by the other 
motorist. If its driver shows the other 
motorist every courtesy possible, he has 
a friendly feeling toward the company. 
If, on the other hand, the driver is dis- 
courteous, the potential customer con- 
ceives a definite dislike to the concern 
whose sign it bears. 

In connection with this campaign, the 
company plans to put all its drivers in 
uniform—probably a cap and shirt bear- 
ing company insignia; with a dark apron 
or smock. The latter would take most 
of the punishment involved in handling 
material. It is felt that uniforms would 
help maintain morale, and also have a 
definite advertising value. 





BuisteER Rust—A campaign against pine 
blister rust was among policies recently adopted 
by the Sacramento Valley Council of the Cali- 
fornia State Chamber of Commerce meeting at 
Sacramento. 





WATCH FOR Practical, Mod- 
erate Cost House Plan with 
Complete List of Materials, 
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Scores of Places 
to Sell & Profit on 


On every modernizing or new 
construction job there’s many 
opportunities for profit, and real service to 
your customers, with Macklanburg-Duncan 
Quality Products. Right now is the time to 
renew selling efforts on these practical, effic- 
ient and profitable items. Order needed 
stocks today. Merchants not acquainted with 
our lines should write for catalog and prices. 
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Numetal is the most modern, practical and efficient type of 
permanent weather strip. It is nationally advertised. Specified 
on many government jobs and widely specified and used by archi- 
tects, contractors and builders. Numetal is furnished only in 
straight lengths, handy individual packages for windows and 
doors, and cut-to-dimension for special jobs, as its many pat- 
ented and exclusive features does not permit coiling. Free sales 
and advertising cooperation that makes sales and profits for you. 
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Not a putty, not a calking compound, but a separate, distinct 
product for glazing wood and steel sash, replacing old putty and 
all general patching purposes instead of ordinary putty. Nu- 
Glaze sets to a rubber-like consistency, does not dry out, crack 
or peel. Clean to handle—no “working up.” Nationally adver- 
tised. A real profit and volume builder. 
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A scientifically prepared plastic compound that does not 
dry out, run, crack or pull away. Nu-Calk meets govern- 
ment tests and has for years been considered the standard 
of calking quality. Packed in regular containers and also 
in our PATENTED “SPEED LOAD” for pressure calking 
guns—which saves 40 percent labor on every calking job. 
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The large and growing demand for white 
metal trim can be turned into profits with the 
Nu-ART Line of mouldings, trim, bindings, 
edgings, nosings. More than 300 modern, im- 
proved shapes, for kitchen sinks, bath rooms, 
walls, tables, counters, etc. Write for details 
and sales-making suggestions that will make R 
you money. = WG 
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Furnished in bronze and stainless steel. All num- 
erals and all alphabet letters in three sizes—334”, 2'4” 
and 14%”. Nu-ART is a modern distinctive line that sells 
rapidly and profitably. Attention-getting display cases 
furnished free. We also supply all types of cast num- 
bers, letters, special signs. Write for detailed informa- 
tion. 


WRITE FOR DETAILED INFORMATION AND PRICES. REFER TO Dept. G 


MACKLANBURG-DUNCAN CO. 


OKLAHOMA CITY, OKLA. 
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Manual Provides New Songs 
for Hammer and Saw 


Seattle Housing Show's Model 
Homes Draw Big Crowds 


SEATTLE, WASH., April 1—Throngs attended 
the National Housing Exposition, sponsored by 
the Seattle Post-Intelligencer and the Seattle 
Master Builders. The show features two car- 
loads of F.H.A exhibits, 150 model houses en- 
tered in a contest, and a “budget home,” with 
six rooms, erected complete in the middle of 
the huge floor. So great was the attendance 
that visitors had to wait in line twenty minutes 
to an hour to see the interior of the house, 
which was furnished complete by a local de- 
partment store. The Blackstock Lumber Co. 
furnished Totem shakes for the roof and %-inch 
by 10-inch cedar siding was furnished by the 
Seattle Cedar Lumber Co., while the Elliott 
Bay Mill Co. contributed sub-floors and sheath- 
ing grade of plywood. These three lumber 
firms also maintained large booths demonstrat- 
ing their products, and the Nettleton Lumber 
Co. had a booth of knotty white pine. The Se- 
attle Cedar Lumber Co. had a small shingle cut- 
ting machine going during most of the time. 





Developer and Builder Honored 
by Special Magazine Issue 


Of its own initiative, and as a matter of news 
interest, the National Real Estate Journal, Chi- 
cago, devoted its entire February issue to the 
achievements and activities of the J. C. Nichols 
Companies, Kansas City, Mo., and especially to 
the ideals and methods of the founder of this 
great enterprise, J. C. Nichols. That name has 
for many years been synonymous with the 
famous Country Club District development, in 
Kansas City, Mo., which is regarded as one of 
the country’s outstanding examples of real estate 
development and building, with due considera- 
tion to progressive ideas of land use, conserva- 
tion of natural beauty, and scientific planning 
in every phase of development, including group 
planning of shopping centers and store buildings 
etc., as well as of residences. All of these 
principles have .been tested by actual use for 
twenty or more years and have proved not 
merely idealistic, but definitely practical. 

Mr. Nichols has been honored by the Presi- 
dent of the United States with appointment as 
a member of the Planning Commission of the 
city of Washington, D. C. His fame as a 
planner and developer of what is perhaps the 
world’s finest residential subdivision is not only 
nation-wide, but world-wide. 

For these reasons the above named real estate 
magazine was impelled to issue its special “J. C. 
Nichols Number,” which among other features 


carries a fascinating biography of the man him- 
self, with descriptions of his organization and 
its methods, special articles, and illustrations of 
many of the 6,000 homes that have been built 
in thirty-three subdivisions of the Country Club 
District since operation there began in 1907. 

The contributions made to these great proj- 
ects by J. C. Taylor, vice president of the 
organization, and other officers and associates, 
are well covered by special articles and portraits 
of the various individuals. 

Mr. Nichols’ many friends throughout the 
country in the real estate and building fields 
join in congratulations upon the splendid 
achievements recorded in the above special mag- 
azine issue, 





Small Homes Manual Presents 


Twelve Plans 


Wasuincton, D. C., April 3.—Continuing 
their aggressive nation-wide campaign for the 
promotion of small homes, the National Lum- 
ber Manufacturers Association and the Na- 
tional Retail Lumber Dealers Association have 
just published their 1939 Small Homes Manual, 
“The Best Way 
to Achieve Low- 
Cost Housing is 
to Build Low- 
Cost Homes”. 
The new man- 
ual, containing 
32 pages, illus- 
trates and de- 
scribes each of Meileye 
the twelve low- 
cost homes 
presented as 
demonstra- 
tive patterns 
this year by the 
National Small 
Homes Demon- 
stration, as well 
as the home now being erected at the New 
York World’s Fair in the “Town of Tomorrow”. 
The latter, a slight variation of one of the 
one-story basic demonstration homes, was shown 
and described on page 32 of the March 25 issue 
of the AMERICAN LUMBERMAN. 

The National Small Homes Demonstration is 
an incorporation of the NLMA and _ the 
NRLDA, together with thirty-two leading man- 
ufacturers and associations, incorporating in a 
joint effort to provide more small homes within 
reach of the lowest income class, and to en- 
courage a greater concentration of effort within 
the building industry on this type of structure. 
The booklet has been printed to further this 
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“Cadwall-Philinpanel” 


Solid Philippine Mahogany Wall Panelling 


A Sensational New Product That Sells On Sight 


Write for Samples and Literature 


Cadwallader-Gibson Co. Inc., 3628 E. Olympic Bivd. Los Angeles, Calif. 


ECONOMICAL 
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Under the pen name “Newcomer,” a 
contributor to the “Line O’ Type” col- 
umn of the Chicago Tribune bursts into 
this rhapsody of building—which happily 
does not overdraw the cheerful picture 
of revived activity in that line. 


THE SONG OF THE SAWS 


City pent persons seeking new experi- 
ences with the arrival of spring may 
find them by visiting any of the areas 
adjacent to Chicago where new houses 
are being built. Rafters and studding 
rise against the blue like the stalks of 
some vigorous plant; odors of lumber, 
fresh paint and plaster spice the air; the 
music of hammers and saws, as they glint 
in the sunshine, has a stirring, swinging 
rhythm; and there is definite inspiration 
at the sight of men working! 

New houses are rising! Jaded Chicago- 
ans are urged to go and see them, for 
the song of the saw is a true spring song 
and the fresh clean winds are blowing 
from the prairies. They breathe a stir- 
ring accompaniment to the saws and 
hammers—one that is certain to awaken 
response in every heart that still has 
hope! 




















program and summarize these efforts. An ar- 
ticle on the cost of building a home on the FHA 
insured mortgage plan for 15, 20 and 25-year 
periods is presented in tabulated form. 

An interesting story dealing with the case for 
home ownership lists independence, equity and 
credit as three of the thirteen reasons why one 
should buy and not rent, while histories of the 
successful 1936-37 and 1938 National Small 
Homes Demonstration programs, and the story 
on “How to Get the Best in Your Wood Wall” 
are included. Plans for any of the homes listed 
in the manual are available at $1 each from Na- 
tional Small Homes Demonstration headquar- 
ters, 1337 Connecticut Ave., Washington, D. C. 


West Coast Must Look to 
Domestic Markets 


Loncview, WaAsH., April 1.—Increased small 
home construction, sponsored by Federal Hous- 
ing Administration funds, has provided a “shot 
in the arm” for the lumber mill industry in 
this city, in the belief of L. L. Chipman, vice 
president Long-Bell Lumber Company. Other 
lumber leaders here believe the future of the 
lumber industry lies in the domestic field, in- 
stead of in the foreign. H. E. Morgan, man- 
ager Longview branch Weyerhaeuser Timber 
Co., said that only about 45 percent of his com- 
pany’s business is waterborne and goes to for- 
eign ports, whereas in earlier days approxi- 
mately 75 percent used to be for water ship- 
ment. Reasons for the growth in domestic 
trade, according to Harvey B. Hart, assistant 
port manager here, are the lack of credit on 
the part of Japan, the war in China and the 
fact that the greatest foreign market now lies 
in the British colonies, which now are supplied 
chiefly by British Columbia mills. 








International Conference Date 


BrussELs, Betcrum, March 28—The fifth In- 
ternational Conference on Timber Utilization 
is to be held at Zurich Aug. 29-31. 

The following will form the subjects of dis- 
cussions: 1—Grading and sorting of sawn- 
goods from the point of view of building con- 
struction. 2—Importance and development of 
nailed timber constructional methods. 3—New 
species of wood for the manufacture of cellu- 
lose, with regard to their technical and eco- 
nomic properties for this purpose. The partici- 
pants will also have an opportunity of visiting 
the Swiss National Exhibition being held in 
Zurich, where a special section is devoted to 
wood 
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News of California Pine Mills 


Big New 2-Band Sugar Pine Mill 
Nearly Ready 


OroviL_e, CALIF., April 1.—The big new 
plant of the Feather River Pine Mills at Feather 
‘alls, Calif., will probably start operating the 
latter part of May, according to A. H. Land, of 
this city, who is president of the company. It 
is a successor to the Hutchinson Lumber Co., 
which several years ago lost its sawmill plant 
in Oroville by fire. The new plant is of par- 
ticularly heavy construction, with two large 
band mills, and is built throughout to handle the 
heavy sugar pine timber of this district. The 
new plant is backed up by a timber supply ade- 
quate to keep it operating for many years. 





Starts Cutting Early on Big 
Deck of Logs 


Mr. Suasta, Catir., April 1—The Mt. 
Shasta Pine Manufacturing Co. started its 
sawmill plant here during the latter part of 
March. The company had decked up logs dur- 
ing the fall, in order to start the sawmill earlier 
in the season than it is usually practicable to 
operate in the woods. The log deck contains 
approximately 4 million feet. 

This company, with its operations in the front 
yard of snow-capped Mt. Shasta, produces 
annually about 18 million feet of lumber. The 
sawmill cuts 100,000 feet per 8-hour shift, and 





machine, a pony planer, a cleat-machine, auto- 
matic wire-tying machine, Cranston stapling ma- 
chine, a hog, Matthews roller conveyor—and 
other necessary equipment of the modern box 
factory. 

The Crater Lake company—owned and man- 
aged by Huntington Taylor, who has numerous 
friends, not only in the western pine region but 
in the old northern white pine district, where 
he formerly operated—manufactures Klamath 
Basin ponderosa pine. At present it is logging 
timber on the Klamath Indian reservation. The 
company does not specialize in factory products 
other than box factory, but ships its lumber as 
such, surfaced or rough, in the shop and better 
grades. This type of timber, which is good 
sized and especially recognized for its texture, 
averages from four to five logs to the thousand 
feet. Thus the lumber is available in an attrac- 
tive assortment of widths. 





Large Pine Mill Resumes Ship- 
ments After Strike 


Westwoop, Cauir., April 3—The Red River 
Lumber Co. resumed full time production today 
following suspended operation for eight weeks 
because of a strike. The management expresses 
its sincere appreciation to retailers who have 
been so patient about delivery of orders, and 
assures them that with the labor situation set- 
tled satisfactorily normal operation makes it 
possible to fill requests again promptly. The 


Huge deck of 4 million feet of logs permits mill to start cutting early in the season 


the remanufacturing plant is based on that 
amount of production. The company has a com- 
plete factory where it manufactures window and 
door frames, mouldings, screens, cut stock and 
boxes which are shipped in mixed cars with 
lumber. 

The town of Mt. Shasta has been the loca- 
tion of a sawmill plant for 50 years or more, 
and the present Mt. Shasta Pine Manufacturing 
Co. is the successor to previous operating con- 
cerns in this location. The president of the 
company is Frank Ball; vice president is Henry 
L. Benton, and the sales manager is T. P. Ball. 





Attractive Assortments of 
Widths of Lumber Shipped 


SPRAGUE River, Ore., April 1.—Last summer 
the brand new box factory, planing mill and 
storage warehouse of the Crater Lake Box & 
Lumber Co., at Sprague River, was destroyed 
by fire. The plant, which has been laid out along 
the most modern lines and had installed in it the 
best equipment, had been in operation only a 
few months. Scarcely had the embers cooled 
when the company was clearing an adjoining 
site for another plant, which was completed and 
began operations in December. This latest 
plant is also a model of efficient box-factory 
construction. A bridge crane runs over the 
conveyor table, from the surfacer to the load- 
ing department and storage department. 

The box factory equipment includes five cut- 
offs, one band rip saw, two random circular rip 
saws, three twin band resaws, one Morgan box- 
board matcher with gluing attachment and 
squeezer and equalizer. A two-color printing 


dry lumber in stock and the company’s kiln 
capacity permit immediate resumption of ship- 
ments. 

The sawmill is running two shifts, utilizing 
logs decked at the mill. The plywood factory 
is running three shifts as it has ever since the 
fall of 1929, Three shifts are also keeping the 
venetian blind department in full production, 
with large quantities of California incense cedar 
being made into blind slats. The Red River 
Lumber Co. employs about 2,200 men in all of 
its departments. 


Modern Plant Stays Idle 


OroviILLe, Cauir., April 1—The modern saw- 
mill plant of the Swayne Lumber Co., here, will 
not be operated this year. This is a sawmill 
plant of 140,000 daily capacity, with dry kilns, 
planing mill and other conventional equipment. 
For the past more than twenty years, this mill 
has been manufacturing Ponderosa pine, Califor- 
nia sugar pine, incense cedar and white fir. 








THE First issue of the “Philippine Journal 
of Forestry,” a quarterly, published in Manila 
by the Department of Agriculture and Com- 
merce, appeared in July. This well-printed 
and illustrated bulletin succeeds the mimeo- 
graphed “Makiling Echo,” always a welcome 
arrival gn the desks of those interested in de- 
velopment of Philippine forests and lumber- 
ing. Colored plates show some of the insect 
enemies of the pine in the islands. Contents 
include discussion of air drying, shrinkage al- 
lowance, band saw operation, rafting and float- 
ing and other Philippine operations. 




















Two generations ago Jack used 
Robert McNair’s fine shingles and 
shakes on his house. Today the roof 
is still in good condition, after years 
and years of service. 


Government Tests prove great insu- 
lation value; Health—elimination of 
rheumatism, tuberculosis; Economy, 
Endurance. The New England and 
Florida Hurricane proved McNair 
Shingles HOLD ON! 


ROBERT M°NAIR 
SHINGLE COMPANY 
VANCOUVER, CANADA 
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FLOORIN G 


Our new flooring plant is equipped 
with the most improved type machines. 
You'll appreciate the better manufacture 
and superior quality of WELLS Flooring. 
Try a car now at low prices. 


&SIWwJELLS 


LUMBER COMPANY 


MANUFACTURERS 
MENOMINEE MICHIGAN. 
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Lumber Company, 
Manufacturers of 


“BILTMORE” 
FLOORING 


“BILTMORE” 
HARDWOODS 
Plain Quar- 
tered Dek Soft 
Yellow Poplar— 
Basswood, Chest- 
nut, etc. 

Pisgah Forest, N.C. 
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Here’s What's New 


Free Demonstrator Offered with 
Cabinet Hardware 


The American Cabinet Hardware Corp., 
Rockford, Ill, announces that dealers will 
get $10 worth of Luster-Chrome cabinet hard- 
ware complete with the new Luster-Chrome 
demonstrator which the company has just intro- 
duced through leading hardware jobbers. The 
sale of the free hardware returns the full $10 
invested, so the demonstrator actually costs the 
dealer nothing. It goes to work on the deal- 
er’s counter by demonstrating the actual applica- 
tion of various types of cabinet hinges, pulls, 
catches, etc. on operating doors. The colorful 
display of DeLuxe pulls in ivory, yellow, green, 
delphinium blue, red, and ebony black draws the 
attention of home owners and builders quickly. 
The new demonstrator shows three distinct de- 
sign groupings at graduated price levels for 
every purse and purpose, with hinges, pulls, 
knobs, and catches of each grouping perfectly 





matched in design. Twenty-two inches high 
and fifteen inches wide, the demonstrator is 
large enough for an impressive display, -yet 
small enough to be conveniently carried for 
selling on the job when desired. Since the 
manufacturer has allotted a part of its adver- 
tising funds to pay for the free hardware offer, 
the supply of demonstrators sold on this basis 
is limited and dealers wishing to take advan- 
tage of the plan are urged to place their orders 
at once. Complete details are available from 
the manufacturer. 


Fir and Yellow Pine Used in 
Ornamental Picket Fence 


The Illinois Wire & Mfg. Co., Joliet, IIl., is 
now featuring the manufacture of Denning 
ornamental picket fence. Very popular for yard 
and garden use, the Denning fence is made of 
fir and yellow pine pickets, woven with heavy 
galvanized wire. It is made in various heights 
and is available in colors of red, green, white 
and natural. A catalog describing the fence 
and the dealers’ price list will be furnished 
without obligation to any dealer requesting 
them. Inquiries should be addressed to the IIli- 
nois Wire & Mfg. Co. at Joliet, Ill., or at Luf- 
kin, Tex. 


New Type Sash Balance Is Easily 
Installed 


The Caldwell Manufacturing Co., Rochester, 

. Y., has just announced a steel enclosed 
sash balance, especially built for prefit windows. 
According to the manufacturer, it also meets the 
demand for a durable, compact and inexpensive 
sash balance to be mounted in the head jamb of 
any double-hung window. The balance is also 
made for side jamb installation. The balance 
has a face of %-in. and a depth of 3 inches. 
Made of 16-gauge, pressed steel, all working 


parts are completely inclosed and because of the 
flat top, it is easily installed with only one 
screw to be driven. The special C. R. steel 
tapes are practically kink proof. The sash bal- 
ance meets requirements of all residential win- 
dow using one or two balances per sash. Com- 
plete details are available from the manufac- 
turer. There is no obligation. 


New Structural Insulation Uses 
Cane-Weave Process 


Certain-teed Products Corp., 100 E. 42nd St., 
New York, N. Y., has just announced a new 
and complete line of structural insulation known 
as C-S-I, which is made by the exclusive cane- 
weave process. The line includes roof insula- 
tion, insulating board, asphalted sheathing and 
interior finish, including insulating board, plank 
and tile, available in three colors and three 
textures in various sizes, making possible many 
decorative treatments. Architects, builders, 
realtors and home owners are being informed 
of the complete line through advertising in influ- 
ential national magazines. Fully rounded out 
with literature, displays, sample signs and direct- 
mail pieces, Certain-teed’s C-S-I promotion is 
designed to reach every possible prospect. 
Samples of C-S-I structural insulation and de- 
tails of the merchandising, national advertising 
and dealer help plans may be obtained by 
writing to Dept. B-2 of the company. There 
is no obligation. 


Product Cited as Universal Finish for 
Enameling 


Lowe Brothers Co., Dayton, Ohio, maker of 
quality paints and varnishes since 1870, has just 
announced a new product, Plax, “a universal 
finish for all enameling.” Plax is being intro- 
duced with a comprehensive program, including 
banners, window streamers, demonstration set- 
up and materials, broadsides, folders and local 
newspaper advertising. Plax is equally effective 
on metals, wood or plaster, is easy to apply, 
and dries quickly. According to the manufac- 
turer, it is a colorful, glossy, durable finish 
which resists wear and weather, heat, smoke 
and smudge, and withstands boiling water, metal 
eating acid, grease marks, etc. Complete details 
about Plax may be obtained from the company 
without obligation. 


Caulking Cartridge Improved in 
Appearance and Design 


The Calbar Paint & Varnish Co., 2612 N. 
Martha St., Philadelphia, Pa., manufacturer of 
technical paints, caulking, glazing compounds, 
and caulking guns, announces a new caulking 
cartridge of Vulco-fibre, lined with cellophane, 
which not only has an improved appearance, 
but is of a patented construction eliminating any 
backfiring or leakage, keeping the caulking gun 
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always clean. The new cartridge holds one 
pint of Caulk-O-Seal and is put up in nests of 
eight and packed four nests to a shipping car- 
ton; thirty-two cartridges, and is available in 
various colors. The company now has a special 
combination offer of the new cartridges and gun, 
and full particulars of the offer may be obtained 
upon request as well as a circular describing the 
new cartridges. 


Price Card Mouldings Improve 
Display Appearance, Save Money 


F. M. Zimmerman, 4 S. May St., Aurora, IIl., 
announces the latest type price card mouldings 
for better pricing and store modernization. The 
patented moulding of the company has proved 


(2 


satisfactory, according to the manufacturer, for 
the past 15 years. The cards do not bulge out 
to catch dust or clothing. Samples may be ob- 
tained without obligation from the manufac- 
turer. 

















New Putty Knives and Scrapers 
Made with Tenite Handles 


Landon P. Smith (Inc.), Irvington, N. J., 
announces that the new Red Devil P-13 putty 
knives and wall scrapers designed to combine 
unusual appearance with added utility, are fea- 
turing streamlined handles of red Tenite and 
blades of mirror polished tool steel. The new 
models, according to the manufacturer, are easy 
to grip, have perfect balance and possess long 
life. Red Tenite is non-inflammable and will not 
shrink or absorb. It does not chip, split or break 
when dropped. The Red Devil putty knives 
and wall scrapers are available in stiff, flexible 
and super-flex models. Also available is the 
new Red Devil glazier’s chisel and new bent 
putty knives. Complete information concerning 
the products is available without obligation from 
the manufacturer. 


New Interior Finish Has High Light 
Reflection 


The Wood Conversion Co., St. Paul, Minn., 
announces Nu-Wood Sta-Lite, a new insulating 
interior finish which has an unusually high light 
reflection factor of better than 70 percent. An 
interesting feature of the surface is that it 
actually turns lighter with exposure. It is 
available in tile, plank and board, and maintains 
the texture of Nu-Wood. It offers a consider- 
able amount of sound absorption and insulating 
value and is designed to harmonize with tan and 
variegated Nu-Wood. The tongue and groove 
joint has a slightly shallower bevel which gives 
the board an improved appearance in design and 
offers greater support in construction to adja- 
cent pieces. It can be easily cleaned with a 
sponge or cloth. Complete information and 
samples of the new product may be obtained 
without obligation from the company. 


Varied Products Suitable for 
Modernization, New Construction 


Macklanburg-Duncan Co., Oklahoma City, 
Okla., is now featuring a number of products 
designed for use in modernizing or new con- 
struction. Included among the products are 
Numetal weatherstrip, Nu-Glaze glazing com- 
pound, Nu-Calk calking compound, and Nu-Art 
moulding and trim. Numetal is cited as a mod- 
ern, practical and efficient type of permanent 
weatherstrip, furnished only in straight lengths 
in handy individual packages for windows and 
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Perforated Rocklath—sells for little, 
if any, more than old-fashioned, com- 

bustible lathing materials—is a good 
profit producer for dealers. 

If youare not carrying Perforated 
Rocklath or are not familiar with 
its profit possibilities, write for 

complete details to UNITED 

STATES GYPSUM COMPANY, 
300 West Adams Street, 
Chicago, Illinois. 
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Sure..1 recommend 
Calbar 


CAULK-0-SEAL 


WITH CALBAR PRESSURE GUN 


I recommend Caulk-O-Seal 
because I've learned that it 
does the best job. It’s super- 
plastic, weatherproof, doesn’t 
stain, chip or crack. Altogether—it’s the 
finest caulking compound I've ever used. 
And it’s sure easy to apply when you use 
the trouble-free Calbar pressure gun. I 
couldn't caulk without it. Caulk-O-Seal 
comes in Tubes, Cans, Drums. and 
CARTRIDGES. Black and 12 colors. 


HOTEL BENSON 


PORTLAND 
OREGON'S 


Distinctive Hotel 


Centrally lo- 
cated. Air condi- 
tioned dining 
rooms. Unexcelled 
cuisine. 


All rooms with 
bath. Reasonable 
rates. 

R. K. KELLER 
and W. E. BOYD, 


Managing Directors 


ROSS FINNEGAN, 
Manager 





Calbar Paint & Varnish Co. Manufactwrers of 
2612-26 N. Martha St., Philsdelphia, +“ 
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doors, and cut-to-dimension for special jobs. 
Nu-Glaze, a separate, distinct product from 
putty, for glazing wood and steel sash, sets to 
a rubber-like consistencv. Nu-Calk is a calk- 
ing compound which comes packaged in regular 
containers or is available in a patented “speed 
load” for pressure calking guns. Nu-Art white 
metal trim is suitable for use in modern kitchen 
sinks, bathrooms, tables, counters, etc. Nu-Art 
numbers and letters are furnished in bronze and 
stainless steel in all numerals and in all alpha- 
bet letters in three sizes, ranging from 1% 
inches to 334 inches. Complete details on all 
of the company’s products, as well as prices, 
may be obtained without obligation by writing 
to Dept. G. 


Issues Complete Catalog on Screen 


Door Grilles 


The Logan Co. (Inc.), 303 Cabel St., Louis- 
ville, Ky., is now issuing a free catalog on 
screen door grilles. The catalog, which is pro- 
fusely illustrated, shows the beauty and protec- 
tion derived from properly made grilles. Logan 
flat wire grille is available in standard 10-foot 
sheets, in addition to stock size and Adjust-O- 
Grille. Available in a number of finishes, Lo- 
gan grilles are made of solid copper, plain steel 
or galvanized steel. Sales helps offered dealers 
include a demonstrator to show how screen 
doors look with or without grilles, attractive 
folders to be used as envelope stuffers and news- 
paper cuts or mats. A copy of the catalog 
“Logan Grilles” may be obtained free from the 
company. 


Issues Sales Portfolio on Steel Fence, 
Roofing, etc. 


The Republic Steel Corp., 7850 So. Chicago 
Ave., Chicago, Ill., has just completed its 1939 
dealer sales portfolio, known as “The Republic 
Plan,” which, according to the manufacturer, is 
designed to help the dealer sell more of all the 
goods he handles. The Republic Plan enables 
the dealer to “bring his customers into the yard 
and expose them to his complete line.” Au- 
thoritative information is included on the manu- 
facture, selection, erection and proper use of 
farm fence. There is also practical informa- 
tion on the proper application of steel roofing. 
The sales portfolio also contains samples of 
mailing pieces, displays, fence and nail catalogs, 
etc., available to the dealer. Details of The 
Republic Plan are available without obligation 
from the manufacturer. 


Non-Rising Pin Represents Advance 
in Hinge Construction 


Featured in the April issue of the Stanley 
News, publication of The Stanley Works, New 
Britain, Conn., is an announcement of the new 
Stanley non-rising pin, heralded as “the great- 
est advance in hinge construction in 40 years.” 
The non-rising feature of the new pin is se- 
cured by means of a split ring attached in a 
groove in the pin. This split ring fits into the 
pocket formed in the bottom of the top knuckle 
of the butt. When the pin through action of the 
door attempts to rise, the split ring comes in 
contact with the inside of the knuckle above the 
pocket and is prevented from. further rising. 
Dealers who do not receive issues of the Stan- 
ley News regularly will be placed on the com- 
pany’s mailing list without obligation. All re- 
quests should be addressed to the company at 
the address given above. 


Folder Shows Examples of Modern 
Wall Construction 


The Celotex Corp, 919 N. Michigan Ave., 
Chicago, has just prepared a new folder on in- 
sulation entitled “Completely Insulated for 
Only $93.30,” which dealers may secure for dis- 
tribution to prospective home builders, architects 
and contractors. The folder shows how little 
it costs to insulate various size homes, using 
as illustrations the eight famous “Life” homes 
featured in recent issues of “Life” magazine. 
Comparative prices are quoted, giving the aver- 
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age net difference in cost between building each 
with Celotex insulating products and building 
without them. Diagrams and pictures help to 
tell how modern wall construction, using Celo- 
tex products, economically insulates houses 
against heat and cold. The folder also explains 
why the application of insulation provides a 
vapor barrier to prevent harmful moisture con- 
densation within walls. All requests for the 
booklet should be addressed to the manufac- 
turer. There is no obligation. 


Features Zinc-Dipped Nails for 
Wood, Asphalt Roofing 


W. H. Maze Co., Peru, Ill., is now featuring 
Maze Zinclad nails for wood and asphalt shin- 
gles. The Maze nails are hot-dipped in molten 
zinc so as to have a complete heavy coating 
with no thin spots where rust can begin. Maze 
Zinclad shingle nails are available in both the 
round wire and square cut types. In addition 
to the wood and asphalt shingle nails the com- 
pany also manufactures large head roofing, 
spiral, lead head, and calk-screw roofing nails, 
available in standard sizes for new roofing and 
re-roofing jobs. Samples, prices and complete 
information are available from the company 
without obligation. 


New Insulating Brick Siding For 
Modernizing Outside Walls 


The Insulite Co., Minneapolis, Minn., has just 
announced a new insulating brick siding for 
modernizing the outside walls of all types of 
frame buildings. The product, known as Brik- 
lite, is made of Insulite-Graylite board; has a 
base which is completely enveloped with a coat 
of high melt point asphalt. Mineral granules 
are applied to the surface, which is then em- 
bossed, giving the finished product a close re- 
semblance to clay brick products. It is avail- 
able in two colors, red and buff, with all edges 
shiplapped. Four design styles are manufac- 
tured, making possible the application of con- 
ventional brick patterns. Complete details about 
the product may be obtained from the company. 
There is no obligation. 





Loadings of Revenue Freight 


A report of the car service division of the 
Association of American Railroads shows that 
revenue freight for the two weeks ended March 
25 totaled 1,200,030 cars, as follows: Forest 
products, 54,239 cars (an increase of 3,866 cars 
above the amount for the two weeks ended 
March 11); grain, 61,664 cars; livestock, 22,- 
534 cars; coal, 230,169 cars; coke, 14,477 cars; 
ore, 16,509 cars; merchandise. 306,039 cars, and 
miscellaneous, 494,399 cars. The total loadings 
for the two weeks ended March 25 show an in- 
crease of 9,648 cars above the amount for the 
two weeks ended March 11. 


Car Loadings of 2nd Quarter 
to Gain 12.6 Percent 


Wasurncrton, D. C., April 3—An increase of 
12.6 percent is expected in freight car loadings 
in the second quarter of 1939, as compared with 
actual loadings in the same quarter in 1938, ac- 
cording to estimates just compiled by the thir- 
teen regional Shippers’ Advisory Boards. Load- 
ings of the twenty-nine principal commodities 
will be 4,684,443 cars, compared with 4,159,034. 
All thirteen Boards estimate an increase. In- 
creases are expected in loadings of twenty-one 
commodities, and decreases in eight. Actual 1938 
and estimated 1939 second quarter loadings, 
with percentages of expected increases, for six 
of the commodities of special interest to lum- 
bermen, follow: 





Actual Est. Percent 
. 1938 1939 Ine. 
Lumber and Forest 
PRORUSEE 2 ccscccs 350.788 394,227 12.4 
COE wiccacceces 132,561 145,577 9.8 
Brick and Clay 
Pro@wets ..cccces 48,067 55,203 14.8 
Lime and Plaster... 32,818 37,533 14.4 
Gravel, Sand and 
MN waste saab oe 283,030 296,771 4.9 
Coal and Coke..,...1,133,788 1,262,903 11.4 
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THE LUMBERMAN POET | 








Things That Are 


If your soul is sick with a hope deferred; 
If your heart has hungered long, 

If you wait and wait, and there comes no word, 
If there comes no note of song; 

If the years are slow and the way is far 
And the stars refuse to gleam— 

We must find our joy in the things that are 
And not in the things we dream. 


Let us pluck the rose by the daily road, 
Though the star we still desire, 
Let us find some joy in the poor abode, 
Let us sleep by the humble fire. 
And the dream we dream, if the dream come 
true 
At the last, will sweeter seem, 
If we find our joy in the things we do 
And not in the things we dream. 


Poet's Epigrams 
“There would be more lumber sold on the road 
if so much of it wasn’t sold on the run.” 


“A man who wants credit for all he does may 
be an egotist, but we like him better than 
the man who wants credit for all he buys.” 


“Advertising is the canvas that makes the sale.” 


“Some men blaze the trail and the rest just 
trail.” 


“You never can go back and work the hour 
you loafed.” 


“It’s all right to be a chip off the old block, un- 
less the old block was a blockhead.” 


“Some people have more money than you have, 


but on the other hand, some people have 
less.” 


“Sometimes the stenographer isn’t the only 
person around an office trying to make a 
living by the touch system.” 


Hills and Dales 


When the Spring’s in the bud and when love’s 
in the birth 

And when strong runs the blood in the heart 
of the earth, 

We will follow the rill, we will follow the trail, 

With a ho-up-the-hill and a merry-down-dale! 


Then with your hand in mine, and with my 
hand in yours, 

Up the path of the pine, through the meadowy 
moors, 

We will walk where yw will, and the world 
we will hail 

With a ho-up-the-hill and a merry-down dale! 


And when red sets the sun and when rises the 
moon, 
When the stars one-by-one light the candles of 


June, 
We will follow the trill of the far nightingale 
With a ho-up-the-hill and a merry-down dale! 


But if rain’s in the west and a cloud’s in the 


sky, 

Then the storm we will breast and the torrent 
defy ; 

For, come good or come ill, we will challenge 
the gale 

With a ho-up-the-hill and a merry-down dale! 





NEWS AND 
VIEWS OF 





50 YEARS AGO © 


From the AMERICAN LUMBERMAN 











A rather surprising docu- 
ment is that coming from 
Dallas, Texas. Several dealers 
of that city have petitioned 
Julius Meyer, who for years 
has managed the affairs of the 
C. J. L. Meyer & Sons Co., 
Chicago, to visit them at an 
association meeting to be held 
at Dallas, April 9. They have 
been buying goods of the house 
for years, but have never met 
Mr. Meyer, and while they feel 
well acquainted with him at 
long range, they desire to meet 
and mingle with him in a closer 
way. It is rather hard to get 
Mr. Meyer out, as the sash, 
door and blind manufacturers 
are aware, who have passed 
resolutions of remonstrance 
against the tardy appearance 
of Chicago manufacturers on 
certain meeting days, but when 
he is on the floor he is there 
for business. And the Texas 
men propose to get Mr. Meyer 
down there, they say, if it takes 
a requisition or a steam logger. 
The southern lumbermen are 
hospitable and are yearning for 
Mr. Meyer’s society, and after 
unloading goods in Texas all 
these years he should lay aside 
his modesty and call on the 
boys. As a matter of fact, it 
is a remarkable testimonial to 
the business caliber of a man 





no older than the hero of this 
episode when a number of 
prominent merchants enter into 
such an unusuai petition, and 
the matter reflects also to the 
credit of this large and un- 
kempt city of the woolly west. 


* * * 


The W. T. Harvey Lumber 
Co. is manufacturing 500 ready- 
made houses for Oklahoma, 10u 
of which have been shipped. 
The houses wiil range in value 
from $100 to $1,500 and in size 
from 10x16 feet, which can be 
put up in three-quarters of an 
hour, to 24x50, two stories, 
which are designed for business 
houses and which can_ be 
erected in three hours. 


* * * 


That important measure, the 
Chicago drainage bill, was 
passed by the house at Spring- 
field by a vote of 92 to 42. Its 
success has great significance to 
the future growth of this city, 
and in that respect it will be 
hailed with satisfaction by the 
lumber dealers of Chicago. It 
anything further were required 
to assure the greatness of Chi- 
cago, the ultimate passage of 
this wholly panded sani- 
tary and transportation scheme 
should sufficiently meet the 
emergency. Not only will it 


promote the growth of Chica 
.n a general way making it the 
best drained and most healthy 
city on the globe, but it will 
eventually open up a ship canal 
for the passage of the largest 
vessels from the Great Lakes to 
the Mississippi. It is probable 
that one day a large part of the 
‘orest products of the lower 
Mississippi and its branches 
will be brought to Chicago by 
this means, 
* * * 


One quite noticeable fact 
about the lumber business is 
that no class of men take losses 
more philosophically or recover 
more quickly. In seven out of 
ten cases where saw, shingle 
and planing mills, or wood- 
working factories are burned 
the owners rebuild as rapidly 
as possible, and resume, though 
it is frequently the case that 
there is no insurance. The Gur- 
don Lumber Co., Gurdon, Ark., 
for example, which had a 
$25,000 planing mill loss a few 
days ago, did not even lay off 
its hands, but kept them em- 
ployed, and announced heroic- 
ally that an effort would be 
made to break the record in 
rebuilding a planing mill. En- 
terprise belongs to the stock in 
trade of the modern lumber- 
man. 
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For LUMBER DEALERS if they 
stock and push the 80 FAST- 
SELLING PATTERNS from 
this year's Peacock and Roto- 
craft Lines. Write TODAY for 
special offer. 


LENNON 
WALL PAPER CO. 


Joliet, Ill. 
Roofs 


vor: Abesto 


And You Need Abesto Profits, 
Mr. Lumber Dealer 





$ It’s a big money-making line for you. Don’t 
ut it off any longer. There never was a 
oR time than NOW to get started with 
c ABESTO. Dealers everywhere are building 
good trade on this quick easy seller, which 
pays large profits on small inventory. 
$ ABESTO is for Roofing, Re-Roofing and 
Damv-Proofing. For built-up roofs it re- 
places hot applications of asphalt or tar 
pitch. Easy to use—simply applied cold. 
No hot kettle or other special equip- 
ment. Seals holes and 
cracks securely. Adds 
years of service to old 
roofs. Get ABESTO in 
stock without delay. 
TODAY. write for lit- 
erature and specifica- 
tions. No obligation. 
Write NOW. 


Abesto Mfg. Co. 
Michigan City, Ind. 








GILBERT NELSON & CO. 


Public Accountants 
332 $. MICHIGAN AVENUE 
CHICAGO 


TELEPHONE HARRISON 0366 
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Eastern Trade News 


[F. J. Caulkins] 


Boston, Mass., April 3—New England lum- 
ber operators and timberland owners in the sec- 
tions ravaged by the September hurricane are 
protesting vigorously against the application of 
the Wage-and-Hour law to the emergency 
workers engaged in log salvage and in rush- 
ing of logs into the holding ponds, while clear- 
ing the woods of slash as a check upon the 
spread of disastrous forest fires. Administrator 
Andrews has consented to hold public hearings 
on April 17 both in Washington and at central 
points in the forest sections of New England. 
There are 63 sawmills operating in the affected 
area, and there are 127 more mills contracted 
for that are being set up and placed in produc- 
tion as rapidly as possible. Many of these new 
mills are being set up close to some of the 
larger holding ponds and will saw logs as fed 
to them by Forest Service officials as the lat- 
ter attempt to gage the supply of cut lumber 
to the demand that is developed by the market- 
ing department. While log salvaging is being 
stepped up, the forest fire season is almost upon 
us. Prevention work and fire fighting prepara- 
tions by trained crews at 40 C.C.C. camps plus 
12,000 W.P.A. workers, will now be supple- 
mented by a large force of day laborers for 
which latter purpose Congress, as recently as 
March 23, made a special appropriation of 
$5,000,000. 


Plywood and a Proposed Nuisance Law 


Price uniformity and stability have come strik- 
ingly to the surface within the month in the 
marketing of fir plywood and wall board, as the 
call for both types continues the phenomenal 
expansion of recent years. For %4-inch 3-ply 
fir wallboard in 24,000 pound lots, calling for 
water delivery at Atlantic Coast ports, the price 
is uniformly $29.85 at the dock, per thousand 
feet surface measure, and many distributors 
have commented favorably to the writer upon 
the fact that the cut price seller is out of the 
picture. This is true also of plywood, 3- to 
7-ply, to measure %4- to %-inch and to grade, 
sound two sides; good two sides, and good one 
side. All three grades are priced today at 70 
percent off manufacturers’ list No. 38, which 
now appears to be standard in all selling offices. 

The term “surface measure” appears in the 
above paragraph, which brings to mind a recent 
happening at the State House. A petition by 
one Wm. H. Haskell would amend a certain 
section of the general laws by providing that 
“unfinished lumber shall not be sold unless by the 
square foot measure.” A hearing by the Com- 
mittee on Mercantile Affairs was set for 10:30 
A. M. March 7. Experts could not even guess 
what it was all about. Was it surface measure, 
cubic measure or board measure? Four repre- 
sentatives of the trade were on hand. In the 
group were the se¢retary of Intercoastal Lum- 
ber Distributors of New York, a vice president 
of the Northeastern Retail Lumbermen’s Asso- 
ciation, the secretary of the Boston Retail Lum- 
bermen’s Association and the secretary of New 
England Wholesale Lumber Association. When 
the bill was taken up, the lumber group ex- 
pressed doubt both as to the purpose or need of 
such an amendment. It was explained that 
lumber was priced according to its wood con- 
tent, thick or thin. As the proponent of the bill 
did not appear in its support, or to explain to 
the lumber group its purport, the chairman gra- 
ciously announced to the lumber group that as 
the proponent had not seen fit to support his 
bill that fact would influence the committee in 
its report of the bill to the General Court, and 
if the bill was to be further considered by the 
committee the lumber group would be notified 
and invited to appear. Its adverse report has 
since been accepted by both House and Senate. 
Another “nuisance law” nipped. 

WEST COAST WOODS—Cargo receipts at 
Boston, compiled exclusively by AMERICAN 
LUMBERMAN, have totaled 10,039,216 feet in 
March, and compare with an average of 





11,699,084 feet in that month in the previous 
nine years. For the first three months of 
the year the total is 27,114,832 feet, against 
an average in that period in the previous 
nine years of 26,038,931 feet. This latter fig- 
ure compares with about 14,000,000 feet in 
the first quarter of both 1938 and 1937. The 
movement of lumber—chiefly fir—from the 
distribution yards to dealers has been quite 
active, but forward buying of complete yard 
schedules, calling for direct shipment from 
the mills, has been disappointingly slow; 
however, the price range for this type of 
orders has held quite steady at the $10.50 
discount for fir dimension, though there have 
been pressure sales of unsold transits at a 
figure 50 cents lower. There is little hem- 
lock offering, and offices here find difficulty 
in picking up lots at any of the mills on the 
Coast. And yet the differential below fir for 
mill shipment orders ranges from $2.50@3. 
On small lots of fir dimension from local 
yards dealers are quoted discount from page 
16 of West Coast list of $5@7, with small 
holding of hemlock available at $1 lower than 
fir. Two ships to discharge approximately 
three million feet are listed for this week. 
Vessel rates continue at $14, with an ample 
supply of tonnage available. 


EASTERN SPRUCE—Yard orders through 
March were in small volume but, as produc- 
tion is limited to the winter mills, bookings 
at these are ample to absorb the April out- 
put, and, when the summer mills start in 
May and June, consumer demand will be at 
the high point of the year. The price list has 
held remarkably steady, with the smaller 
dimension sizes—2x3- and 4-inch, at $29@31, 
delivered at Boston rate points, up to $34@36 
for the 2x9-inch and $38@40 for the 2x12- 
and 3xl12-inch. The higher price for each 
item calls for all 16-foot lengths. Random 
sizes average $1 lower. Dry boards, rough 
or dressed, are well sold up, and firm—the 
6- and 7-inch rough being held at $33@36; 
dressed and matched, $32@34; with the 8- 
and 10-inch rough at $35@39. The 1x2-inch 
bundled furring sells at $28@30, with the 
38-inch $1 higher. 


LATH and SHINGLES—tThe call for spruce 
lath is more urgent, but prices hold steady 
at the winter level of $3.50@3.75 for the 
1%-inch, and $4@4.50 for the 1%-inch. There 
is an ample supply, but no surplus accumu- 
lation at the mills. Eastern white cedar 
shingles are in moderate supply, and steady 
at $4.15 per square for extra’s, $3.75 for 
clears and $3 for 2nd clears. The West Coast 
red cedars are selling more freely as the 
spring demand starts, though delivered prices 
to the yards are lower by 10 cents per 
square on most items. For mill shipment lots 
by car, the 18-inch No. 1 Perfections are now 
quoted at $4.85, while the 16-inch No. 1 are 
quoted at $4.40; No. 2 at $3.60, and No. 3 at 
$3.10. The United States-Canadian trade 
agreement has advanced another step to- 
ward ratification by both governments, and 
the shippers of British Columbia red cedars 
are holding prices on all grades 5 to 15 cents 
above those of Washington mills, apparently 
confident that final ratification of the trade 
agreement, that is to cancel all quota limita- 
tions, will be accomplished within the next 
week or two. For small lots to dealers from 
local storage, holders are quoting $5.20 for 
Perfections, $4.65 for 5X No. 1; $4.10 for No. 2, 
and $3.35 for No. 3. 


EASTERN HARDWOODS—There is pres- 
sure to secure maple heel stock as wanted 
in the new thicknesses, 2% and 9/4, and all 
kiln capacity is being strained to the limit 
in an effort to complete deliveries to the 
heel shops before the season ends two weeks 
hence. Premium prices have in some in- 
stances been paid for these special sizes 
where prompt delivery could be made. Most 
sales of the 9/4 size have been made at $90 
for the short cross-cut stock. The supply 
of 8/4 has been ample, and it sells at a range 
of $76@80. Adirondack maple and birch mills 
are limiting production and are holding prices 
firm at $78@80 for inch FAS, with the No. 1 
common at $55@57. 


PINE BOXBOARDS—There is an ample 
supply of round edge inch. Private opera- 
tors in clearing their lots of “down” logs 
are producing more than the regular box 
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shop demand can absorb. One shipper in 
Maine quotes inch round edge, delivered at 
Boston by truck, at $16 in an effort to clear 
his yard before supplies from the “down” 
log areas begin to press for a market. The 
normal price range for good inch round edge 
is from $13@16 f.o.b. the mill yard. 


A time-honored name returns to the roster of 
the Boston wholesale trade with the incorpora- 
tion of H. M. Bickford & Son, with offices in 
suite 803 of the Park Square Building. Phone, 
Hubbard 3266. H. M. Bickford, Jr., son of the 
late H. M. Bickford, is joined by his son, H. M. 
Bickford 3d, in creating this new corporate title 
to market a complete line of longleaf and short- 
leaf pine and cypress finish. Junior had been 
associated with his father many years before 
illness forced the retirement of the latter three 
years ago, when the head office of the company 
at Boston was closed though the title H. M. 
Bickford Co. was continued at New York by 
Russell Bickford, the eldest son of the founder. 


Huson & Son, wholesale distributors of the 
western pines, Port Orford cedar, fir plywood 
and wallboard, with head offices at 70 East 45th 
Street, New York, have just opened a sales 
office at Boston from which to cover the New 
England trade, with L. V. Olander in charge. 
He has established headquarters in the Hotel 
Gralyn in the Back Bay, and his ’phone number 
is Kenmore 3000. W. E. Huson, head of the 
company, has been active in the New York mar- 
ket about ten years. Mr. Olander has served 
both at the western mills and in the New York 
selling field. 


_ W. L. Smith, long associated with the Lex- 
ington (Mass.) Lumber Co., from which he 
withdrew last fall to join the selling staff of 
Hawkins Lumber & Warehouse Co., has been 
confined to his home through March by illness. 


Secretary Norman Mason, of the Sliver Club, 
has arranged for the first tournament of the 
golf season at the preserves of the Wollaston 
Golf Club on Tuesday, April 11. There will be 
two tournaments in May, on the 5th at Wood- 
land Golf Club, and on the 17th at Marshfield 
Country Club. 


Robert G. Kay, head of the Kay Lumber 
Co. and for more than forty years active in 
the wholesale trade at Philadelphia, has been a 
guest through March at the Colonial Hotel, St. 
Petersburg, Fla. Also at this same hotel were 
Leon W. Hall, retail dealer at South Dennis, 
Mass., who with Mrs. Hall were guests through 
March. George Fisher, manager of Godfrey 
Lumber Co., Boston, who has been away from 
business fully a year recovering from a severe 
illness, and who spent March in St. Petersburg, 
has returned to Newton, Mass., and for a time 
will devote two hours each day to office details. 


NEW YORK, N. Y. 


Weather conditions through March have not 
encouraged starting of home _ construction, 
though considerable lumber has been moved to 
the speculative development jobs, particularly in 
upper Long Island. Much of the coarse fram- 
ing lumber and boards for use at these projects 
is being trucked direct from the docks to ter- 
minals, or nearest railroad siding. Local whole- 
sale offices through March have booked very 
few round-lot orders for direct shipment from 
mills to yards. There is pressure to sell, and, 
while many of the intercoastal offices are 
holding rigidly to the $10.50 discount from 
page 16 for regular dimension fir schedules, 
there have been orders booked at the $11 
discount. There are rumors of sales at a 
further concession of 50 cents, but as several 
transit lots of fir dimension have reached the 
terminals that had been cut from second- 
growth logs that take a mill price $1 below 
standard, the local trade is only mildly dis- 
turbed by this rumor. Such lots have little 
or no appeal to the standard yards, and find 
use chiefly in the lowest-cost housing pro- 
jects. Most of the small volume of bookings 
in March were at the $10.50 discount. 


Local representatives of Maine and eastern 
Canadian spruce mills report a seasonal in- 
crease in sales of both dimension and boards, 
chiefly for delivery in carload lots at Harlem 
River points. Only the winter mills are in 











a SP ee oe ee aes 


lant ant. LL hada. to a 


> 
>. = 


tle 
‘t- 
en 
re 
ee 
ny 


by 
ef. 


he 
od 
ith 
les 
ew 
ge. 
tel 
per 
the 
ar- 
ed 
ork 


ex- 
he 
of 
een 


lub, 
the 
ston 
| be 
od - 
ield 


iber 
» in 
na 

St. 
vere 
nis, 
ugh 
frey 
rom 
vere 
urg, 
time 
ails. 


not 
tion, 
d to 
ly in 
ram- 
jects 
ter- 
hole- 
very 
from 
and, 


from 
lules, 
» $11 
at a 
veral 
d the 
2ond- 
yelow 
’ dis- 
little 
l find 
pro- 
kings 


stern 
11 in- 
yards, 
arlem 
re in 











April 8, 1989 


operation, and as a rule they have order files 
that will absorb April production. There is 
no selling pressure, and for this reason prices 
hold at the level that has prevailed all win- 
ter. Delivered prices for small dimension, 
2x3- and 4-inch, are firm at $30@32, with the 
6- and T7-inch at $31.50@33, and the 8- and 
10-inch at $34.50@36. Rough inch boards are 
firm and fairly active at $34.50@36 for the 
6- and 7-inch, and $39@41 for 8- and 10-inch. 
Dry and dressed matched boards are well sold 
up and firm at $33@35. 


At headquarters of the National-American 
Wholesale Lumber Association, activities cen- 
ter upon the preliminary details in mapping out 
ways and means and a definite program for the 
operation of the National Lumber Trade Con- 
ference which is planned to be the mouthpiece or 
clearing house of the industry, and to define 
the ethical relationship of each branch toward 
the other. A representative in this national con- 
ference from the wholesale branch is Max 
Myers, of Cleveland, a former president of the 
National-American, who has been on the West 
Coast through March and on the 23rd addressed 
a general meeting of wholesalers at Seattle, and 
a second meeting at Portland, Ore., on the 30th. 
On each occasion he had planned to stress the 
importance of this National conference in es- 
tablishing standards of practice for all three 
branches of the industry that all could subscribe 
to and follow. 


Chairman J. A. Birkenhead, of the Inter- 
coastal Lumber Distributors Association, 205 
Kast 42nd Street, has just announced appoint- 
ment of the following standing committees for 
the ensuing year, each of five members, with 
the following chairmen: Atlantic Coast Differ- 
ential list—A. N. Fredrickson, of the Weyer- 
haeuser office; grades—J. A. Currey, of J. C. 
Turner Lumber Co.; traffic—H. Buckley; in- 
dustry relations—A. N. Fredrickson; terms and 
conditions of sale—L. B. Anderson, of Guern- 
sey-Westbrook Co. 


Baltimore, Md. 


NORTH CAROLINA PINE—Demand has 
shown some expansion as a result of im- 
proved weather. Box factories were able to 
work full time. Stocks arriving here were 
taken up as rapidly as they came in, and 
quotations remained about stationary. 


LONGLEAF PINE—Demand showed some 
expansion, and prices stiffened slightly. Ship 
yards and other industrials are placing good 
orders for larger sizes. 


CYPRESS—Prices are steady or slightly 
higher, with the needs of consumers showing 
a tendency to expand. 


HARDWOODS—Demand has shown no in- 
crease, and prices remain at recent levels. 
Export trade is sluggish. 


WEST COAST WOODS—Some mill repre- 
sentatives are rushed with orders, while 
others are not always fully occupied. Some 
western species advanced in response to a 
more active demand, but most remained 


ae Norfolk, Va. 


NORTH CAROLINA PINE has not been 
very active. A lot of building contracts have 
been figured on, but new jobs are develop- 
ing rather slowly. The mills are not urgently 
in need of new orders, but late March ship- 
ments were larger, and order books are be- 
ginning to thin out. Production has shown 
some increase recently; it will be kept down 
by the Wage-and-Hour law. Prices are very 
firm. There has been a fair demand for 
B&better and No. 1 common pine, both rough 
and dressed, but most of this stock is for 
immediate needs. Prices are very firm, and 
mills having any 10- and 12-inch widths are 
getting good prices for small lots. Box manu- 
facturers have not been buying very much 
recently. <A lot of air dried and kiln dried 
Stock is offered them, but they are buying 
only such stock as they can secure at their 
prices. Demand has been a little better for 
dressed framing in mixed widths and lengths, 
both for truck and car shipment. Regular 
framing mills are running out of good dry 
stock. Air dried stock box in mixed cars, 
dressed, has been moving a little better, but 
air dried roofers have been quiet. Prices 


continue: $16 for 6- and 10-inch, and $16.50 
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OFFER CUSTOMERS THE EXTRA ADVANTAGES OF 





THE FACTORY-SEALED INSULATING SHEATHING 


meg. 


ADDED STRENGTH and fuel-saving insulation are 
being built into this Louisville residence with 
Armstrong’s Temseal Sheathing. RIGHT: How 
Temseal is sealed against moisture infiltration. 


ALES come easier when you 
show customers Armstrong’s 
Temseal, the insulating sheathing 
that bars vapor infiltration. Made 
from Armstrong’s Temlok, this 
sheathing is sealed at the factory 
with both asphalt coating and 
strong paper reinforcement. Tem- 
seal is unique in the extra advan- 
tages it offers owners and builders. 
Its sales points include exceptional 
insulating efficiency, high resist- 
ance to air and moisture infiltra- 
tion, and extra building strength. 
The double seal not only adds 
strength and rigidity, but also 
makes it unnecessary to use build- 
ing paper or felt. 
Armstrong’s Temseal is’ avail- 
able in the standard sheathing 





thickness of 7%2". It is supplied in 
sheets 4’ wide, by 6, 7’, 8’, 814’, 9 
10’, and 12’ long. 

Send for a sample and complete 
information about this sales-build- 
ing new Armstrong’s Temlok Prod- 
uct. Write to Armstrong Cork 


Company, Building Mate- 
rials Division, 987 Con- 
cord St., Lancaster, Pa. 





Armstrong’s TEMLOK INSULATION 





DE LUXE INTERIOR FINISHES 


TEMSEAL SHEATHING ~ 





ARMSTRONG’S MONOWALL ~ 


LATH 
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for 8- and 12-inch, f. o. b. cars Georgia Main 
Line rate. Four-inch is rather quiet, and a 
little weak. 


Buffalo, N. Y. 


Lumber trade is not at all brisk, but a 
good deal of figuring is being done. City 
building is not active, but in suburban dis- 
tricts a healthy increase is manifest. Lum- 
ber prices in most cases are holding steady. 


HARDWOODS—tTrade has not been active, 
for much of the buying is confined to imme- 
diate requirements. A tendency to hold back 
is manifest among furniture manufacturers, 
but increased interest this month is antici- 
pated. Hardwood prices are steady. 


WESTERN PINES—Ponderosa pine is par- 
ticularly firm in 4/4 Nos. 2 and 3 common, 
and some mills have been curtailing the 
amounts shipped per carload. In both Idaho 
and California sugar pines, prices are steady. 


NORTHERN PINE—Buying is picking up 
a little, though retarded by cold weather. 
Both retailers and industrial buyers are in- 
clined to hold back on making extensive pur- 
chases. Prices are firm, as mill stocks are 


— Cincinnati, Ohio 


HARDWOODS —Orders have been few. 
Prices are holding steady, however. Hard- 
wood flooring continues dull, with prices un- 
satisfactory. Furniture factory orders are 
of hand-to-mouth type, mostly restricted to 
mixed carlots. 


SOFTWOODS — Dealers in southern pine, 
red and yellow cypress and Pacific coast 
woods report improved inquiry and orders 
covering straight carlots, especially from 
yards in rural sections. River towns in Ohio, 
Kentucky.and West Virginia are also filling 
in stocks. Prices are steady. Heavy recent 
rains have held back building. 


Kansas City, Mo. 


SOUTHWEST MARKET—Prices have de- 
clined in face of smaller output. For some 
items, demand continued good and prices 
ruled steady. In hardwood prices, variations 
ranged upward to $5. Southern pine ruled 
steady, as did shingles, oak flooring, western 
pines and Douglas fir. Southern production 
has been hampered by rains, and small opera- 
tors are virtually out of the market. Line 
yards have smaller stocks than those of a 
year ago, and show no disposition to increase 
them, though the crop outlook is fairly good. 


RETAIL LUMBER SALES declined sharply 
in February, the Federal Reserve’s monthly 
bulletin shows, but were 3.4 percent larger 
than those of a year ago. Compared with 
January, volume was off 26.1 percent. In- 
ventories of 151 yards were 17.7 percent 
smaller than the 1938, and 2.3 percent larger 
than in January. 


YELLOW PINE—Buying was not so notice- 
able here last week, and prices were in- 
clined to ease 25 to 50 cents. Nos. 2 and 3 
dimension were in fairly good demand, and 
some observers are of the opinion that lower 
grade items will advance within a few weeks. 
Stocks at mills are in good assortment. 
No. 1 and better {tems are in surplus at most 
mills, but it is difficult to find good stocks 
of 2x4- and 10-inch No. 2 and 8-inch No. 3. 


WESTERN PINES—Prices were mostly un- 
changed. Uppers were in better demand, and 
factory items were neglected for the most 
part. 

DOUGLAS FIR—Poor assortments were re- 
ported by mills. Dry common items were 
scarce, but otherwise the scarcity was not so 
marked. Prices were unchanged. 


OAK FLOORING—The list that went into 
effect last month, including mark-ups of $1 
to $2, was held. Mills have fair order files. 


HARDWOOD—The absence of buying on 
the part of furniture manufacturers, caused 
prices to settle lower here last week. Some 
quotations were off as much as $5. The gen- 
eral decline, however, was about $1. Pro- 
duction was curtailed. 


SHINGLES—Prices are steady, with many 
smaller mills bringing their lists into line 
with those of larger operators. The shortage 
in No. 2 grades continues, and No. 3 items are 
not plentiful. There seems to be plenty of 
No.1. 
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Market News from Am 


San Francisco, Calif. 


CALIFORNIA MARKET—BUILDING—The 
dollar value of authorized building construc- 
tion undertaken in San Francisco during 
March, 1939, totaled $3,335,196, compared with 
$1,709,814 in February, and $2,167,791 in 
March, 1938. Authorized frame construction 
totaled $1,221,826 in March, 1939, compared 
with $1,141,250 in February, and $1,252,390 in 
March, 1938. 

LUMBER RECEIPTS—March lumber re- 
ceipts at San Francisco from interior points 
totaled 5,220,000 feet, compared with 3,570,000 
feet in February, and 2,760,000 feet in March, 
1938. Inbound shipments of lumber from 
ports of Oregon and Washington at the Port 
of Oakland have been so heavy recently that 
the entire facilities of the harbor devoted to 
receipts and storage of forest products have 
been taxed to near capacity. Lumber mills 
and lumber distributors of the Metropolitan 
Oakland district assert that, in their opinion, 
this heavy movement of building material 
reflects one of the biggest building booms 
that has occurred in the territory since the 
period immediately after the disastrous fire 
of 1906, at which time there was a tremen- 
dous amount of emergency construction. The 
contractors who are now so busy with the 
new construction work declare their belief 
that this activity may continue throughout 
1939, or at least until late next fall. 


CONFERENCE RATES—The Pacific West- 
bound Conference announced reduction of the 





Company Specializes in Vene- 
tion Blind Stock, Mouldings 


OsHkosH, Wis., April 3—The Oshkosh 
Wood Products Corp., here, a relatively young 
business, is becoming well known for its manu- 
facture of Venetian blind stock, commercial 
mouldings and box shook. In addition to 
the Venetian blind stock, which is made under 
the “Woodway” trade mark, the corporation in- 
cludes in its production commercial moulding, 
dimension stock, box shook, millwork, and Ve- 
netian blind mouldings. Eugene R. Flagg is 
president, George Lawrence is vice president in 


rates on lumber and logs to $15.50, contract, 
from $17.50, to Hong Kong only. The new 
rate becomes effective April 15 and expires 
Aug. 15. 

CALIFORNIA PINES—While the tone of 
the market is reported good, in general there 
has been a marking of time for the past two 
weeks. The war scare is believed to be re- 
sponsible for the tendency of buyers to hold 
off. Ponderosa prices are strong, with those 
for sugar pine holding firm. Stocks of com- 
mons and shop are somewhat short, with se- 
lects plentiful. Most seasonal mills are ex- 
pected to start early on their cut. 


REDWOOD—Some little pick-up in demand 
from all territory has been noted. Prices 
continue firm. Mill stocks are reported about 
holding their own, with some slight decrease 
shown recently. Demand for tank and vat 
stock continues to lag. The past open winter 
has been favorable to mill operations. 


Spokane, Wash. 


INLAND EMPIRE PINES—Brisk inquiries, 
and increase of orders, have justified the op- 
timism of lumbermen who predicted that bet- 
ter weather would bring business improve- 
ment. Mills are starting up and spring log 
drives are in progress. In Spokane, home 
building activity is starting at a pace that 
has not been equalled since 1928. 


Seattle, Wash. 


WEST COAST WOODS—RAIL—This mar- 
ket is firmer, and prices of most upper items 
and of common dimension are up 50 cents 
to $1. Orders are coming from all over. The 
trade wants badly mixed cars. There is a 
spread of $1 or $2 on uppers, and of $1 on 
commons, between mixed and straight cars. 


INTERCOASTAL—A little improvement in 
demand is noticeable, without any in price. 
Low grades boards and dimension are quite 
scarce. Uppers are weaker. Mill stocks in 
general are low. Space is easy. 


CALIFORNIA—Buying is fair, and prices 
are a little softer but little changed. 


EXPORT—Hongkong bought heavily for a 
short period, partly due to a drop of $2.50 a 
thousand in freights on lumber and of $2 





Modern drying arrangement at Oshkosh Wood Products Corp., Oshkosh, Wis., for seasoning Venetian 


blind stock. 


charge of sales, Carl Schloesser, treasurer, and 
J. M. Riegel is secretary. 

In keeping with the trend of woodworking 
plants to install up-to-date equipment, the plant 
has been using two Moore cross-circulation 
kilns to dry air-dried stock down to a required 
moisture content. The two kilns are 50-ft. long 
and 8-ft. and 14-ft. wide respectively. Fre- 
quently prompt shipment must be made on Ve- 
netian blind stock and the two kilns have proved 
successful in seasoning and conditioning stock 
in the shortest possible time. When the lumber 
is taken from the kilns, the conditioning is regu- 
lated by adding enough heat to keep the humid- 
ity at the right point. ' 


At the right may be seen a charge of lumber moving into the dry kiln 


on logs to $11 on lumber and $15.50 on logs. 
Other Oriental centers are inactive. The 
United Kingdom is buying some clears from 
the American side and both clears and com- 
mon in British Columbia. Freight rate is 55 


shillings. Germany is buying a little. South 
Africa is buying in small quantities. West 
coast of South American buys some, but 


conditions on the east coast are difficult, 
practically no American fir going to the 
Argentine, though some is moving from 
British Columbia. Export clears are very 
difficult to secure except in attractive speci- 
fications. 

SHINGLES—Production between March 18 
and 25 went up about 10 percent, but mill 
stocks are just holding their own, as business 
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is good. Prices are strong, and Nos. 1 and 3 
perfections are moving at 5 to 10 cents 
higher. 

LOGS—Prices are firm. A few camps are 
starting up, but those in the higher altitudes 
are still closed by snow. Truck logging is 
beginning in the lower valleys. Cedar in- 
ventory is very low; fir logs are in good 
supply, while hemlock inventory is fair. 


Portland, Ore. 


WEST COAST WOODS—The lumber mar- 
ket is slightly firmer, with prices showing 
somewhat more strength because new busi- 
ness, nearly 15 percent better than a month 
ago and around 18 percent better than a year 
ago, exceeds production. 


EAST COAST—Speedier depletion of eastern 
stocks is reported, and a resultant modest 
improvement in demand has taken place. 
Space is plentiful for most needs, for either 
immediate or forward shipment, but perhaps 
not as plentiful as it was a month or so ago. 
A tight space situation is forecast for June, 
if not for May also. 


CALIFORNIA—This market is now taking 
lumber at a rate that suggests the total of 
991,000,000 feet of 1938 will be exceeded this 
year. Space conditions are fairly good, and 
orders rather liberal, covering a wide va- 
riety of items. 


FOREIGN—The recent United States-Bra- 
zilian loan deal has stimulated lumber de- 
mand from that quarter, with sales being 
made on a soundly-financed basis. Sharply 
improved trade is expected within the next 
sixty days. The United Kingdom continues 
to take some clears and other items, repre- 
senting a fair volume of business—at least 
fair by comparison with that of a year ago. 


RAIL—Orders are sharply higher, and in- 
clude a greater proportion of straight cars. 
One firm reported the best rail business in 
its history—which dates back a good many 
years. 

LOGS—Inventories are light, and logs for 
selection are scarce in this area. Prices are 
strong. 


Birmingham, Ala. 


SOUTHERN PINE—The winter has been 
one of the hardest in a decade for loggers, 
but output is now being stepped up. With 
two more weeks sunshine, yard stocks will 
be in shipping condition. Although retail 
buying has shown considerable increase, total 
demand is below expectations, for few in- 
quiries come from railroads or car manu- 
facturers. Fill-in orders have been placed 
by a few railroads. Sash and door plants 
report a let-up in sales, but considerable 
inquiry. Prices have changed slightly. No. 2 
air dried boards, principally 1x6- and 1x8- 
inch, moved back from $16, as low, to $18. 
No. 2 dimension, 2x4- to 2x8-inch, 10- to 16- 
foot S4S standard, averages $17, and No. 3, 
2x4-inch dimension. No. 3 1x4-inch boards 
are $10; 1x6-inch and wider, $14. No. 1 floor- 
ing, 1x4-inch, is $32@36, and B&better is $38. 
Drop siding, No. 1 and better, is $36@38, and 
1x3-inch No. 1 and C rift flooring, plain end, 
is $48, and end-matched, $50. Finish in No. 1 
and C is quoted at $36 for 1x4-inch, $38 for 
1x6-inch, $42 for 1x10-inch, and $53 for 1x12- 
inch. Bé&better trim is $5 over No. 1 and C. 
Demand for longleaf items is spotty, and 
prices are unchanged. Competitive western 
pines have slipped about $1 from January 
levels, with some mills taking $2 less. 


Warren, Ark. 


ARKANSAS SOFT PINE—Demand has im- 
proved for No. 1 and better items since Janu- 
ary, with the result prices are holding firm; 
but call for common items, especially No. 2 
boards has eased off and their prices are 
weaker. In No. 2 boards, 1x4- and 6-inch are 
highly competitive with small-mill shippers 
of straight cars. Better weather had enabled 
the small mills to materially increase ship- 
ments, but rains of almost record proportions 
over most of southern Arkansas are hinder- 
ing all operators. Demand for mixed cars 
of finish, casing, base and mouldings con- 


erica’s Lumber Centers 


tinue very satisfactory, as does demand for 
step ladder and other specialty stocks. Sev- 
eral mills report having booked all the 
orders for such items that they can take 
care of for the next four to eight weeks. 
Straight car orders for dimension and boards 
would be acceptable to most mills. 


SOUTHERN HARDWOODS — Both orders 
and shipments have consistently run far 
ahead of production since the first of the 
year, yet price advances have not fulfilled 
expectations. Apparently most orders placed 
have been for reasonably prompt use. Oak 
flooring prices continue both uncertain and 
unsatisfactory, except possibly for }!x24- 
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inch No. 1 common plain white and plain red, 
the former item being very scarce at most 
mills. Continued wet weather is restricting 
logging operations to uplands, and even 
limited logging can not be resumed in the 
bottom lands for another sixty days. 


Shreveport, La. 


SOUTHERN PINE—Demand has kept about 
even with production. Prices have been 
slightly unsettled, some mills offering con- 
cessions on surplus items of No. 1 boards, 
but prices on staple stocks like No. 2 dimen- 
sion, and 6-inch No. 2 center matched, are 
firm. Northern demand has been undeniably 
slow. In southern buying territory, notably 
Texas, a good demand has continued all 
spring. Railroads have recently sent out 
unusually large inquiry. 


SOUTHERN HARDWOOD S—tThere has 
been some pick-up in demand. Export busi- 
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Approval Plan. 





Find New Customers 


the quick and easy way in 


Lumbermen’s Credit Rating Book 


This book lists the wholesale buyers of 
lumber. and allied products and tells 
where they are. 
of business, gives an accurate estimate 
of purchasing power of each and states 
how they pay their bills. It is always 
up-to-date in all respects because it is 
supplemented twice-a-week. 


Use it for 30 Days on Approval 


If you have not used this specialized service and are there- 
fore not aware of its many helpful features for promoting 
sales and avoiding credit losses, inquire about our 30-day 


Our Collection Department can assist you in 
collecting your past due accounts. 


Lumbermen’s Credit Association Inc. 
608 S. Dearborn St., CHICAGO—99 Wall St., NEW YORK CITY 


It states exact lines 
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Swing-Over Door 
Hardware 


Standard set fits any garage opening 
up to 8’x8’. Retails at $15.00 for con- 
sumer and $13.50 for contractor with nice 
profit for distributor. 

Sand in weight box provides perfect 
counterbalance, insuring smooth opera- 

‘tion equivalent to sets in highest price 
field. Repeat business is tremendous. 

Write for descriptive literature giving 
full information. 


Dependable Products Since 1888 


COBURN TROLLEY TRACK CO. 


66 CANAL STREET, HOLYOKE, MASS. 





Tempered FOR PERMANENT 
EXTERIOR SERVICE 


SUPER-“Aarbord 


THE OUTDOOR PLYWOOD 


HARBOR PLYWOOD CORPORATION 
Mills and Offices Hoquiam, Wash. 








FRED C. KNAPP, Portland, Or. 


BUYS AND SELLS 


WESTERN TIMBER LANDS 








Builders’ Commercial Agency 
ESTABLISHED 1890 
1321 Builders’ Bldg., 228 N. La Salle St., Chicago 


A rating guide to the Contracting trade of 
Cook County and Cook County dealers 


Telephone Randolph 4893 Collection and Mechanics Liens 











CHANGE YOUR SAWS TO 
THE GENUINE SIMONDS 


B or F tooth. You will cut MORE and better 
lumber, bits last twice as long, never lose a 
bit or shank. Saw back second day. 


J. H. MINER SAW MF’G. CO., Meridian, Miss. 





Vest Pocket Ready Reckoner 4 usci! ves: 


pocket manual 
including a lumber calculator for standard sizes, log rules, 
estimated weights of lumber and miscellaneous useful lumbe 
tabulations. Prepaid, 50 cents. ’ 


AMERICAN LUMBERMAN, Publisher, 431 So. Dearborn St., Chicago 









Amemecanfiumherman 


ness has improved quite a little. Furniture 
plant buying has also shown a spurt. In 
gum prices, the weakness has about disap- 
peared. The oak market is unchanged. 
Flooring plants continue to take about the 
same volume as during the past month or 
two. 


Memphis, Tenn. 


SOUTHERN HARDWOODS—European tur- 
moil has put the market in the doldrums, and 
several of the larger mills are closing. Mill 
inventories have been decreased, but some 
items are in larger supply. Total stocks are 
relatively small and inventories in good 
shape. Ash, maple, magnolia and cottonwood 
stocks have increased. Oak, gum, tupelo and 
black gum stocks are down. Production has 
been below the volume of new business for 
some months. 


HARDWOOD FLOORING — Purchasing has 
declined. The industry’s statistical position 
continues good, however, as production is 
constantly below shipments. Stocks are ap- 
proximately one and one-third million feet 
less than they were at the beginning of the 
year. Prices are being maintained at nearer 
to list quotations. 


e e J 
Minneapolis, Minn. 
RETAIL—During February, 418 yards in 
the ninth Federal Reserve district sold 
3,156,000 feet of lumber, as compared with 
5,080,000 feet in January, and 2,791,000 in 
February last year. Stocks at 396 yards Feb. 
28 totaled 72,784,000 feet, as compared with 
66,413,000 feet Jan. 31 and 71,910,000 feet Feb. 
28, 1938. Sales of all materials at the 418 
yards during last February totaled $819,260; 
$1,047,560 in January, and $655,910 in Feb- 

ruary, 1938. 

NORTHERN PINE—Sales volume continues 
to increase. With quantity production not 
yet under way, a number of items now are 
in short supply, particularly low-grade 
boards. Mill stocks are smaller than last 
year’s by about 15 percent, and unfilled order 
files are larger. Demand is chiefly from re- 
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tail yards, whose stocks are low, while a few 
weeks ago it was almost entirely from in- 
dustrials. Orders mostly cover mixed cars, 
for speedy shipment. 


NORTHERN WHITE CEDAR—Retailers 
are beginning to order for spring require- 
ments, although not in large volume. _ In- 
quiries have taken a decided upturn. Manu- 
facturing is practically ended for the season, 
and the output has been much smaller than 
that of former years, both in posts and poles. 
Plenty of stocks were left over from last sea- 
son. Prices are firm and are likely to 
strengthen. 


MILLWORK—Orders are more frequent. 
Prices are unchanged and firm. 


Tacoma, Wash. 


WEST COAST WOODS—Slow but steady 
market improvement continues. The gain is 
chiefly evident in rail and domestic water 
cargo trades, but some improvement also is 
evident in local and export. Frank P. Bor- 
den, traffic manager here for the Douglas Fir 
Plywood Association, says that the market 
for fir doors has gradually picked up, until 
at the close of March it rated between 15 and 
20 percent better than it did a year ago. 





Hymeneal 


CAMPBELL-WAND—Miss Mary Elizabeth 
Wand, daughter of Mr. and Mrs. J. Ben Wand, 
Jacksonville, Fla., and Marshall LeMar Camp- 
bell, son of Mr. and Mrs. M. Campbell, 
Decatur, Ill., were married March 13 at the 
Union Avenue Christian Church, St. Louis, 
Mo. Mrs. Campbell, whose father is editor 
and publisher of the Southern Lumber Jour- 
nal, and Mr. Campbell were both attending 
James Millikin University, Decatur, IIll., at 
the time of their marriage. Mrs. Campbell 
had previously attended Brenau College, 
Gainesville, Ga. Mr. Campbell, who had at- 
tended Boeing School of Aeronautics, Oak- 
land, Calif., will now continue his studies in 
aeronautics at Tri-State College, Angola, Ind. 
The Campbells are now at home at 414 South 
West St., Angola. 


An Old Time Lumberjack Looks Back Over 
a Long Trail 


(Continued from Page 57) 
sota street work employment office. from 
there to Wisconsin to north Dakota then back 
to Minnesota and Barnesville New York. then 
mills Brainerd to west Superior Wisconsin. 
steamer Palmer kitchen. over the Great 
Lakes Superior Huron Erie. Toledo Ohio on 
Palmer again to Huron Superior Minnesota 
Superior Huron Lake Michigan Chicago city 
Illinois. worked in Chicago Heights windmill 
factory then in buggy factory blacksmith 
helper from there Indiana Ohio, Cincinnati 
places. was across the bridge Kentucky 
Ohio Indiana [Illinois Missouri east saint 
Louis Illinois Iowa Nebraska South Dakota 
Deadwood Portland mine tunnel. 

Patola prospecting from there farm job to 
Roubaix clover farming working under- 
ground slopes then onto unloading cage tender 
then moved out to coast Wyoming Montana 
Idaho Washington Roslyn sawmill Kansakel 
cedar mill over Phoenix B. C. Spokane seattle 
Port Gamble sawmill Walker Lumber Co. 
Oakville Lumber Co Astoria Lumber Co War- 
renton Lumber over Oregon seaside. plaster 
outfit different other jobs, landed in Portland 
Oregon then took notion to ship out England 
on a timber schooner. fireman. quit in Kobi 
Japan, moved on United States transport 
Thomas back to United States to sanfrancisco. 
Trolley man 1908-1909. down losangeles on 
Millers & Fox ranch from there to san- 
francisco farm service back to oregon on 
Rose City, Portland in 1909 worked different 
places in Oregon then in Washington rail- 
road service. Was in Seattle on USS battle- 
ship selling baker products then back to 
frisco. when we left worked around logs and 
sawmills from swanson California to portland 
Oregon round different employers to Wash- 
ington on the spokane short jobs and then 
trip to Canada Vancouver B. C. as a trolley- 
man. after we stayed a month didn’t need us. 
just looking around. $2.50 a day and ex- 
penses. round trip night steamer to Princess 
to Seattle by railroad to Spokane, trip Mon- 
tana US forest service back Idaho Washing- 
ton Blackwell in railroad service. Then 


Spokane to Portland Oregon worked for 
grand secretary E E Sharon Hassalo Lodge 
then Vancouver Washington on the Great 
Northern and different lumber outfits then 
over in on St. Joseph Idaho sawmills then 
through Montana North Dakota 1912. Farm- 
ers and railroad and made round trip North 
Dakota Montana North Dakota South Dakota. 
Dont know if you like to read that kind of 
letter or not. worked on different jobs when 
I got layed off CB & Q as fireman 1916. then 
I hired out to you 1916. been here ever since 
till October 26. we had a difference in apinion 
about running the resaw. you see I wasnt 
cracking resaw. making extra smooth lum- 
ber so I finaly quit so if you got job I would 
like to get one. of course I would have to 
hobo it down to get there. work seems awful 
slow here and want to see how it looks down 
there. never been down that way before. be 
kind of a change after getting loaded up 
with lumber piling dust here. I went and 
got USA employment ticket but the way they 
put it saw resaw might be a long time com- 
ing or might soon get a job. cant tell. 
wouldnt hurt to see that State. look for job 
anyplace. employment office says if he got 
job let me know at office. 
Best wishes 
E. N. DANIELS, P O. BOX 133. 


Red Book "Rep" in South 


Among other Chicago acquaintances whom 
the editor of the AMERICAN LUMBERMAN en- 
countered at the recent convention of the South- 
ern Pine Association in New Orleans was W. 
B. Downs, special representative of the Lum- 
bermen’s Credit Association (Inc.), of Chicago, 
which publishes the Lumbermen’s Credit Rat- 
ing Book, familiarly known as the Red Book— 
the guide to credit ratings for the lumber indus- 
try. After the close of the Southern Pine meet- 
ing Mr. Downs continued on an itinerary which 
included stops at a number of other points in 
the South. 
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Newsy Notes of Persons and Places 


and OFFICE 








C. F. Sullivan, wholesale lumberman of Buf- 
falo, has returned from a vacation of several 
weeks in Florida and a trip to the lumber mills 
of the Pacific Coast. 


It has been announced by A. V. MacDonald, 
managing director of the Los Angeles Furniture 
Mart, that the tenth semi-annual market week 
will be held at the mart, June 19-24. 


J. J. Muth, manager of the Hadden (Kan.) 
Lumber Co. for 59 years, has retired. He was 
80 on Feb. 27. Succeeding him is Lloyd Spren- 
kel, who has been assistant manager of a yard 
in Osborne, Kan. 


Fred C. Weber, general manager of the F. 
Weber Planing Mill Co., Strasburg, Ohio, vis- 
ited several of the large lumber camps in the 
South recently and saw the manufacture of 
lumber from tree to finished product. 


H. Edward Wolff, president of the Heidritter 
Lumber Corp., Elizabeth, N. J., was in Chicago 
during the past week attending a meeting at 
the Lumbermen’s Mutual Casualty Co. Mr. 
Wolff is a former president of the New Jersey 
Lumbermen’s Association. 


Toney Schloss, president of the Baltimore 
Lumber Co., has returned from a 44-day cruise 
around South America, during which stops were 
made at all ports on the Atlantic and Pacific 
coasts of the continent. He took about 1,500 
snapshots on the trip, and many reels of movie 
film. 

The mill at Guinea, Va., operated by Lewis 
Dill & Co., Inc., which was destroyed by fire 
some time ago, is being rebuilt. The mill is an 
adjunct to an assembling yard, which draws 
stocks of lumber from other establishments in 
the surrounding country and re-manufactures 
it to meet customer requirements. 


Mr. and Mrs. C. E. Walter of Manila, where 
he is manager of the Elizalde Lumber Co., were 
recent visitors in San Francisco for the first 
time in thirteen years. After several days in 
the city, they planned going to Portland, Ore., 
from where they will motor to New York. They 
intend returning to the Islands in June. 


The partnership which has existed between 
O. W. Bloom and W. B. Stewart, under the 
firm name of Bloom & Stewart, Dayton, Ohio. 
was dissolved April 1. Mr. Bloom and Mr. 
Stewart will each continue independently in the 
wholesale lumber business, the former at his 
present location in the Commercial Building, 
while Mr. Stewart will be at 105 Yale avenue. 


The through shipment division of the R. T. 
Jones Lumber Co., Buffalo, has moved from 
the second floor of ‘the Dun Building, to larger 
quarters on the third floor. The private office 
of H. Morton Jones, vice-president, is soon 
to be improved with white pine paneling, sup- 
plied by the company’s main yard at North 
Tonawanda, N. Y. 


Recent visitors to Buffalo lumber offices in- 
cluded: George Holden, sales manager, Mc- 
Goldrick Lumber Co., and R. H. Bockmier, 
Bockmier Lumber Sales Agency, both of 
Spokane, Wash.; Howard Spengler, New York 
City representative, Frost Lumber Industries, 
Inc., Shreveport, La.; John McGibbon, Mc- 
Gibbon Lumber Co., Penetanguishene, Ont. 


Work is under way on a new mill to replace 
the one destroyed by fire at the Texas Long 
Leaf Lumber Co. in New Willard, Tex., it is 
announced by W. J. Yardley, vice president of 
the Sabine Lumber Co., St. Louis, Mo., sales 
agent. It is planned to have the new sawmill in 
operation by Aug. 1. In the meantime, pine is 
being cut on a hardwood mill at New Willard, 
and with the company’s existing inventory at 


that point it is able to continue shipments and 
give customary good service. 


H. R. MacMillan, president H. R. MacMillan 
Export Co. and associated enterprises, and head 
of British Columbia Packers ([td.), has left 
Vancouver, B. C. on the Empress of Canada 
on the first lap of a trip around the world. He 
is interested in finding out for himself the pros- 
pects in the Far Eastern markets. From Hong- 
kong, Mr. MacMillan, who is accompanied by 
his daughter Jean, will fly to London by Im- 
perial Airways, and will survey the lumber 
market in the British Isles. 


P. J. McHugh of Chicago, vice president in 
charge of sales Edward Hines Lumber Co., has 
been spending the last few weeks on an ex- 
tended trip through the Inland Empire and Pa- 
cific Coast States. Mr. McHugh was accompa- 
nied by D.-M. McClintock, manager of the 
New York sales office of the company. They 
spent several days at the big Hines manufactur- 
ing plant at Burns, Ore., and later visited a 
number of plants at Bend, Lakeview, and Kla- 
math Falls, Ore., and McCloud, Calif. From 
there they went to San Francisco and then 
north, visiting plants in the vicinity of Port- 
land, Ore., and Seattle, Wash., before going to 
Spokane, Wash. At Burns they were joined for 
most of their trip by W. P. Marsh, sales man- 
ager at the Edward Hines Lumber Co. plant in 
that place. 


News From Northwest 


Announcement has been made that the part- 
nership of Walter M. Leuthold and Ray L. 
Wilson in the Deer Park (Wash.) Lumber Co. 
has been dissolved, Mr. Wilson retiring from 
the business and Mr. Leuthold assuming full 
control. He will be assisted by his son, S. H. 
Leuthold. Otherwise, there will be no change 
in the company personnel. This partnership, 
now ending, has been in existence for the past 
thirty years. 


James M. Brown, Jr., of the Long Lake Lum- 
ber Co., left Spokane, March 29, for a month’s 
eastern trip, combining business and pleasure. 
He will take in the World’s Fair in New York 
and visit his brother, Larry, who is a student 
at Georgetown University, Washington, D. C. 


E. D. Hamacker, former well known Spokane 
wholesaler and now sales manager for the Ivory 
Pine Co., Klamath Falls, Ore., was in Spokane 
last week on business. He reports prospects 
bright in his section. The company mill started 
its season’s run, March 29. 


William W. Powell, of the W. W. Powell 
Co., Spokane, and Mrs. Powell, have returned 
from a month’s motor trip, which included Los 
Angeles, Palm Springs, San Francisco and Salt 
Lake City. 


Harry E. Brown, of the H. E. Brown Tim- 
ber Co., and Mrs. Brown, Sandpoint, Ida., were 
in Spokane last week on their return from a 
winter in California. In addition to greeting 
his old friends, Mr. Brown was interested in 
the possibility of picking up some blooded 
Shorthorn stock at an auction. . He has a ranch 
ideally located, not far from his lumbering oper- 
ations. He feels quite optimistic about the out- 
look for the lumber business for this year. He 
expects to start the company’s mill at Colburn 
next week, and the one at Naples in a couple 
of weeks. 

Max Myers, a director of the National-Amer- 
ican Wholesale Lumber Association and a past 
president of the association, was a visitor in 
Seattle and Portland during March. He was 
tendered a complimentary luncheon at Seattle, 
March 24, and one at Portland, March 30, leav- 
ing immediately after for the East. Mr. Myers 
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with Thousands of 
New Floors to SAND! 


SPEED ()LITE 


You can cash-in on this 
heavy construction work 
and make substantial 
extra profits from sander 
rentals and increased 
sales of materials to car- 
penters, contractors, 
handymen, home own- 
ers, schools, and others 
who are ready right 
now for flopr sanding 
and resurfacing jobs. 












Biggest PROFIT Opportunity 


Unlike other items—Speed-O-Lite represents 
an investment in clear I-N-C-O-M-E, which 
you receive for many long years after its 
purchase price is forgotten. Best of all—you 
can pay on convenient terms while you col- 
lect $3 to $5 per day from a waiting list of 
willing Speed-O-Lite renters. 


Sales of sandpaper, flooring, paint, varnish, 
wax, seal, and other supplies will increase 
greatly because you always SELL extra sup- 
plies with each rental service as well as 
receiving $3 to $5 daily rental money. 


Write Today for Free Trial Offer 
—Descriptive Circulars—and Con- 
venient Time - Payment Terms. 


Seb steal SCHLUETER 
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lives in Cleveland, Ohio, where he is with the 
Nichola Stone & Myers Co., wholesale lumber 
dealers. 


Russell Bordeaux, retail lumberman of 
Olympia, Wash., has been elected to the board 
of trustees of the Olympia Chamber of Com- 
merce. He has just completed a year of service 
as president of the Olympia Retail Board. 


Axel H. Oxholm, managing director of Pa- 
cific Forest Industries, of Tacoma, Wash., is 
the author of an article, “Country Life in Nor- 
way,” that appears in the April number of the 
National Geographic Magazine. The article 
relates many interesting experiences of Oxholm, 
who spent his boyhood in Norway, and who, 
as an adult, has traveled extensively in Nor- 
way as a trade emissary of the United States 
Department of Commerce before assuming his 
present position. 

Cecil C. Cavanaugh, president of the Cava- 
naugh Lumber Co., Tacoma, Wash., spoke before 
the March 24 meeting of the Tacoma Real Estate 
Board, explaining the “low down” on home 
building costs as they are today. 


S. L. Crawford, credit manager of the John 
Dower Lumber Co., Tacoma, Wash., was a 
delegate to the recent annual conference of the 
Wholesale Credit Men’s Associations of Wash- 
ington, Idaho and Oregon in Spokane. He 
represented the Tacoma Association of Credit 
Men. 


Norton Clapp, secretary of the Weyerhaeuser 
Timber Co., has announced that he and Mrs. 
Clapp have purchased Rhodesleigh, beautiful 
country home of Mr. and Mrs. Henry Rhodes, 
Tacoma, Wash., pioneers, and will occupy it as 
their home when Mrs. Clapp, now on a tour 
of Australia and Europe, returns to the United 
States this summer. Rhodesleigh is located on 
Steilacoom Lake, south of Tacoma, in the heart 
of a large district that Mr. Clapp has been 
active in developing and is considered one of 
the show places of the Pacific Northwest. 


Credit Book Publisher Honored on 
Eightieth Birthday 


William Clancy, president and treasurer of 
the Lumbermen’s Credit Association, Inc., Chi- 
cago, which publishes the Lumbermen’s Credit 
Rating Book, observed his 80th milestone on 
April 5. He spent the day as usual, busy in 
his office. 

The bright spot of 
the day for Mr. Clancy 
was the presentation by 
the 80 employees of a 
huge basket of 80 red 
roses and one yellow 
rose “to grow on.” The 
remembrance was taken 








WILLIAM CLANCY, 
Chicago, IIL; 


Busy in Office on 
80th Birthday 
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into Mr. Clancy’s office 
at 10 a. m. as the staff 
gathered around and 
sang songs of good 
wishes. He was visibly 
moved by the gift and 
greatly pleased. Birth- 
day cards and letters 
from friends throughout the country were re- 


ceived. A telegram and a double azalea plant 


were sent by Mr. Clancy’s son, W. C. Clancy, 
who is vacationing with his wife and daughter 
at Daytona Beach, Fla. His well-wishers will 
be interested to know that Mr. Clancy is in 
good health, and has a good notion to buy a 
bicycle! 

He was a co-founder of the credit rating 
book in 1876, and became its owner in 1883. At 
first the company issued a book for the western 
States, another for the East, and a third which 
combined the whole of the country’s lumber 
business of that day. He has watched the lum- 
ber industry keep in step with the expanding 
nation. 
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Manager of Indian Lumber Mill 


Resigns to Take New Job 


Rip Lake, Wis., April 3—H. W. Johannes, 
who has been manager of the Menominee Indian 
Mills for the past three and one-half years, has 
resigned from that position to accept the gen- 
eral managership of the 
Rib Lake Lumber Co. 
of Delaware in this city, 
effective April 15. 

Mr. Johannes is a 
well-known lumberman 
in the North, having ad- 
vanced to his’ place in 
the industry after start- 





H. W. JOHANNES, 
Rib Lake, Wis.; 


Becomes General 
Manager of Firm 





ing as an office boy with 
the Jacob Mortenson 
Lumber Co. of Wausau, 
Wis., in 1905. 

During his manage- 
ment of the Menominee 
Indian Mills since Sept. 
1, 1935, Mr. Johannes 
carried out quite an extensive program of im- 
provement and re-organization of the operation. 
The mill was largely rebuilt to increase produc- 
tion; the planing mill was revamped, and Moore 
cross-circulation kilns were installed. Another 
innovation introduced was to change from a 
railroad logging operation to a truck haul log- 
ging program. Delivery truck service to cus- 
tomers’ yards was also started. 

One of the accomplishments of which Mr. 
Johannes is most proud in his employment at 
the Indian reservation is the increase of 50 per- 
cent in the number of Indians employed in the 
operation. When he took over the position, 
Indians constituted 48 percent of the payroll, 
while at present they make up 76 percent. 

Prior to taking the job at the Neopit opera- 
tion, Mr. Johannes was general manager of the 
West Lumber Co., Lugerville, Wis., from 1922- 
1935. Earlier in his career, he was successively 
bookkeeper and stenographer for Collar-Stange 
Lumber Co., at Merrill, in charge of the ship- 
ping office of Backus & Brooks Co., Interna- 
tional Falls, Minn., and office manager of Knee- 
land-West Lumber Co., between 1915-1922. 

Although his resignation is regretted at the 
Menominee Indian Mills, Mr. Johannes’ friends 
are wishing him great success in his new office. 
The Rib Lake Lumber Co. manufactures north- 
ern hemlock, kiln dried hardwoods, lath and 
shingles. It has been in operation nearly 35 
years, and has an annual capacity of 50,000,000 
feet. It has a double band mill with two re- 
saws. The company’s timber supply is consid- 
ered one of the most solid blocks in Wisconsin. 


COMINGS AND GOINGS 


LitcHFIELD, Minn.—R. T. Emerson, of How- 
ard, S. D., has been made manager of the J. F. 
Anderson Lumber Co. here, succeeding I. S. 
Stenerson who has left for a position with a 
large lumber concern in Klamath Falls, Ore. Ed 
Poshusta is the new manager at Howard. He 
was formerly assistant manager for the Ander- 
son yard at Calmar, Iowa. 


Harrissurc, ArkK.—Hershel Manning of 
Marked Tree has taken over the management 
of the Harrisburg Lumber Co., succeeding I. D. 
James, who has been transferred to the firm’s 
home office at Jonesboro. 

LATIMER, IowA—F. O. Carpenter has been 
transferred from the managership of the Fuller- 
ton Lumber Co. yard in Dallas, S. D., to a sim- 
ilar position here. 

CaRROLLTON, Mo.—M. E. Landsdaye has re- 
placed R. H. Waddill as manager of the local 
retail lumber yard operated by J. E. Waddill. 
Mr. Waddill is retiring after occupying the 
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managership 33 years. Mr. Landsdaye has had 
22 years experience in the lumber business and 
comes from Kirksville. 





Ohio Group Enjoys Mill Visit in 
Arkansas Sunshine 


Crossett, Ark., April 3.—Making his semi- 
annual trip to the mill, H. Stearns, 
Willoughby, Ohio, who represents Fordyce- 
Crossett Sales Co. in that territory, was 
accompanied by a number of dealers who 
took advantage of the opportunity to make a 
thorough inspection of the plants here, includ- 
ing the lumber operations, the paper mill and 
the chemical plant, all of which they found tre- 
mendously interesting. Under the direction of 
John T. Erwin, sales manager, and other local 
officials, the party was given an opportunity to 
witness the entire operation of producing the 
famous Crossett products that have become so 
popular throughout the entire country. In addi- 
tion to Mr. Stearns, the visiting party included 
Tony Strom, Collinwood Shale Brick & Supply 
Co., Cleveland, Ohio; L. F. Daniels, Daniels 
Bros., Willoughby, Ohio; Otis Mays, Franklin, 
Pa.; P. F. Raimer, Libby Road Lumber Co., 
Cleveland, Ohio; H. F. Handorf, A. T. Root 
Co., Kingsman, Ohio; L. C. Douglass, L. C. 
Douglass Co., Jefferson, Ohio. 


A trip to Crossett always is interesting and 
enjoyable, especially in the early spring, when 
as John Erwin puts it, visitors can “enjoy an 
abundance of God’s sunshine.” All of these 
visiting lumbermen expressed themselves as 
being optimistic over the outlook for business 
during the balance of the year. 








Insulation Company Announces 
Appointments and Changes 


MINNEAPOLIS, MINN., April 3.—Important 
changes in personnel of the general merchandis- 
ing department of The Insulite Co., here, have 
been announced by E. H. Batchelder, Jr., senior 
vice president. Leo C. Monahan joins the In- 
sulite organization as eastern district sales man- 
ager with headquarters 
in New York. He has 
long been prominently 
identified with the insu- 
lating board industry in 
various executive capac- 
ities. He also served as 





L. C. MONAHAN, 
New York; 
Joins Insulite 





assistant to Dr. Julius 
Klein, director of the 
Bureau of Foreign and 
Domestic Commerce, 
and as personal aide and 
assistant to Herbert 
Hoover, when the latter 
was Secretary of Com- 
merce. 

K. B. Rolf, assistant 
to the general sales manager, becomes southern 
district sales manager with headquarters in St. 
Louis. G. F. Hoppe succeeds M. C. Fairfield 
as manager of the advertising department. Mr. 
Fairfield goes to Chicago as merchandising. as- 
sistant to M. G. Jensen, general merchandising 
manager. 

Transferred to the Minneapolis general office 
are H. J. Couper as merchandising assistant and 

F. Heym as supervisor of merchandising 
service. Mr. Couper was assistant to the cen- 
tral district sales manager and Mr. Heym as- 
sistant sales manager in the southern district. 
W. A. King, for many years sales manager of 
the Thompson Lumber Co., of Minneapolis, 
joins the Insulite organization as supervisor of 
distribution and markets. The appointments of 
D. W. Gilfillan as chief sales engineer, and J. J. 
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Schmitt as special representative on Insulite in-, 


teriors, are also announced. They will make 
their headquarters in Chicago. 





Spends 3 Months in Antipodes 


SEATTLE, WaSH., April 1—The New Zea- 
land Government is forcing use of local timber 
in carrying out its policy of promoting secon- 
dary industries, observed Warren H. Bean, of 
the Lewis-Bean Co., box shook manufacturer 
here, on his return from a three months’ trip to 
the antipodes with Mrs. Bean, during which he 
visited business connections. “At present rate 
of consumption, the white pine forests are esti- 
mated to be enough for seventeen years,” he ob- 
served. “Red pine and other woods used for 
structural purposes are also more or less de- 
pleted. There has been planted approximately 
600,000 acres of forest, mostly Pinus Insigna, a 
tree of very rapid growth. Australia buys from 
British Columbia manufacturers, who ship in 
annually between 150 and 160 million feet. The 
United States is prevented from participating 
by a reciprocal agreement. Vast quantities of 
Australia’s own native woods, mostly hard- 
woods, are produced, and it seems that the 
United States would be a good market for 





some of its beautiful species. Upper grades of 
California redwood, 10 to 12 million feet annu- 
ally, are used for sash, framing and other pur- 
poses. In Tasmania, the famous McKeun white 
pine seems to be pretty well a thing of the past, 
but production of native hardwood is develop- 
ing. One leading line is oak flooring, sold in 
English markets.” 





General Manager Is Named to 
Succeed Deceased 


RAYMOND, WasH., April 1.—William H. Tur- 
ner has been named by the board of directors 
of the Willapa Harbor Lumber Mills to suc- 
ceed the late J. W. Lewis as general manager 
of the company. He formerly was superinten- 
dent of the company’s operations here. Mr. 
Lewis died here March 6 following a throat 
operation. 

Mr. Turner is a native of this district and 
was born at Bay Center. He became manager 
of the Willapa Lumber Company in the early 
1920’s and was named superintendent of the 
Willapa Harbor Lumber Mills when that com- 
pany, a Weyerhaeuser affiliate, purchased the 
Willapa and Raymond mill interests in 1931. 

Other officers elected at the board meeting 
included: J. P. Weyerhaeuser, Jr., Tacoma, 
president; Ralph H. Burnside, Portland, vice 
president; George S. Long, Jr., Tacoma, secre- 
tary; A. D. Orr, Tacoma, treasurer, and C. A. 
Yarboro, Raymond, assistant secretary and 
treasurer. Directors include Ralph H. Burn- 
side, Portland; A. B. Cahill, San Francisco, 
and J. P. Weyerhaeuser, Minot Davis and 
Charles H. Ingram, all of Tacoma. 


Amemcan fiumberman 
Granddaughter of Firm's Founder 


Helps Conduct Business 


New Orveans, La., April 3—The A. Stef 
Lumber Co., Inc., which was started by A. Stef 
40 years ago, now has O. E. Lomenick as its 
general manager. Following the company found- 
er’s death, his son-in-law, the late J. P. Briant, 
was in charge of the business. Mr. Briant was 
assisted by his daughter, Eugenie, who also 
served as secretary-treasurer of the firm. She 
still holds that position, but has changed her 
name to Mrs. Lomenick. 

Mr. Lomenick had not had lumbering ex- 
perience previous to his present association, but 
is applying his natural business ability to run- 
ning the company and is accepting the able 
assistance and guidance of his wife. 


Prizes Awarded to Makers of 
Best Plywood Articles 


Battimore, Mp., April 3.—The contest con- 
ducted by the Baltimore Lumber Co. from Feb. 
2 to March 16 for construction of articles from 
plywood brought over 100 entries. Winners 
of the first three places earned cash awards, 
three others were given jigsaw tables, and the 
next trio of prize win- 
ners received tennis 
tables. 

Considerable interest 
was shown in the con- 
test and much ingenuity 
was displayed by the 
contestants. One of the 








This photograph exhibits 

all of the prize winning 

articles except the sail 
boat 





conditions of the con- 
test was that articles 
submitted should be or- 
iginal, practical, and 
show good workman- 
ship. It was conducted 
as a cultivator of pub- 
lic good-will, and to di- 
rect attention to plywood as an adaptable ma- 
terial for hobbyists. 

First prize went to H. Buffington, who sub- 
mitted an electric cabinet; the second for a 
sail boat made by H. Knauer, and the third 
to A. Martul for his outboard motor boat. 
Toney Schloss, president of the Baltimore Lum- 
ber Co., awarded the first prize personally. 





New Partnership Runs Firm 


Battrmore, Mp., April 3.—The retail lumber 
business which was conducted here for many 
years by the late George Schumacher, has been 
taken over by E. R. Spieker, who managed the 
company after the former’s death. Mr. Spieker 
has taken William R. Mace into the new firm 
as a partner. The partnership became effective 
April 1, and its members have the best wishes 
of the lumber trade. 





Germans Study Canadian Lumber 
Industry Methods 


MonTrEAL, Que., April 2.—To study Cana- 
dian business methods as they affect the lumber 
Industry group of ten of Germany’s leading 
lumber importers were in Montreal this week 
to confer with local executives. The party, un- 
der the tour direction of C. W. Giessler, of New 
York, met lumber leaders here and made a tour 
of the city. They left Montreal for Ottawa, 
and, after spending a day in the capital, will 
move on to Toronto, Niagara Falls and Buffalo. 
The party is composed of K. Ling, H. Ham- 
merstein, Wilhelm Hill, A. Fischer, Miss F. 
Fischer, K. Brader, O. Stolle, P. Druckrey, C. 
Luetig and Robert Radenmacher. 
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Clean Up Doors and Sash... 
Eliminate All Hand Work. with 


SKILSAW SANDER 






Ficaven a smooth 
even finish, without ripples or 
ridges . .. the modern electrical 
way ... easier, faster, cheaper! Just the 
thing for cleaning up sash, doors and frames 
before delivery—makes them ready for paint- 
ing on the job. Removes scratches and stains 
from plywood panels; used for lining up glued 
joints and final finishing in sash and door 
manufacture. Compact, perf: balanced, easy 
to use. Plugs into any light socket. THOU- 
SANDS IN USE! Made with and = without 
vacuum dust collector. 


SKILSAW, INC. 
5037A Elston Avenue, ne 


40th St., New York—52 Brookline Ave., ton— 
7429 = Garden, Philadelphia—2124 Main eee Dal- 
las—918 Union Street, New Orleans—i253 S. Flower St., 
Los Angeles—206 Webster St., Oakland. Canadian 
Branch: 85 Deloraine Ave., Toronto. 





Loose Leaf Tally Books ' 


TALLY SHEETS with 
Waterproof Lines 
Samples and Catalog 
on Request 

Tally Cards Rules 

Crayon Gauges 

Rule Cases Hammer Stamps 

Pickaroons Marking Sticks 

Car Movers Leather Aprons 

Tally Pencils Load Binders 
Books for Lumbermen 


FRANK R. BUCK & CO. 


2133 Touhy Ave. CHICAGO, ILL. 
Car Door Lumber Rollers Sectional Board Rules 














Richard Shipping Corp. 


Established 1847 


44 Beaver Street, NEW YORK 


Ocean Freight Brokers 
and Contractors 


Foreign Forwarders, Customs Bro- 
kers. We handle all classes of cargo 
and attend to collection of invoices. 


Special department handling export lumber shipments 








LUMBERMEN! 


Write now for our catalog telling 
our books that'll 


HELP YOU MAKE MONBY 
AMERICAN 431 S. Dearborn St. 








nRAOOW 
HAOOW 








LUMBERMAN Chicago, III. 
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THIS WEEK’S LUMBER PRICES 


SOUTHERN PINE 


East and west side mills have reported the following average f. o. b. mill sales prices 
on southern pine to the Southern Pine Lumber Exchange, New Orleans, La., for sales 


made in the period March 20-25 but, where 


prices for this period were not available, 


prices for the month to date have been inserted and starred a) F- 


West East 








West East West East West Hast 
Bide Side Side Side Side Side Side Side 
Flooring, Standard Surfaced Finish, No. 2 Fencing & OM No. 2 Shortleaf 
Lengths 10-20’ Standard Lengths _ Dimension 
1x3 rift— Bé&better eee 16.84 16.25]°* 
B&btr Sht. 58.01 64.00 Inch thick— ae neseed 20.14 19.45 7 & 14.. 33.38 a ph 
No. 1, Sht. 47.15 51.00/4 ......... 52.27 47.50 & 20°. 24:79 22/10 
St Becucs 36.50 39.00/6 ......... 51.46 47.02] No, 2 Shiplap and |22 & 24 96.75... 
1x3 flat eageeseess oaae Hart Boards, Std. Lgth. | 2x6 
srain— 1x5 TIITID 64[86 56.15 | Shortleat— oh .. Be Pe 
To. . 40.72 39.82 20 78 . pa e e 
Rape ptce: 77.78 69.25|1x8 ...... 22.44 18} 48 20:79 20:65 
Bseeee 40.00 34.67|5a674 thick— ee 22.40 21.16] 5°°°"" , 
No. Bo cccee 25.96 27.23 6, 8. 59.16 64.50)1x12 ..... 26.26 22.90 
1x4 rift— 5&10 .... 68.52 69.37 sin: ik iia 1 & 14 ets yt 
B&btr Sht. 56.92 56.69}|12 .....-. 90.88 80.25 o. encing, [402 297° % ¥ 
Ne fa Sir 31:50 voes incl 1 women ge 42 axid a 
ee © asee : -.--}iInch thick— ME ecceee * 4 12 & 14 .. 23.42 21.55 
1x4 flat “rere 47.50 *40.00 _ : eu’ ha eT ? oa are HH 
grain— eae 47.36 45.75|+~* oo SM . +e 22, . 
eaiawatan 45.96 43.95 2x12 
B&better.. 42.01 38.9411 xs&10 1! 49:53 52.25] No. 3 Shiplap and [12 & 14 .. 22.69 22.09 
a Beaoes 9. “oq . Boards, Standard 16 .....6- 19.31 - 22.21 
No. 2 4 43 27.89)]12 ...---- - 64.36 *58.25 
eee ee Bough Fini en ols cic ik 
10- aoe 17.58 17.001s- 2°33°°° . . 
Cecagths «=| B&better— 1x10 71222: 17.03 16.93)°* © 24 .. 82.83... 
iit Inch thick— SE sommes 16.33 16.09 inte niall 
i wiawates 49.50 .... ’ 
Banetter.. 35.25 34.0016 ........ 48.20 *49.25 No. 1 Shortleaf Random Length | 
ee wedes eoee 21.00 : Pera 47.96 943.50 ™ Dimension 2x4 4 Short- ion Sail 
hl x 3 ‘ x lea 4 
a cuvscet 9.18 -- 412 & 14 .. 24.68 21.82 ¢— 
BSbotter.. 36-55 oo eel aes pedis: 25.34 22.68[ore ne ee ies 
NO. BL HOSO HDAT |, SBOE oy agg ap/ teen ee aE TRE TE 
“GS ceccce ° e maw «eeee 
Partition. Standara [510 ..... 63.77 *69.00|12 & 14 .. 20.84 20.95]9x12 11... eee ‘aces 
Lengths ©£©(|12 ...... . 78.75 *77.00 23 seeeees ey yt , 
%x4&6— Casing, Base & Jamb|2x8 = P ‘ ae a wae 
B&better.. 48.00 10-20’ +3 & 14 23.68 31.38 Longleaf— 
Drop Siding, Standara|! Bee otter 56 43 958.50/18 .2,2-2 26:19 24.00 et & ax 8: 32.00 656.60 
a Se 15810 12. 61:00 *62.46 lalate seri Sxi&ind. 27.50 28.87 
x ° ° ° x x e e 
No. 117— es 32.27 28.70 new? ® 
B&better.. 37.56 *37.44| No. 1 Fencing, 10-20’ 14 sees 31.82 28.52 3a ixt0 - » 0 3 778.00 
: : a 31.87 27.92 one teats 28.00 24.00 
Ss 36.31 34.50 1x4 ecccee 41.73 39.00 18 & 20 33.56 31.65 3&4x12 39.53 32.31 
ea aisieeniin BEG cccces 41.30 39.44 22 & 24 38.75 36.00|5x19-19x13 38.78 *37.25 
e 
< ' No. 1 Shiplap and 
3 pe 42.59 39.83 o~ 12 & 14 35.48 31.73 
pies eabheninee Beast, ae BE cacvees 35.92 32.64 Ptaster Lath 
A 41.74 39.94'18 ....... 36.77 ....| %x1%”, 4 
B&better.. 43.43 41.50]1x5&10 .. 43.59 43.83 20 ....... 39.12 ....|No.1..... 4.83 4.53 
a vise 39.70 37.50]1x12 ..... 54.94 59.62,22 & 24... 40.00 ....|No. 2 .... 3.70 2.95 











WESTERN RED CEDAR 


Seattle, Wash., March 31.—Prices for red 
cedar siding in mixed cars, new bundling, 
8 to 18 foot, f.0.b. mills are: 


Beveled Siding, %-inch 


Clear ease “BB” 

CD xicccevesones $26.00 a 00 $20.00 
aaa «+ 30.00 25.00 23.00 
POG eccanseescece 33.00 30.00 27.00 

Clear Bungalow Siding, %4-inch 
ee TTT ere ovcccecccecessoceee 
BOON convadeewd eeleene venereyentoostaaEE 
PP cbeexveccecsoseoaves soccocecescese GOO 
Finish, B&better, $2 or 48, 6-16’ 

$28 or S48 

or Rough 

| feredbeenes oveeseece Se 
DET. deeesgeecsconeenncevnn coeccesoces Tree 
BE c0veseeees Coeeoeccccecesceooososs Ge 
1x14” eeekedens eosecccescesseccccos See 
ME es6éeeecneee eieneenne coccccocccece SOMOS 
BEE scecteees coecccoecoe covccccoccccee SORES 
MT sceedesenere coccccccccccccccccces BLOOO 
BROMES covdseece coccccccccccceccesce SaOe 

Ceiling or Flooring, B&better, 4-10’ 

a CeeeOecesoveseececosecoee 
Da “eeaveeeneane Coccccececoceccecosoocs GONOe 


Discount on Mouldings 6-20’, Odd Lengths 
Series 8000— 


Listing under $4...... errr eT TTT... 
Listing $4 and over......... er 


Clear Lattice, 5/16”, 4 to 16’ 
100 lip. &. 


ee eeeeee 


WESTERN PINES 


Following f. o. b. mill prices on actual 
sales were reported to the Western Pine As- 
sociation by members during the period from 
Mar. 20-Mar. 28, inclusive. Averages include 


both direct and wholesale sales, and are 
based on specified items only. Quotations 
follow: P one 
Ponderosa e 
5/4x8 6/4x8 
Suiecrs, S2 or 48— 1x8 & war. & war. 
£ eer $59.91 Se7 25 $59. 25 
i See eres 40.70 54.67 48.50 
SnHop, 828— No.1 No. 3 
eae ee $33.44 $21.37 
DE ccckdeev eves eeedteeos ewes 34.11 21.91 
Copnmnana, S83 or 4S— No. 2 No. 8 
2 2 “Saleen aerr cr $25.07 $19.24 
1x12 PET eT Te Cr 29.19 18.83 
No. 4, 4/4 RWRL:..ccccccccccccecs . $12.53 
Idaho White Pine 

s— ao ton 

SuLeers, or 4 x w 
Choice Oe ee $71.80 $90.25 
Geeiite CD) Bbc cccccccccce GREG “one 


Commons, 83 or 48— 
Colonial Sterling Standard 
No. 1 No. 2 No. 8 





oO. oO. 
iz. : rer 35.54 $30.03 $22.21 
iain een ieee ty 75 39.34 24.82 
Utility (No. 4) 4/4 RWRL.....-cccceee $15.46 

Sugar Pine 
1x8 5/4x8 6/4x8 
Sziecrs, S2 or 48— & wdr. war. % 
BéBtr. RL .....- $72.00 anes 48 
De wetucn eee eee 8.27 67.06 66.07 
ere 54.00 54.00 ial 
SuHop, 828— No.1 No.2 No. 3 
aa tare haath ceo $39.19 $28.57 $23.50 
Dn dvereune weeees 38.22 25.76 19.13 
Gee \ssevdenkoecken 50.38 30.14 24.00 
Lareh-Douglas Fir 

Dimension, No. 1, 2X4 2... eee eeeeeeees $20.32 
Dimension, Wo. 1, SEES ..cccccccrcoes « paren 
No. 2 Com., S82 or 4S, 1X8......-sceeceee 21.00 
Flooring vert. gr., C&Btr., 4 RL.......- 32.75 





CAROLINA PINE 


Following are prices realized, Norfolk rate 
of freight on sales made ‘during the week 
ended March 28: 


Flooring 
No.1 No. 2 

B&btr. Com. Com. 
BO rs tiawarem eee eee $43.55 $40.45 $26.15 
re 39.25 38.60 23.05 

Ceiling 
See wexindetwsane $24.65 $20.85 $14.55 
Finish, Dressed, B&btr. 
I avin a eitsia eater $45.30 aa $55.45 
ee 47.25 | an 69.15 
| ee 46.80 SS aaa 67.00 
EF kk oesisegene 46.80 ee 77.25 
Boards, Dressed 

No.1 No. 2 No. 3 

Com Com Co 
ee $39.70 $20.15 $14.15 
ME aires damned arendet 43.00 20.55 17.85 
BEN ob caiman aed ene 42.55 21.45 17.50 
eee: 42.20 23.35 19.65 
eee 48.25 23.35 
GED sind ne weaaelebien 59.00 24.55 21.65 


Boards, Air Dried or Roofer Grade, 
No. 2 Common Dressed 


ere $17.25 Se ere $19.75 
ND .5:0 mw oie areda 18.75 a 21.65 
R._ déwswesinees 20.10 BREE. Wes cdowees 24.20 
Shortleaf Dimension No. 2 Common, Dressed 

8 to 16 18 & 20 
BE OE xe o's die elaine ee 6a eel ere weuem- aes $20.05 $24.50 
SF err errr errr rer 20.40 24.35 
BNET, alas desigres-0)'6:% Guin ai eoniw a wiaiapeeaaeea 21.60 24.90 
I ed ace a icp: ace owe acd erated 23.10 26.95 
MEI cain asa stb: nie GaGa enaaweamae 24.05 28.45 





NORTHERN HARDWOOD 


Following are prevailing quotations f, o. b. 
Wausau, Wis., on northern hardwoods: 


No.1 No.2 No.3 


Brown Ash— FAS Sel. Com. Com. Com. 


— eer 5 00 vet po = 00 $26.00 $18.00 
SES 2.00 1.00 28.00 19.00 
ee 87:00 57°00 rey 60 32.00 19.00 
Pere 72.00 62.00 51.00 34.00 20.00 
No.1 No.2 No.3 
Basswood— FAS Sel Com. Com. Com 
REE severe, eaxerk $78.00 $68.00 $50.00 $26.00 $19.00 
|. Lee te 83.00 73.00 55.00 29.00 21.00 
Se 86.00 76.00 56.00 31.00 23.00 
5 Ae 93.00 83.00 66.00 33.00 23.00 
ere 103.00 93.00 73.00 45.00 nee 
gee 108.00 98.00 78.00 50.00 
7 ee 70.0 60.00 41.00 24.00 
Key stock, 4/4, No. 1 end. better a or on 


grades, FAS, $88; No. 1, $ No. : and 
betters, $83, or on grades, ras, S08: No. 1, $73. 
No.1 No.2 No.3 


Hard Maple— FAS Sel. Com. Com. Com. 


| eee: $68.00 $53.00 $45.00 $28.00 $14.00 
, See 73.0 58.00 50.0 32.00 16.00 
eee 78.00 63.00 53.00 34.00 16.00 
ee 83.00 68.00 58.00 34.00 17.00 
|, ees 83.00 68.00 58.00 35.00 17.00 
7. eee 98.00 83.00 66.00 40.00 Beis 
ee 98.00 83.00 69.00 40.00 
Be Scasemeaca 118.00 103.00 81.00 43.00 
ol eee 118.00 103.00 81.00 owes 
De camdemer 158.00 143.00 121.00 5 ot cians 
No.1Com. No. 2. No. 3 
Soft Elm— F & Sel. Com. Com. 
| See $47.00 $37.00 $26.00 $18.00 
|, ECO 52.0 42.00 28.00 19.00 
Ee 52.00 42.00 28.00 19.00 
, Seen 55.00 45.00 31.00 19.00 
ee 58.00 48.00 33.00 ace 
ME avecenane 63.00 53.00 38.00 ore 
No.1 No. 2 No. 3 
Rock Elm— FAS Com Com Com. 
Me ckeeeames $50.00 $32.00 $20.00 $17.00 
, See 55.00 37.00 22.00 19.00 
__, esa 65.00 45.00 24.00 19.00 
ee ea 70.00 55.00 29.00 22.00 
eee 80.00 65.00 41.00 ates 
0 90.00 75.00 46.00 27.00 
No.1 No.2 No.3 
Birch— FAS Sel. Com. Com. Com. 
ae $76.00 $64.00 $45.00 $26.00 $16.00 
|, ree 81.00 69.00 50.00 32.00 17.00 
| eee 86.00 74.00 55.00 37.00 17.00 
Sees 91.00 81.00 65.00 40.00 18.00 
a 96.00 86.00 74.00 45.00 ae 
| rere 101.00 91.0 79.00 50.00 
eee 156.00 146.00 122.00 .... 
Se 68.00 58.00 40.00 23.00 
BPE + daveniees 70.00 60.00 48.00 24.00... 
No.1 No.2 No.3 
Soft Maple— FAS Com. Com. Com 
| Se aera $61.00 $43.00 os. 00 $16.00 
| eee Se 66.00 46.00 29.00 17.00 
SE alates dieiareiance 76.00 51.00 34, 00 17.00 
ee EE ee ar 81.00 56.00 34.00 18.00 
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April 8, 1939 


F. O. B. MILL PRICES OF 
SOUTHERN HARDWOODS 


Following are ranges of f. o. b. mill prices 
on rough, air dried southern hardwoods, 
from reports of sales made during the week 
ended April 3: 


Qrtd. Red Gum Plain Red Oak 
FAS— Fr 
ae 69.00 @71.50 > ears 35.75 40.50 
No. om.— No. 1 & Se 
“era 16.00 OF cewese 28.0 00 @31.00 
Plain Red Gum No. 2 Com.— 
FAS— errr 22.00 
| ee 61.25 Mixed Oak 
No. 1 & Sound Wormy— 
o_O OT5 vata $e oe 2.50 
SS, | eee 33.75 
_ , Sea 33:00 Plain Poplar 
| 40.00 Selects— 
No.3Com— 4... § SF@ cevsss 40.00 
re 20.00 £ G76 ccncss 43.00 
Qrtd. Sap Gum Saps & Sel.— 
FAS— See 37.00 
| eee 38.00 No. 2 B Com.— 
Se 39.75 , 13.00 
a 36.50 Ash 
a 37.00 @41.50 FAS— 
No. 1 & Sel.— are: cami 40.00 
eS 24.50 Soft Maple 
nee 27.00 
Plain Sap Gum 4/4 WHND 54.00 
No. 1 & Sel.— 
4/4 bt aq 24.00 
2 eee 28. 75@81 30 No. 2 Com.— 
) eee 33.50 Toe i 14.00 
i. Seer 34.00 @35.50 
No. 1 & Sel.— VE WHND 24.50 
i re 20.00 @ 23.75 Beech 
SS eee 23.50 @24.00 No. 2 Com.— 
) ee 26.50 © adicres 15.00 
No. 2 Com.— Hickory 
prarecare 12.00 FA 
Pe eaeees 14.00 SPO scenes 52.00 
Qrtd. Black Gum Elm 
No. 1 & Sel.— FAS— 
GFE gn000< 20.00 are 29.00 
Plain Tupelo No. 1 & Sel.— 
Ul”, RD canoes 19.00 
peamiaveie 30.00 Log Run— 
No. 1 & Sel.— S sewouas 22.50 
shandials 22.00 Willow 
No. 2 Com.— FAS— 
© paces 14.00 CFE seccus 42.25 
Qrtd. White Oak Magnolia 
No. 1 & Sel.— FA 
|, eres 00 | 50.75 
Plain White ok No. 1 & Sel.— 
FAS— eer 25.75 @30.00 
eae 54.00 | 5/4 ...... 26.50 
No. 1 & Se Hackberry 
eee -30.5 ae 00 Log Run— 
SFE oivase 8.00 . eee 25.00 








RED CEDAR SHINGLES 


Seattle, Wash., March 31.—Below are listed 
average prices received for red cedar shingles 
sold direct to the trade: 


Royals: 
cD SES re ct ae etree $4.30-4.40 
a-ae” 4/3 ciices Sita aclasl Glen. 0in etree ee eiaterate 3.00-3.20 
BE Ghote 0a iieweeuiew udaeses piercer 2.00-2.10 
Perfections 
i ge ne ye ee oe $3.50-3.60 
SWEET GEE be sieccdcecscoeseescecseces. BE 
BT CEE - Gin 4s oGis as thine y ste e ewes 1.90-2.00 
SEE: 
tg nT 
Se . eon ee 2.15-2.25 
Se” EE eteasinercoreconcasseneenous 1.70-1.75 





MAPLE FLOORING 


Michigan and Wisconsin flooring mills re- 
port the following prices realized f. o. b. 
flooring mill basis, during the week ended 


April 1: 
First Third 
SPREE saceaneueeuss $69.68 $43.12 


Second 
$57.31 
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ARKANSAS SOFT PINE 


ee | are average sales prices, these 
f. o. b. mill figures being based on shortleaf 


weights, obtained by rkansas Soft Pine 
mills during the week ended April 1 
Flooring 
Edge grain— 83-inch 4-inch 
gee Steven sonuaaeeeue $59.50 $58.00 
See ota alana vere asela: eis ace alee oie 52.00 51.50 
on BS Re eee cccvesoce SES Geum 
Flat grain— 
DOMOCOED 6.0 600069 00600 - --$44.00 $43.00 
SO ee ee ll 
We © iwawssewansuauecawanaue 25.00 25.00 


Ceiling & Partition 
B&Better No.1 


NN, SRE oid osis. eeeineine eeeear $36.00 = 4 
ie gS! 46.00 
Boston Partition, }4x4........ -- 42.00 38. 00 
Drop Siding, =, 
0.117 No. 116 
ee tard tone uaein’ exevas ie orese aor “Pio 50 $46.00 
Sissi efexecasaa-arecielet wiesaeun ees 36.50 41.50 
No D vdciecwaeteesaeewénsweees 26.00 27.50 
Finish, Surfaced, B&better 
4 5 6 8 12 
4/4 -$52.00 $57.00 $53.00 $55.00 $61.00 $76.00 


5/4 ... 64.00 75.00 65.00 65.00 76.00 88.00 
Casing & Base, B&better 


8 
ae $60.00 $65.00 $62.00 $63.00 
ME cccccs cocee See 65.00 56.00 60.00 

Mouldings Discount 

Listed at $3 and under....... Seweew eae 41% 

MEE BE ssi5vceaeccsnsecincee tower aaa eeie'n cee 

Boards and shtpte 

1x6 x8 1x10 1x12 

Boards, S4S, No. = 00 $41.00 $45.00 $58.00 

or sShiplap No. 3 . 19.50 22.50 22.50 26.00 

DD vacveeasews ié.00 18.00 18.00 18.00 

Dimension, S4S, ates, 

Mt Eh. wins sos baw eeuuese~een~eene $2800 $2200 

OC rr 19.00 

BE acre ae-0-6 6005's oa ai drew ate 23.50 20.50 

BEEN Goa cis. crs0 Shee ecueaew ee wen 33.00 24.00 

Ere ee 
Lath x1%, 4-Foot 

No. 1 se snten ey Small $4.50 

DD ccevaewvads ‘ hice Runeiscetece masons 3.70 





OAK FLOORING 


Following are current quotations on oak 
flooring in carlots, f.o.b. Memphis and John- 
son a: Tenn., and Alexandria, La., as points 


of origin. 

x24” he ae. yy 
Clr. qtd. wht....$84.00 $64.00 3 
Clr. qtd red 67.00 #7300 56.00 
Sel. qtd. wht 62.00 50.00 651.00 oe 00 
Sel. qtd. red 59.00 51.00 50.00 45.00 
Clr. pln. wht 62.00 50.00 54.00 46.00 
Clr. pln. red 60.00 51.00 48.00 47.00 
Sel. pin. wht 58.00 46.00 4400 39.00 
Sel. pln. red 58.00 50.00 40.00 40.00 
No. 1 com. wht.. 51.00 42.00 36.00 381.00 
No. 1 com. red... 50.00 44.00 34.00 33.00 
No. 2 common... 34.00 31.00 25.00 19.00 

x2” %x1%” x2” 

Ce NN. Ws 6k s0'o 00 eee $74.00 $72.00 “gee 
eer 70.0 70.00 a 
ee eee 62.00 60.00 eae 
7 Ee ee Se 62.00 60.00 ince 
A SS eer - 60.00 58.00 63.00 
ee SS er 60.00 58.00 58.00 
Sel. pIn. wht..... wale eierate 55.00 52.00 55.00 
eS eee eer 54.00 52.00 53.00 
WO. 1 COM. WE. .00 000 46.00 47.00 44.00 
Oe. 2 GOR. TOGic cs ccccse 45.00 42.00 42.00 
WO... 3 COMMON. <-0:6:0.0.60:00 31.00 27.00 


New York delivered prices may be obtained 
by adding to the above the following differ- 
entials figured on Johnson City origin: For 
#3 -inch SS $8; for %-inch, $4; for %4- and 
fs-inch, $4.50 

Chicago delivered prices may be obtained 
by adding to the —— the following differ- 
entials figured on emphis origin: For 





#8-inch stock, $6; %, 36-inch, $3; for %- and 
fs-inch, $3.50. ' . 





APPALACHIAN HARDWOODS 


Cleveland, Ohio, April 3.—Following are current prices on Appalachian hardwoods, f. 0. b. 


Cleveland: 

Ash: 4/4 5/4 6/4 
ee $75.00 $85.00 $90.00 
Com. & Sel.. 45.00 55.00 57.5 

Plain White Oak: 

Bee énveaees 105.00 110.00 115.00 
No. 1 C.&S... 55.00 60.00 65.00 

Plain Red Oak: 
| Renee 0.00 85.00 95.00 
No. 1 C.&S 54.00 59.00 64.00 

Poplar: 

fe ere 87.00 95.00 97.00 

No. 1 C.&S oy 00 57.50 60.00 
eer 2.00 67.00 67.00 
No. 2-A Com. 36. 00 42.00 44.00 

Baswood: 

CC arr 77.00 82.00 82.00 
No. 1 C.&S... &2.00 57.00 59.00 


No. 2 Com... 32.00 





8/4 10/4 12/4 16/4 
$92.50 $110.00 $120.00 $135.00 
62.50 80.00 90.00 110.00 
125.00 145.00 160.00 185.00 
70.00 85.00 95.00 120.00 
105.00 135.00 145.00 175.00 
69.00 84.00 94.00 118.00 
105.00 125.00 140.00 160.00 
70.00 85.00 95.00 115.00 
82.00 [ Chestnut: 4/4 + 5/4 6/4 8/4 
52.00] WAS ....... 90. 00 105. 00 105.00 115. 
No. 1 C.&S.. 75.00 80.00 30; 00 80. $0 
92.00 “ “WHND 38. 00 42.00 43.00 50.00 


64.00] No. 1C.&Btr. 35.00 38.00 38.00 45.00 
42.00 |Snd, Wormy.. 29,00 31.00 31.00 37.00 
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Lumber Market Review 


Despite the fact that softwood book- 
ings in the two weeks ended March 25 
were 9 percent ahead of last year’s for 
the corresponding period, and exceeded 
current output by 16 percent, quotations 
have developed weak spots. Bad build- 
ing weather seems to have combined with 
threats of European war to discourage 
forward buying. In the Northeast, the 
effects of the marketing of hurricane- 
downed timber is being felt. And a 
stretch of good weather had brought 
heavier offerings from small mills of the 
South, but these have again been forced 
down’ by recent rains. The insistence 
of buyers on quick delivery is indicated 
by the fact that sales of short-haul north- 
ern pine and hemlock in the two-week 
period were respectively 45 and 34 per- 
cent above last year’s levels—against the 
average of 9 percent above. And that 
the statistical situation of the mills is fav- 
orable is clearly shown by the facts that 
their March 25 stocks were 5 percent 
smaller, and their unfilled orders 3 per- 
cent larger, than last year’s. Southern 
woods seem to be yielding some of the 
advances made relatively to competitive 
species, following the going into effect 
of the Wage-Hour law, and producers 
see the necessity for a lowering of freight 
rates that will permit them to compete 
in central markets and pay their higher 
costs. Their business from the South 
itself has been active, but northern de- 
mand lags. Northwest mills report a 
heavier movement to the highly competi- 
tive Atlantic coast and California mar- 
kets, and a heartening gain in demand for 
rail items that has been accompanied by 
a recovery in their prices. Foreign trade 
in softwoods may be a little better than 
last year’s, but absorbs no large propor- 
tion of output. 

The hardwood market has been ad- 
versely affected by the war scares, which 
put a damper on export buying and also 
on the interest of domestic industrial 
consumers. Bookings in the two weeks 
ended March 25 were 51 percent above 
the 1938 for the period, and output 29 
percent below last year’s, with mill stocks 
5 percent lower than the 1938 and south- 
ern production hindered by further heavy 
rains. Yet a holding back of orders by 
consumers resulted in a decline in mill 
files of unfilled orders that has brought 
about so sharp a decline in prices that 
many mills have had to close down to 
await an expansion of buying. Hard- 
wood flooring has been just about able 
to hold its level. The hardwood indus- 
try is placing high hopes on getting 
through paneling a bigger share of the 
building market, into which this new item 
is now being vigorously introduced. 


WEST COAST LOGS 


Seattle, Wash., March 31.—Average prices of 
logs are as follows: 

Fir: No. 1, $23-28; No. 2, $16-17; No. 3, 
$10-11. Peelers, No. i, ; No. 2, $25. 

cesar Shingle logs $16-18; lumber logs, 


8-30. 
Hemlock: No. 2&8, $9-10, 
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OBITUARY RECORD 








SIR JOSEPH FLAVELLE, 81, foremost 
citizen of Toronto, Canada, died suddenly in 
Palm Beach, Fla., March 7. He was an im- 
portant figure in many commercial, financial, 
public and philanthropic enterprises, and was 
best known for his services during the World 
War as head of the Canadian munitions 
board. For his success in this important posi- 
tion, the Baronetcy was conferred on him in 
1917. It is one of the few hereditary titles in 
Canada, and has passed to his son, Joseph 
Ellsworth Flavelle. Sir Joseph resigned as 
chairman of the Board of the Canadian Bank 
of Commerce a year ago. He was director of 
many financial institutions as well as of rail- 
roads, and industrial plants almost beyond 
computation. He was indirectly interested 
in the lumber business through his other ac- 
tivities and connections. His nephew, Aird 
Flavelle, is president of Thurston Flavelle, 
Ltd., Port Moody, B. C., large cedar manufac- 
turers. That business has often profited by 
the counsel and assistance of Sir Joseph. His 
success is attributed to his great capacity for 
work and integrity in all dealings. Besides 
his son, he leaves two daughters, a brother, 
nieces, nephews and grandchildren. 





GEORGE H. DeWITT, 89, who had oper- 
ated a retail lumber business at North 
Baston, Mass., since 1878, died March 14 after 
a short illness. He and his wife observed 
their sixty-third wedding anniversary last 
August. A native of Kings County, Nova 
Scotia, he went to North Easton in 1875, and 
built many large residences and public build- 
ings in the town. His son, Harris A. DeWitt, 
was admitted to the firm in 1898, and the con- 
cern has since been called George H. DeWitt 
& Son. Survivors are the widow and son. 
The latter will continue the business. 


THOMAS M. BARHAM, 74, president of the 
Pickering Sales Co., Kansas City, Mo., and 
one of the founders of the Pickering Lumber 
Co., died March 25 at his home after being 
in poor health a year. After a brief career 
in banking, Mr. Barham with the late W. R. 
Pickering and W. A. Pickering formed the 
Pickering Lumber Co. and moved the busi- 
ness to Kansas City in 1900. He was active 
several years before retiring. In 1934, he 
became temporary trustee of the company. 
His widow and two sisters survive. 


MRS. MILDRED S. CRESS, 73, wife of John 
D. Cress, formerly staff photographer of the 
AMERICAN LUMBERMAN, passed away March 23 
in Seattle, Wash. She was born in East 
Barrar, India, where her Scotch father en- 
gaged in building railroad bridges. She came 
to the United States with her parents when 
about five. In 1912, she married Mr. Cress 
and left with him for his new location in 
Seattle. Her survivors are her husband, a 
daughter and a sister. 





DOUGLAS FIR 


Seattle, Wash., Mar. 31.—Current quotations 
f. o. b. mill on Douglas fir items in mixed 
cars for rail shipments direct to the trade 
appear below: 


Vertical Grain Flooring 


, B&Btr. Cc D 
OE ée+canetndeneut $35.00 $32.00 $22.00 
Flat Grain Flooring 
Be zikendesveuceene $25.00 $23.00 $19.00 
Se. éitawerteataae 30.00 28.00 22.00 
Drop Siding 
1x6 Pat. No. 106....$30.00 $27.00 $21.50 
1x6 Pat. No. 116.... 30.00 28.00 21.50 
Ceiling 
OO errr $25.00 $23.00 $16.00 
Me keekaeseeReseuwe 26.0 21.00 16.00 
Common Boards and Shiplap 
1x 1x8 1x10 1x12 
eS waves $18.00 $18.00 $18.00 $22.00 
ma oS veces 15. 15.00 15.00 15.00 
No. 3 ..... 10.00 10.00 10.00 10.00 
No. 1 Common Dimension 
12 14 16 18 20 
es ere $19.50 $19.50 $21.00 $22.00 $21.00 
Ce eer 18.50 18.50 19.00 20.00 20.00 
= ear 18.50 19.00 19.50 20.50 20.00 
ee 20.50 20.50 21.00 21.50 21.50 
BEES scseceee 22.00 22.00 23.00 23.00 23.00 
No 1 Common Rough and/or Surfaced 
Timbers 
4x10 planks 20 feet and shorter and 
GBS B48 ccccceseccccces 6000040006 e00Ree 
12x12 20 ft. and shorter.......... a 
BEES SE CO GS BSE cccccccccccecvesceee BEN 


PAUL B. LEMING, 52, vice president of the 
M. E. Leming Lumber Co., Cape Girardeau, 
Mo., died March 11. He was associated with 
his father, M. E. Leming, in the lumber manu- 
facturing business since finishing at the Mis- 
souri School of Mines. He became vice presi- 
dent of the company a year ago. His widow, 
a son, his mother, and two brothers, M. E. 
Leming, Jr., president of the company, and 
William, also with the concern, survive. 





HERMAN G. BAHR, 46, secretary-treasurer 
of A. R. Bahr Lumber Co., Cleveland, Ohio, 
died March 30. He had been in the lumber 
business 30 years. Survivors include his 
widow, a brother and his mother. He was a 
nephew of A. R. BAHR, 71, who died March 
12. A. R. Bahr founded his company in 1900. 
A daughter and a nephew, Clarence Bahr, 
vice president of the firm, survive. 


ROY IL. IRELAND, 58, vice president of 
Ireland’s Lumber Yard of Grand Forks, N. D., 
since its organization in 1920, died March 22. 
He started in the lumber business with his 
brother, Guy L. Ireland, at Hankinson, N. D., 
in 1903. They established headquarters in 
Grand Forks in 1920. His widow, three 
daughters, a son, a sister, two brothers and 
his mother survive. 


JOSEPH HENRY HOLMES, 81, founder and 
president of the Holmes Eureka Lumber Co., 
Eureka, Calif., died March 18 in Ontario, 
Calif. He founded the company in 1903, and 
continued as its president until his death. He 
and Mrs. Holmes observed their Golden Anni- 
versary Dec. 27, 1937. His widow, one son 
and a daughter survive. 
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PHILLIP McDONALD, 68, proprietor of the 
Phillip McDonald Lumber & Coal Co., Colum- 
bus, Ohio, died March 10 after six months’ 
illness. Prior to opening his own business, 
Mr. McDonald was associated with the Dod- 
dington Corp. for 38 years. His widow, three 
sons and two daughters are left. 





GUS C. COOLEY, 59, president of the Cooley 
Lumber Co., Ft. Worth, Tex., died March 16. 
He was a railroad employee for 17 years 
before entering the lumber business. Mr. 
Cooley was a past master in his Masonic 
lodge. He leaves his widow, two daughters, 
a son and three brothers. 


JACOB McCAUSLIN, 65, owner of the Mil- 
lersburg (Ohio) Lumber Co., died March 27 
from pneumonia. He was active in his town 
having served four terms as village council- 
man. The widow and a son are immediate 
survivors. 


WILLIAM NEUBECKER, 79, head of the 
lumber company in Buffalo, N. Y., bearing his 
name until his retirement a year ago, died 
March 30. He started the firm in 1901. Two 
sons and two daughters survive. 


FRANK E. HITE, 59, operator of the Aber- 
deen (Wash.) Cabinet Works, died March 21 
after a short illness. His widow, two sons 
— three daughters are his nearest sur- 
vivors. 


CYRUS M. MOOMAW, 61, retail lumberman 
of Sugarcreek, Ohio, passed away in his home 
March 13. Surviving are his widow, two 
daughters and a son. 


ARTHUR C. MORBECK, 60, general mana- 
ger Pine Creek Lumber Co., Kingston, Ida., 
died recently. His widow, two sons and three 
daughters survive. 


JOHN F. ENGWALL, 78, secretary-treas- 
urer of the Manhattan Lumber Co., Chicago, 
passed away March 31 in his home. He leaves 
his widow. 








THE BUSINESS RECORD 








Business Changes 


ARKANSAS. Beirne—Tom G. Clark of the Bierne 
Lumber Co. has announced the sale of the mill to 
the Gurdon Lumber Co. The sale includes the 
sawmill, 300 acres of land, 51 homes for workmen, 
three small diesel-powered portable sawmills, 
trucks, horses and mules and considerable lumber. 
The Gurdon Lumber Co. is operated and owned by 
Horace and Arnold Cabe, brothers, who will oper- 
ate the mill. 

CALIFORNIA. Burbank—Walker Wood Products 
Co. (Inc.) will dissolve corporation; assets have 
been sold to the Arrow Sash, Door & Mill Co. 

Hemet—Oscar Corning and William Wade will 
operate the Meier Lumber Yard, which they re- 
cently purchased, as Valley Builders’ Supply Co. 

Los Altos—Wightman Lumber Co. succeeded by 
McElroy Lumber Co. 

Omo Ranch—Flick Brothers succeeded by Omo 
Ranch Lumber Co. 


GEORGIA, Atlanta—Adams & Burns Coal & 
Lumber Co. succeeded by Burns Coal & Lumber 
Co., 858 Ashby St., N. W. 

IOWA. Casey—Casey Lumber Co. succeeded by 
F. R. Valentine Lumber Co. 

Council Bluffs—Overton Platte Co., succeeded by 
Overton Platte Lumber Co. 

Sheldon—Clarke Lumber Co. succeeded by Hauer 
Lumber Co. 

LOUISIANA. Gueydan—Douglas Saal & Guzardo 
= Yard succeeded by Gueydan Lumber Co. 

nc.). 

OHIO. Dayton—Bloom & Stewart partnership 
dissolved as of April 1. O. W. Bloom will con- 
tinue independently in the wholesale lumber busi- 
ness at the present location, Commercial Building, 
and W. B. Stewart will continue independently in 
the wholesale lumber business at 105 Yale Avenue. 

OREGON. Harrisburg—Red Fir Lumber Co. 
changed name to Potter Bros. Lumber Co. 

TENNESSEE. Collinwood—Hassell Lumber Co. 
succeeded by Hassell & Hughes Lumber Co. 

TEXAS. Longview—Longview Sash & Door Co. 
(Inc.) succeeded by Angelina Building Material Co. 

Plano—J. T. Elliott Lumber Co. purchased by 
Lyon-Gray Lumber Co. 

WASHINGTON. Bellingham—A. W. Warm & 
Sons lumber yard at 1705 State Street purchased 
by Nathan P. Carver. 

WEST VIRGINIA. Beckley—Beckley Lumber & 





Moderate Cost House Plans are 
Published in Every Other Issue. 
WATCH FOR THEM 


Supply Co. now owned solely by J. L, Huffman and 
sons, who purchased the interests of E. F. Cooper. 

Pineville—Wyoming Lumber & Supply Co. now 
owned solely by J. L. Huffman and sons, who pur- 
chased the interests of E. F. Cooper. 

WISCONSIN. Oak Center—Badger Yards (Inc.) 
succeeded by L. A. Salisbury. 

Wausaukee—Charles Tachick & Sons succeeded 
by Barron Lumber & Fuel Co. 


Casualties 


COLORADO. Durango—The Durango Lumber Co. 
suffered loss estimated at $50,000 from a fire that 
destroyed a large amount of lumber and damaged 
planing machinery. 

MICHIGAN. New Baltimore—Charles 8S. Hub- 
bard Lumber Co. damaged by fire, with loss esti- 
mated at $10,000. 

NORTH CAROLINA. Columbia—Tyrrell County 
Lumber Co. suffered loss between $60,000 and 
$75,000 by fire. The planing mill, two dry kilns 
and all the mill equipment were destroyed. 

Weldon—J. S. Turner & Son had planing mill, 
dry kiln, storage shed and lumber destroyed by 
fire, with damage estimated at $25,000, partly cov- 
ered by insurance. The sawmill was not burned. 

PENNSYLVANIA. Cochranton—Shaffer & Nel- 
son planing mill and lumber yards destroyed by 
fire. 

VIRGINIA. Pulaski—Virginia Oak Flooring Co. 
suffered fire damage estimated at $10,000; about 
135,000 feet of oak lumber and equipment were 
destroyed. 


New Ventures 


ARKANSAS. Searcy—Builders Lumber & Sup- 
ply Co. will open a new store at Race and Pine 


Streets. A complete line of building materials will 
be carried. 
CALIFORNIA. Lynwood—Lynwood Lumber Co. 


at Imperial and Atlantic Boulevards has been 
opened by P. J. Pedersen of the Downey Lumber 
Co., Downey. 

Long Beach—O,. K. Floor Co., 1145 East Ocean 
Boulevard, has been opened by Ernest E. Elliott 
and W. L. Coble. 

ILLINOIS. Thawville—Thawville Grain & Lum- 
ber Co. is putting in a stock of lumber. 

LOUISIANA. Hammond—Frank’s Lumber Yard 
has been opened by Frank Cucchiara on South 
Cypress Street, and a general line of lumber. paints 
-— all materials needed in building will be car- 
ried. 

OHIO. Cincinnati—Consumers Materials Co., 3716 
Montgomery Road, will be opened. 

Elmore—The Gordon Lumber Co. is opening a 
yard here. 


OKLAHOMA. Picher—The Johnson Lumber Co. 
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has opened an office and lumber yard on Third 
Street, carrying a general line of lumber and 
materials, 


OREGON. Portland—D. S. Parr has engaged in 
the building materials business at 6600 N. E. 
Union Avenue. 

Springfield—Stephens Planing Mill formed by 
George W. and M. E. Stephens. 


TEXAS. 
opened an uptodate yard at 3101 Pierce Street, 
where it was located for 10 years prior to 1933. 

Big Spring—The Big Spring Lumber Co. has re- 
cently been established here. 

Henrietta—C. D. Shamburger Lumber Co. will 
establish a lumber yard, carrying also hardware, 
paint and kindred lines. 

McAllen—Zarsky Lumber Co. has opened a 
branch store here, where it will do a general 
building material business. 


Incorporations 


CALIFORNIA, San Carlos—Hampton Lumber 
Co. of California; $25,000. 


GEORGIA. Savannah—Savannah Cooperage Co.; 
$2,500. Will conduct a general cooperage business. 


MASSACHUSETTS. Boston—H. M. Bickford & 
Son, 803 Park Square Building; wholesalers. Will 
market a complete line of long- and shortleaf 
yellow pine and cypress finish lumber. 


NORTH CAROLINA. Gumberry—Northampton 
Lumber Co. (Inc.); to manufacture and sell lum- 
ber and other building materials. 


OREGON. Salem—The Rockaway Shingle Co.; 
$3,000. Shingle manufacturing. 

SOUTH CAROLINA. Cayce—Joe Virgeson Lum- 
ber Co.; $10,000. 

North Charleston — Specialty Wood Products 
(Inec.); $1,500. To conduct a logging and forest 
products business. 


WASHINGTON. Goldendale—Goldendale Logging 
Co. (Ine.); $10,000. 


Seattle—Preston Lumber & Millwork (Inc.); 
$10,000. 
Tacoma—North End Builders Supply (Inc.); 
$3,000. 
WISCONSIN. Amherst— Rounds Lumber Co. 


(Ine.) chartered by H. Rounds and others. 


CANADA. BRITISH COLUMBIA. Vancouver— 
The C. & A. Logging Co. (Ltd.), 1406 West 40th 
Avenue; $40,000. The firm will engage in busi- 
ness as timber merchants, 


New Mills and Equipment 


NORTH CAROLINA, Columbia—Tyrrell County 
Lumber Co. reported to be planning to rebuild 
planing mill recently destroyed by fire. 


PENNSYLVANIA. Union City—Union Coal & 
saa eas Co. rebuilding planing mill at cost of 


TEXAS. Cleveland—Cleveland Lumber Co. plans 
rebuilding dry kilns. 


CANADA. BRITISH COLUMBIA. Queensborough 
—Westminster Mills (Ltd.) are spending approxi- 
mately $12,000 on reconstruction of shingle kilns 
destroyed by fire a few weeks ago. 





Yale Students Study Arkansas 
Sustained-Yield Holdings 


Crossett, Ark., April 3.—Under the direction 
of Prof. H. H. Chapman, twenty-three students 
from the Yale University School of Forestry, 
spent a week here recently, studying the modern 
reforestation methods practiced by the Crossett 
Lumber Co. on its timber holdings in south- 
east Arkansas and northern Louisiana. Accom- 
panied by L. R. Wilcoxon, logging superinten- 
dent, and Norman Worthington, chief forester 
of the Crossett Lumber Co., and A. G. Jacob- 
son, chief forester of the Fordyce Lumber Co., 
the party inspected timber stands included in 
the companies’ sustained-yield program and pro- 
tected against fire. 
methods being used by the Crossett-Watzek- 
Gates interests in maintaining a steady growth 
of timber and providing a sustained-yield oper- 
ation. Before returning North, the group vis- 
ited the Southern Forest Experiment Station, 
seven miles south of Crossett, which is sur- 
rounded by timberlands of the Crossett Lum- 
ber Co. 





LAKE DWELLINGS built in the New Stone Age 
in Europe were not set on piles over the water, 
as was once supposed; instead, they were built 
over dry land at the edge of lakes and were 
set high for protection from floods and damp- 
ness. 


Amarillo—Barfield Lumber Co., has. 


CLASSIFIED 


ADVERTISING 
DEPARTMENT 





How to Figure Costs for Advertising 
In Classified Department 


Two consecutive issues..........55 cents a line 
Three consecutive issues..........75 cents a line 
Four consecutive issues..........90 cents a ine 
Thirteen consecutive issues..........$2.70 a line 
Twenty-six consecutive issues.......$5.40 a line 


Seven words of ordinary length make 
one line. 


Count in the signature. 
counts as two lines. 

No display except the heading is 
permitted. 

Extra white space figured at line 
rate. 

One inch space advertisement is 
| equal to fourteen lines. 


Remittances to accompany the order. 
No extra charge for copies of paper 
containing advertisement. Copy must 
be in this office not later than Wednes- 
day morning in order to secure inser- 
tion in regular department. All adver- 
tisements received later will be — 
under heading Too Late to Classify. 





Heading 











= 
THE GREATEST MARKET PLACE 


In the lumber, woodworking and allied 
industries to advertise in, is the Wanted 
and For Sale department of the 


AMERICAN LUMBERMAN 


Read the Classified ads. Many oppor- 
tunities are offered for Buyer and Sel- 
ler. Best for selling lumber, shingles, re- 
tail yards, business opportunity, timber 
and timberlands, machinery, locomo- 
tives, cars, rails and equipment used 
in logging operations. You can get em- 
ployees, salesmen, employment or any- 
thing used in lumber and allied indus- 
tries by advertising in the Wanted and 
For Sale department of the American 
Lumberman., 

Send your advertisement to the 


AMERICAN LUMBERMAN 





They made a close study of * 





Too Late To Classify 





CARPENTER APRONS 

Write for*samples and prices. 

THD MINNESOTA SPECIALTY co., Ine., 
Minneapolis, Minn. 





EXTENSION LADDERS 


Make Extra Profits by Stocking Extensions, Singles, 
Step Ladders and other Profitable Woodenware 
Products. Write for Catalog and Attractive Prices. 
WOODENWARE PRODUCTS CORPORATION, 
St. Louis, Mo. 





Salesmen 


WANTED—SALESMAN 


To sell home improvements to home owners and 
new homes to home seekers, on the Johns-Manville 
Guildway Plan. 25 yrs. & over. Location, Chicago’s 
South Side and Suburbs. Splendid opportunity for 
good salesman to build permanent business. Lib- 
eral compensation basis. Experience in consumer 
selling and some knowledge of building business 
essential. Write, stating experience and qualifica- 
tions. All our employees know of this ad. 
Address ‘XX. 36,” care American Lumberman. 


ENERGETIC LUMBER SALESMAN 


Acquainted with retail yard and industrial trade 
Eastern Michigan. Splendid opportunity for man 
having thorough knowledge Southern Pine and 
Western woods. State age, experience, salary 
wanted. 

Address ‘“‘R. 31,” care American Lumberman. 














WANTED 














Salesmen 


WANTED SALESMAN 
To sell western lumber in central and eastern 
states, by well established wholesaler. Will ad- 
vance against business booked or drawing acct. 
Address ‘‘X. 32,” care American Lumberman. 


WANTED BY MANUFACTURER 
Man thoroughly capable taking charge of sales of 
Northern Hardwoods and Softwoods, familiar with 
consuming trade in Michigan, Indiana and Ohio. 
Address “‘X. 70,” care American Lumberman. 


WTD.: SALESMAN BY WHOLESALER 
To sell building materials to Illinois dealers. Give 
complete details—exp., ref., age, etc. 
Address “X. 74,” care American Lumberman. 














VA.—W. VA. REPRESENTATIVE WANTED 


A large West Coast fir operation, manufacturing 
from its own stand of old growth yellow fir, needs 
first class representation in Virginia and West Vir- 
ginia. Company is fully equipped with plenty of 
resources, enjoying an excellent reputation for good 
lumber. Will be glad to consider applications for 
above territory from responsible, live, go-getters. 
Give full particulars about your sales ability. 
Address “X. 77,” care American Lumberman. 


WANTED—MILLWORK SALESMAN 
Thoroughly familiar with Curtis Woodwork in the 
Lake States area. Write stating qualifications. 
Must be experienced. Good opportunity for right 
man. 

Address ‘‘X, 79,” care American Lumberman. 








A REAL OPPORTUNITY 


For a tip-top salesman to sell Western woods for 
an old established manufacturing and wholesale 
firm in a fine Middlewestern territory. A first- 
class man can make an excellent income. A mere 
order taker not wanted. 

Address “X. 78” care American Lumberman. 


WANTED CHICAGO SALESMEN 


Chicago wholesaler selling western and northern 
lumber only, wants salesmen with following. Profit 
sharing with drawing account. 

Address “X. 80” care American Lumberman. 


SALES REPRESENTATIVES WANTED 
To sell well known line of wear resisting crane 
wheels, standard sprockets, chains, elevator buck- 
ets and similar parts for replace. Commission 
basis only. In reply advise lines you are now 
handling, district covered and previous business 
experience. 
Address “X. 83,” care American Lumberman. 











Employees 


WANTED—MILLWORK ESTIMATOR 


Cost book “A” graduate with some practical ex- 
perience. State full particulars first reply giving 
references. 

Address ‘XX, 40,” care American Lumberman. 


WANTED: THOROUGHLY EXPERIENCED MGR. 


For retail lumber and coal yard in mid-western 
Illinois town, located in good farming community. 
Give references. 

Address “X. 46," care American Lumberman. 


WANTED BY LARGE OPERATOR OF 


Retail Lumber Yard—Young man, 24-30, experi- 
enced in the retail lumber business, must be able 
to design, estimate and sell. Good opportunity for 
right man. Give education, experience, references 
and salary expected. Location—Wisconsin. 
Address “X, 72,’ care American Lumberman. 


WANTED—EXPERIENCED MAN 
To handle Wholesale Hardwood Lumber Depart- 
ment. ATLANTA OAK FLOORING CO., P. O. Box 
942, Atlanta, Ga. 

















Employment 





POSITION WANTED: MANAGER OR ASS’T 
18 yrs. experience retail lumber, millwork and con- 
struction; available at once. Can go anywhere. 

Address “S. 49,” care American Lumberman. 


DO YOU WANT EMPLOYEES? 


Write an advertisement; send it to the paper that 
reaches the people. We can help you. ICAN 
LUMBERMAN, 481 8S. Dearborn St., Chicago, Il. 











WANTED 


WANTED 














Employment 


EXPERIENCED SALESMAN 


Midwest. Terr. Fifteen years with strong whole- 
salers and mills. Know requirements this section, 
western lumber, yellow pine. Prefer Kansas City, 
Detroit. 

Address “X. 58,” care American Lumberman. 


WANTED EMPLOYMENT 


Lumberman-Accountant, manufacturing or retail. 
Thoroly experienced cost and taxes. Southeastern 
states preferred. Write for details and references. 
What have you? 

Address ‘“X. 53," care American Lumberman. 








AM SEVERING MY CONNECTION 


As secretary-manager of a lumber, coal and build- 
ing material yard which I have held for more 
than 18 years. Will be available on or about 
April 15th. Would like to have something like 
the same position with some yard in a farming 
district somewhere in the vicinity of San Antonio, 
Texas. Can furnish first class recommendation. 
Address ‘“‘X. 56,” care American Lumberman. 





PRACTICAL LOGGING SUPERINTENDENT 


Wants position as Camp Foreman or Sup’t. Perma- 
nent, passport Mexico. Capable and A No. 1 Refer- 
ences. Go anywhere. 

Address ‘‘X. 52,” care American Lumberman. 





HARDWOOD SALESMAN 


10 yrs. exp. Wishes position with manufacturer. 
yee middle west, New England or Canada. 
e 


Address ‘““W. 99," care American Lumberman. 


AMBITIOUS MAN, AGE 23 YEARS 


Training at Dunwoody Institute in drafting, esti- 
mating and building construction desires position 
in lumber yard or with contractor. 

Address ‘“‘X. 26," care American Lumberman. 


POSITION WTD.—MANAGER OR ASS’T. 


18 years experience in lumber and building sup- 
plies. Have successfully handled all phases of re- 
tailing including managership. Unquestionable ref- 
erences, Southern Mich. or Northern Ind. preferred. 
Address “W. 91,’’ care American Lumberman. 











SUCCESSFUL FACTORY SUPERINTENDENT 


Sash, Doors, Interior Finish, Cabinets, Stairs. Ex- 
pert on plant management; also on estimating, 
layout and detailing. Proven profit making past 
record. 

AdAress “W. 75,"" care American Lumberman. 


EXP’D ESTIMATOR & SALESMAN 


Familiar with Cost Book A. Can take off com- 
plete lumber bills. 
Address “X. 75,” care American Lumberman. 


MILLWORK SALESMAN 


saepeuapay familiar with stock and special mill- 
work. 
Address “X. 76,” care American Lumberman. 


EXP’D RETAIL LUMBERMAN AND 


Estimator. Cost Book A Graduate. 14 years’ ex- 
perience in listing materials and millwork from 
plans and specifications. 

Address “X, 73,” care American Lumberman. 


SITUATION WTD.—SINGLE MAN, 33 YRS. 


4 yrs. experience retail lumber, clerical; yard, 
soliciting; collecting; operating planing mill ma- 
chinery, trucks. 

Address ‘X. 68,” care American Lumberman. 


EXP. CIRC. FILER & SAWYER 


Wants job. Any size mill, go anywhere. 20 yrs. 
=. E. MILLER, 629 N. Barstow, Eau Claire, 
7is. 




















POSITION WANTED: YOUNG MAN 


Capable, several years lumbering exp. Desires 
position as manager small yard. Will also accept 
position as bookkeeper or yard man. Prefer Rocky 
Mountain Region but will go anywhere. Excellent 
reference. 


Addresg “X 65,”’ care American Lumberman., 


POSITION AS BAND SAW FILER 
20 yrs. exp. Guarantee entire satisfaction or no 





ay. 
Address “X. 62,” care American Lumberman. 


POSITION WANTED BY 


Retail lumber and millwork man, Twenty years 

exp. in all branches of retail business. Thoroughly 

familiar with Curtis woodwork, TEast only. 
Address “X, 81” care American Lumberman. 











Employment 


EXPERIENCED RETAIL LUMBERMAN 


Desires position as yard mgr. or asst. Thorough 

knowledge of retail sales & buying, lbr., millwork, 

bldg. mat. & fuel. 25 yrs, exp. Competent. Married. 
Address ‘“W. 80,” care American Lumberman. 


A-1 CIRC. SAWYER & FILER WANTS JOB 
+ small steam or tractor mill. 10 yrs. exp. A-1 
Ref. 





Address “W. 52,” care American Lumberman. 





Lumber and Dimension 


DAN W. DeLAY 
Commission Lumber 
Box 186 Bexley—Columbus. Ohio. 
SINCERE REPRESENTATION 





WTD.: WE PAY CASH FOR LOG RUN 
Cypress, Gum, Oak, Povlar and Walnut. Describe 
stacks “fully. WM. C. SCHREIBER LUMBER CO., 
2220 S. Throop St., Chicago, Ill. 


SKI BILLETS WANTED 
Hickory, Maple, and Ash billets wanted for imme- 
diate and future delivery. 
JOHN O. HERREM & SON, 
Fort Frances, Ontario, Canada 








BIRCH AND MAPLE WANTED 
4/4” to 8/4” No. 2 and Better Tie Sides, dry or 


green. Prompt shipment. 
Address “X. 82” care American Lumberman. 


Retail Lumber Yards 


WANTED TO BUY: LUMBER YARD 
Prefer Northern Illinois, Southern Wisconsin, 
Southern Michigan or Eastern Iowa. Will consider 
half interest in yard or making a sizeable cash in- 
vestment in yard with services. Thoroughly experi- 
enced in lumber business. Will consider Fea 
bona-fide propositions. All replies confident! al, 

Address “T. 89,” care American Lumberman. 


WTD. TO BUY—LUMBER YARD 
In the Recky Mountain States area doing not less 
than $50,000.00 yearly. Communicate direct to V. 
H. WELLER, Greeley, Colo. 


WILL BUY RETAIL YARD 


Prefer location in West N. Y. State, Conn., or 
Western Mass. Please give full particulars. 
Address “X. 71,” care American Lumberman. 


Used Machinery 


WANTED: ONE GOOD USED CARRIAGE 
For a right hand 5% ft. Clark Bros. band mill. 
Carriage must not be shorter than 15 ft. or longer 
than 17 ft. W. B. COPPERSMITH & SONS, Eliza- 
beth City, N. C. 

















WTD.—18” to 30” BAND SAW 


With or without motor. Advise make and goo 
tion. Address ENGAN-BRAUN LUMBER CO., 
Atkinson, Wis. 


April 8, 1939 





FOR SALE 
Retail Lumber Yards 


RETAIL LUMBER YARD 
Twenty miles from Detroit, Mich. Well established, 
finely equipped. All buildings practically new. 
Owner retiring from business. 
Address “W. 67,"" care American Lumberman. 


RETAIL YARD FOR SALE 

Well established, well located, in San Aaponte, 
Texas, rapidly growing City of 260, 000, in midst of 
fine trade territory; excellent all year round cli- 
mate. Owner retiring from business. Buildin 8 
and equipment can be bought separately for $4,000; 
Inventory optional, Full details to bona fide buyers. 

Address “S. 86," care American Lumberman. 


ESTABLISHED SO. CALIF. YARD 


Metropolitan Los Angeles. Main Highway. Clean 
Cut. Good reasons for selling. Will stand strict in- 
vestigation. 

Address ‘‘X. 39,” care American Lumberman. 


FOR SALE: GROUP OR SEPARATELY 
Four well established live retail lumber yards with 
hardware. In irrigated sections of Montana. 

Address “X. 61,” care American Lumberman. 


FOR SALE; RETAIL LUMBER YARD 


In Small Central Wisconsin Community. 
Address “H. 89,” care American Lumberman. 


MODERN RETAIL LUMBER, HARDWARE 
Paint & Coal business since 1895. N. Ohio town 
of 16,000. Sales average $80,000 yearly. Sudden, 
serious operation incapacitated owner. Requires 
$10,000 cash. Bal, arranged. 

Address “W. 564,” care American Lumberman. 


UNUSUAL OPPORTUNITY FOR 1 OR 2 MEN 
Profitable yard near Phil., Pa. About $40,000 re- 
quired for purchase and operation. Owner retiring. 

Address “‘W. 97,” care American Lumberman. 


LUMBER YARD FOR SALE 


Doing $50,000 cash business. Asking $65,000. 10% 
down payment, balance in monthly payments, to 
reliable person. 

Address “‘W. 33,’’ care American Lumberman. 


WILL SELL PART INTEREST 


In first class Lumber, Coal and Building Material 
yard in Northern Indiana to man capable manag- 
ing same. Investment required: $10,000. 

Address “X. 61,” care American Lumberman. 






































Lumber and Dimension 


SPECIALIZING IN ROUGH YELLOW PINE 
Pole Stock for agricultural purposes. Two cars for 
immediate shipment. MISSOURI TIE & LUMBER 
co., St. Louis, Mo. 


FOR SALE: 500,000 FT. 


4/4 Basswood; 250,000 to 300,000 ft. Hard Maple 
tie side lumber and some birch. 
Address “X, 69,’ care American Lumberman. 


MIXED OR POOL CARS WESTERN LBR. 


Ponderosa, Sugar, Idaho White Pines, Douglas Fir, 
Hemlock, Red Cedar lumber and shingles all in 
one car at carload prices, or stop-over pool cars. 
Let us quote. 

CONTINENTAL LUMBER CO. 

4753 Broadway, Chicago, IIl. 











WANTED: 1 TAG HEPPENSTALL 
New Style Moisture Meter. Give complete descrip- 
tion and price 
Address “Xe 66," care American Lumberman. 


WANTED—SAWING CONTRACT—GOOD MILL 
Cut from 12 to 15 M. Ft. per day. Work fully 


, Suaranteed. 


Address “W. 81,” care American Lumberman. 





SECOND HAND LUMBER BUGGIES 


We are in the market for 8 or 10 eres. Advise 
ae A ey you have. J. B. BELCHER, Blue- 


Steel Rails 


RAILS WANTED 


Any weight—any tonnage. Before L pee sell write 
“Pp. 44,” care American Lumberm 








DO YOU WANT EMPLOYEES 
Write an advertisement; send it to the paper that 
reaches the people. We can help you. AMERICAN 
LUMBERMAN, 431 S. Dearborn St., Chicago, Il. 








WE INVITE YOUR ORDERS 
For Band Sawn No. 2 Common Tupelo & Sap Gum 
82S. Also S28 and Center Resaw 
TURMAN I.1UMBER COMPANY 
Edison, Ga. 


CUSTOM CUTTING 
Modern Indiana mill open for custom veneer and 
lumber cutting. 
Address “pe “71,” care American Lumberman. 


FOR SALE—WANTED ORDERS 


~~ Northern Hard Maple sawn to your specifica- 
tions. 
ADDRESS BOX 1016, Binghampton, N. Y. 











ADVERTISE FOR WHAT YOU WANT 
A CLASSIFIED AD WILL MOVE SLOW STOCK 
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